SINCE 1886 


HUNTER 
EXHAUST FANS 


A profitable year-round 
seller 


2 SIZES: 12” AND 16” 
FOR COMMERCIAL AND INDUSTRIAL USES 





Ask your Hunter distributor or 
write us for catalog and prices 


HUNTER FAN AND VENTILATING COMPANY 
392 S. FRONT ST., MEMPHIS 2, TENN. 


ONE MINUTE LOST is a mere trifle. But lose one 
minute out of ten while installing fittings — take 10% 
too long for the job — and you lose $500 worth of trifles 

r man per year...Gedney Fittings stop such losses, 
or Gedney’s are machined with absolute accuracy 
and slash your installation time. Order them now. 


GEDNEY FITTINGS FIT! 


* Accurate malleable iron castings... stop breakage 
*® Threads are machined to closest tolerances. 

® Reinforcing ribs for extra strength . . . extra grip. 
*% Smeothed shoulder protects the wire. 





RKO BLDG. + RADIO CITY - NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 
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Wholesalers 


vorywhere 





The \ERLIN ee} 


3435 E. Jefferson Avenue 
Detroit 7, Michigan 














ome RoFlex 


NON-METALLIC SHEATHED CABLE 


with new 


GRAY FINISH 


SURFACE MARKED 


FOR EASY IDENTIFICATION 


Here is the answer to an electrician's prayer... 
a non-metallic sheathed cable with a finish that 
is smooth for easy pulling, clean to handle, non- 
flaking and clearly printed with size and name 
for easy identification. Yes, Rome’s new gray 
finish is cn improvement you cannot afford to 
pass up. There is no need to wear safety goggles 
when you work overhead with the new RoFlex. 
Socans hoBlecs ba Cetenitiiiend’ Lab- Its finish will not flake or dust off . . . does not get 


oratories approved for 600 volts. 


Available in 2 and 3 conductor sizes, tacky ... leaves you with clean hands. 
with or without ground wire. Pack- k 
4 of h Alt 


aged for P i 
cs tactivendiadd anda Poshins 8 Geo Under the new gray finish, Rome RoFlex has 
your electrical wholesaler today. 





the same high quality construction as before. 
It is easy to strip, smaller in diameter and light 
in weight. Its outer braid is a combination of 


glass and presaturated yarn for high resistance 





to mold and rot. 
On your next "flex’’ job save time and money 
by insisting upon the new Rome RoFlex with the 


gray finish. 





Copper wire mill products are a Controlled 
Material under N.P.A. Controlled Materials 
Plan. USE YOUR CMP ALLOTMENT 


IT COSTS LESS TO BUY THE BEST 


ROME CABLE QE CAN 
A A & (OF 


ROME - NEW YORK 











TORRANCE + CALIFORNIA 


Southern Warehouses: Atlanta, Georgia, and Dallas, Texas 
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“Gosh, right through the 


center of every hole.” adie 
Points strong as an ox... 


smoothly rounded too.” 


“I thought I was husky, but I’m not B y “Highest grade porcelain insulators, smooth 
in it with the HUB-RAK.” , . surfaces, sure easy on conductors. 








“For back-to-back mounting, . | “installation or replacement . . . it’s 
bolts do double duty.” i dead easy with the HUB-RAK.” 


“If there’s place to hang it, HUB-RAKS are furnished for 1 to 4 line wires S 
there’s a hole to match.” with conductor spacings from 4 to 12 inches. “It sure is the finest rack ever made.” 


HUBBARDaxsny COMPANY 


ESTABLISHED 1843 


PITTSBURGH + CHICAGO + OAKLAND, CALIFORNIA 
‘Ytareg the load on fiiibbard thardware!” 
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1005—Building Wire, Cable, Conduit. Extensive technical 
data on a comprehensive line of electrical cable, building wire, 
and conduit raceways are provided in a new 86-page publication, 
General Catalog No. 500, issued by Triangle Conduit & Cable 
Co., Inc., 1906 Jersey Ave., New Brunswick, N. J. Handsomely 
bound in sturdy leatherette to take years of wear, this catalo; 
also contains valuable information on electrical engineering an 
wiring standards for the aid of contractors, engineers, architects, 
and industrial users. 


1007—Panelettes. An illustrated 8-page folder describing Fed- 
eral Noark QO L Panelettes is now available from Federal Electric 
Products Co., 50 Paris St., Newark 5, N. J. Clearly explained 
are uses, adding of circuits, wiring, flexibility of the unit, pro- 
tection afforded, and elements of the panelettes. Illustrated are 
typical wiring diagrams, along with cutaway illustrations. 


1011—Conduits. “Natural Electric Conduits” is the title of 
the new 30-page Catalog No. 603 which describes and illustrates 
the many types of electrical conduits that are manufactured by 
National Electric Products Corp., Chamber of Commerce Bldg., 
Pittsburgh 19, Pa. 


1013—Proper Cable Sizes. A new booklet, “Selection of Proper 
Cable Sizes,” has just been issued by General Electric’s Construc- 
tion Materials Advertising Department, Bridgeport, Conn. This 
publication deals with the method of determining cables and 
cable sizes of asbestos-varnished cambric cables, Types AVA, 
AVB, and AVL. 


1015—Shunt Capacitors. A new bulletin, No. 21, on the use 
of shunt capacitors for power factor correction has been prepared 
by the James R. Kearney Corp., 4236 Clayton Ave., St. Louis 
10, Mo., and is now sulilly lov general distribution. 


1019—Service Panels. Information and prices on protective 
control centers for homes, apartment buildings, service stations, 
and industrial applications is contained in Bulletin 494, “New ~ | 
Push-Button Service Panels,” issued by BullDog Electric Prod- 
ucts Co., Detroit, Mich. 


1023—Protective Control Centers. Information and prices on 
a new line of push-button protective control centers are con- 


tained in Bulletin 493, “BullDog Pushmatic and Pushmatic 
Electri-Centers.” BullDog Electric Products Co., Box 177, 
eae Park Annex, Detroit 32, Mich., has made the bulletin 
available. 


1031—Heating Units. The new Chromalox Catalog of Indus- 
trial Electric Heaters, Catalog 50, is available from Edwin L. 
Wiegand Co., 7600 Thomas Blvd., Pittsburgh 8,-Pa. Four basic 
Chromalox units—strips, rings, tubulars, and cartridges—with 
wide variations in wattage, voltage, and sheath material, are list- 
ed, as well as easy selection and application data. 


1035—Electrical Fittings and Devices. Buchanan Electrical 
Products Corp., 1290 Central Ave., Hillside, N. J., offers a 12- 
page catalog covering solderless connectors, cable and conduit 
ittmgs and wiring devices. It contains complete data on “Splice 
Caps” and “Termend” lugs for wire splicing and terminating, 
box connectors for metallic and non-metallic sheathed cable, bot 
plain and insulated conduit bushings, conduit locknuts, knock- 
out plugs, terminal blocks, attachment plugs, fuse pullers, etc. 
Suitable illustrations, dimensional data, and application instruc- 
tions are included. 


1039—Switches and Guards. Newly released 32-page, two-color 
Catalog No. 49, of the McGill Manufacturin bo. Inc., Val- 
paraiso, Ind., contains complete descriptions of Lavetier switches, 
McGill lamp guards, and McGill electrical specialties. 


1041—Cabinets and Boxes. Thirty pages ot catalog sheets com- 
prise a new catalog available from B & C Metal Stamping Co., 
P. O. Box 56, Station D, Atlanta, Ga. The catalog is divided 
into three sections: products for electrical applications in gen- 
eral, products for the utilities and the R.E.A., and products for 
appliance distributors. 


1045—Electric Connectors. General Electric Co., Schenectady 
5, N. Y., has announced a booklet describing a complete new 
line of solderless electric connectors which accommodates a 
wide range of conductor sizes. The new line is completely il- 
lustrated and diagrammed. This booklet is available from the 
Apparatus Dept., General Electric, in Schenectady. 
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Gentlemen: 


Please send me the bulletins and catalogs indicated. 


(Print Plainly) 
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Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 
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“Then take the circuit wiring. Before we get 
) through we'll pull about o million and a half feet 
| on this job. This Triangle Glazon is good in all 
) ways. It's tough, pulls easy ond every coil is 
§ perfect. When you pull that much wire, the differ- 
* ence between average and the best means oa lot 
5 of money in time.” 


“First because we've got good men on the job. 
Then, too,”’ | admitted, ‘this Triangle wire, cable 
and conduit we're using helps plenty. Take the 
hot-dipped galvanized conduit. It bends easily 
and we've had no trouble with the threads. 
Couplings go on easy, no burrs or broken threads. 
Two reasons — cne, Triangle makes conduit and 
couplings right, two, Triangle protects the threads 
in shipment.” 


Ask your 
electrical 
distributor — 
he knows — 


And then | told the boss about the help we got 
from Triangle and their distributor on this job. 
“Those two salesmen checked on this job con- 
stantly — they gave us all kinds of help in getting 
the material here when we needed it. Boss, I'll 


tell you — I'll take Triangle every time." 


TRIANGLER ee) fo) Eh ma e.\ 18 - 


17 MUST BE RIGHT 


UNSWICK E JER 


eo Pra |, [en 





1051—Air-Cooled Transformer. Bulletin No. 49-ACO is now 
available from Marcus Transformer Co., Inc., 34 Montgomery 
St., Hillside 5, N. J., giving descriptive details on the company’s 
new air-cooled distribution transformer. Designed for indoor 
or outdoor use, the new transformer utilizes heatproof class B 
and C insulation which enables it to withstand overloads and 
eliminates the use of oil or other liquids. 


_ 1053—Bustribution Duct. This 23-page bulletin, No. 462, 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In- 
Bustribution Duct for bus duct electrical distribution. The 
bulletin is profusely illustrated. The many drawings included 
show details of the duct, the various fittings, and the hangers, 
as well as diagrams of complete systems. 


_ 1071—Plugs and Receptacles. Additional loose-leaf sheets for 
insertion in the Pylet Catalog 1100 are available from the 
Pyle-National Co., Chicago 51, Ill. These pages describe a 
wide range of plugs and receptacles for special purposes. 


1079—Connectors. A 24-page, three-color catalog describing K 
& H solderless terminal | and connectors may be obtained 

m Krueger & Hudepohl, 5 East Third St., Ciucinnati 2, 
Ohio. A wealth of information, including specifications, descrip- 
tive material and illustrations are included. 


1081—Busduct Data. Various applications of the FA busauct 
for industrial ay hag. are illustrated in this 31l-page bulletin 
made available by the Frank Adams Electric Co., St. Teak, Mo 


1085—Lighting Fixtures—Eastern presents their most com- 
plete catalog, 32 pages of engineered lighting data, including a 
variety of fixtures for all architectural, commercial and indus- 
trial applications. Eastern Fixture Co., Inc., 70 Vernon St., 
Boston 20, Mass. 


1087—Connectors and Fittings. The M. & W. Electric Mfg. 
Company, Inc., East Palestine, Ohio, announces a new twenty- 
four page catalog covering Service Entrance Cable Fittings, 
Ground Clamps, Ground Rods, BX and Romex Connectors, 
Staples, Conduit Fittings, Wireholders, Insulator Supports, Cable 
Racks and Watt-hour Meter Protectors. 


1093—Magnetic Motor Starters. A new 22 page booklec 
(Catalog No. 6300—AIA file No. 31G3) issued by the Monitor 
Controller Company, 51 Hayward Street, Boston, Mass., de- 
scribes in detail the Company’s V-type starters and explains the 


tae inherent in the patented Compensated Thermal over- 
oad. 


1095—Electrical Specialties. The F. D. Kees Mfg. Company, 
Beatrice, Neb., has available upon request, a 20-page catalog illu- 
strating various types of enclosures and other electrical specialties 
manufactured. This 76-year old firm supplies the better-known 
utilities and jobbers throughout North America. 


1097—Flexible Cords and Cord Sets. A complete 9-page cata- 
log is available from Cornish Wire Company, 15 Park Row, 
New York 7, N. Y., containing data on all standard electric 
ends and stock cord sets, including Neoprene-jacketed. Also 
descnptive data on the new UL approved all-Neoprene heater 
cord—“COROPREX”. 


1099—Lighting Fixtures. Fluorescent and incandescent lumi- 
naires for schools, .offices, stores and churches are illustrated in 
a series of bulletins issued by Curtis Lighting, Inc., 6134 West 
65th Street, Chicago 38, Ill. The entire series or any indivi- 
dual bulletins may be obtained upon request. 


1103—Electrical Connectors. Burndy Industrial Catalog 52, 
featuring a complete line of general-purpose connectors for in- 
dustrial wiring is available. Complete information concerning 
application, construction features and dimensions of these con- 
nectors are included, as well as several pages devoted to engi- 
neering data. Published by Burndy Engineering Co., Inc., 107 
Bruckner Blvd., New York 54, N. Y. 


1105—SnapX Connectors. A new folder on SnapX connec 
tors is now available from Briegel Method Tool Co., Galva, Ill 
Illustrated and explained are the three steps necessary for con- 
necting cables to boxes with this new connector for armored 
and non-metallic cable. 


1107—High Voltage Portable Cables. The various types for 
use from 600 to 15,000 volts are described and illustrated. Cata- 
log listing including weights and outside diameters are given. 
Detailed splicing instructions are included. Copies may be ob- 
tained from Simplex Wire & Cable Co., 79 Sidney Street, 
Cambridge 39, Mass. 


1109—Anchoring and Drilling Devices. An illustrated 32-page 
catalog No. 65, describing more than twenty-five anchorijg and 
drilling devices for making fastenings to masonry, is availate 
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from the Arro Expansion Bolt Company, Marion, Ohio. 


1111—Fluorescent Fixtures. The specifications on all fixtures 
built by the Light & Power Utilities Corp., of 1035 Firestone 
Blvd., Memphis, Tenn., are detailed with illustrations in the 
newest catalogue issues by this company. The cover of this cata- 
logue has an interesting wood cut called Light through thé 
Ages which depicts the advance of lighting from the cave man 
to modern fluorescent lighting. 


1115—Remote-Control Wiring. An eight-page, non-technical 
booklet. on remote-control wiring, publication No. 16-330, writ- 
ten expressly for the consumer, is available from the G.-E. Con- 
struction Materials Dept., Bridgeport 2, Conn. The booklet gives 
a picture story on the convenience, safety, and economy of this 
new wiring method. 


1117—Fluorescent Fixtures. The Edwin F. Guth Co., 2615 
Washington Ave., St. Louis 3, Mo., has released a new catalog 
covering their complete line of commercial and industrial, fluo- 
rescent and germicidal lighting equipment. A full range of 
fluorescent fixtures is presented in the catalog, No. 47, in a 
condensed, easy-to-refer-to form. 


1119—Ventilating Fans. Beautifully illustrated separate cata- 
logue sheets on each of Murray's four home ventilating fans 
(20” portable, direct-drive window fan; 24” portable, belt-drive 
window fan; 24” to 48” vertical draft, horizontal mount attic 
fan) giving full description, specifications, dimensions and in- 
stallation instructions. H. C. Biglin Co., Inc., 177 Harris St., 
N. W., Atlanta, Ga. 


1121—“SPIKE-LITE,” a new product of PERFECT-LINF 
Manufacturing Corp., Hicksville, N. Y., is now available. The 
“SPIKE-LITE,” a weatherproof, adjustable, aluminum lamp 
holder, is ideal for special outdoor lighting for farms, gardens, dis- 
plays, billboard, etc. It is complete with stake, asbestos gasket 
and 10 ft. or 25 ft. outdoor cord and plug, and uses PAR 38-150 
watt lamp which is not included 


1125—Paulding Wiring Devices—Lighting Fixtures. New No. 
18 Catalog of 40 pages illustrates and describes more than 75 
wiring devices and incandescent lighting fixtures. Furnishes full 
specifications together with shipping information. Invaluable 
to Architects, Engineers, Contractors, Maintenance men and 
volume purchasers. John I. Paulding, Inc., New Bedford, Mass 


1127—Bar-Hangers and Supports. Three time-saving items 
—adjustable bar-hangers, rigid upright box supports, and rigid 
upright conduit supports—are described and illustrated in Bulle- 
tin No. 3 FL, available from The Fast-Lok Mfg. Co., Ash St. 
at Bedford, Bridgeport 5, Conn. 


1129—Fluorescent Lighting Fixtures. A complete catalog of 
the Compco fluorescent line is available from Compco Corp., 
2251 W. St. Paul Ave., Chicago 47, Ill 


1131—Fluorescent Units for Slimline Lamps. This new, 
illustrated, 20-page bulletin gives complete specifications of 
general purpose, “Magna-Flo” lighting systems for 96, 72 and 
48-inch, T12 Slimline lamps. Describes individual units and 
continuous line systems plus accessories. 842” x 11” page size 
Write Benjamin Electric Mfg. Company, Des Plaines, Illinois 
and ask for bulletin “mf”. 


1133—Vaportight Fixture. New Appleton “V-51" Series Con- 
vertible Vaportight Lighting Fixture is fully described and 
illustrated, Soe pendant, ceiling or bracket mounting, with or 
without reflectors and guards. Wattages, weights and dimen- 
sional data. Bulletin 5-A, 20 pages and cover. Appleton Elec- 
tric Company, 1701-59 Wellington Avenue, Chicago 13, Ill 


1135—Electrical Wiring Devices. Catalog 0. 12A, containing 
the complete electrical wiring device line of Leviton Mfg. Co., 
Brooklyn 22, N. Y., is a 64-page thoroughly illustrated one. 
Included are such features as the Kwikchange line, with wiring 
diagrams, a general index, and an index to catalog numbers. This 
catalog is a reprint of Catalog No. 12, and is for temporary use 
while an entirely new and completely revised catalog is being 
prepared 


1139—Electrical, Production, Maintenance & Safety Equip- 
ment. 64-page catalog of the Martindale Electric Co., 1361 
Hird Ave., Cleveland 7, Ohio, including commutator grinding 
stones, undercuttels, dust masks, electric etchers, rotary files and 
burs, growlers, mice-millers, megohm testers, blowers and wheel 
and gear pullers 


1141—Champion Maintenance Manual. The Champion 
Maintenance Manual”—24 pages of basic data on incandescent 
and fluorescent lamps, also the “Champion Lightrule’”—an accu 
tate pocket calculator for problems involving various lighting 
fixtures with incandescent or fluorescent lamps 





When a thermometer 
measures your 
reputation... 


ELECTRIC 


Your reputation depends on the performance of the 
products you sell. And whenever you sell motors for 
oil burners, they must furnish warmth when wanted, 
eliably and without breakdown. That’s why it pays 

to sell Hoover Motors! 

' Hoover oil burner motors give smooth, quiet, depend- 

able performance, even under conditions of hard, con- 
tinuous use. They're specifically designed to meet burner 
heeds, and they're built like motors costing far, far more. 
; There are many other Hoover Motors, 

foo—for many other applications besides 

il burners. In fact, if you sell or service 

ANY motor-powered equipment, 

you'll undoubtedly find a Hoover 

Motor to fit your needs...to satisfy 

your customers...to help YOUR 

feputation measure up! 


Write today for complete infor- 
mation—on oil burner motors or on 
v other motors for other purposes. 


THE HOOVER COMPANY 
Kingston-Conley Division 
68 Brook Avenue 
North Plainfield, New Jersey 


Hoover Oil Burner Motors in rat- 
ings of Ye and Y% HP are built 
to conform with NEMA mounting 
standards... are approved by 
Underwriters’ Laboratories... 
feature 1725 RPM speed, long- 
life bronze sleeve bearings, and 
totally enclosed construction. 








ELECTRICAL SOUTH for SEPTEMBER, 1951 








KEARNEY 


3-PHASE 
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You can’t buy 


Better fittings 


or ones that 
cost less 


fo use 





O 


Cross Section 
Showing 
indentations. 








Quicker to use and neater in appearance, Briegel All-Steel 
Indenter Fittings not only make stronger connections but also 
make each job more profitable to the contractor and satisfactory 
to his customers. 


Two Easy Squeezes and they’re set to stay. It is only natural that 
the Briegel All-Steel Indenter Fittings are the most widely used 
E.M.T. connectors and couplings. Contractors the world over 
recognize their cost cutting qualities and the fact that they make 
each wiring job neater, stronger and better. 


All B-M Fittings Carry the 
Underwriters Seal of Apprevel 


METHOD DISTRIBUTED BY 
The M. B. Austin Co., Northbrook, lll.; Clayton 
TOOL Mark & Co., Evanston, Ill.; Clifton Condit Co., 
Jersey City, N. J.; General Electric Co., Bridge- 
port, Conn.; The Steelduct Co., Youngst , Ohio; 
C0. Enameled Metals, Pittsburgh, Penn.; Konduy Mfg. 


Co., Ltd., Preston, Ont. 





GALVA, © ILDCENODS 
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IF IT’S PARANITE 
IT’S, RIGHT Wie «d (4 


PARAFLE X Non-Metallic Sheathed 
Cable lays flat. Won't squirm or twist. 
Clean to handle. Plainly marked. 


PARASYN Type TW Thermoplas- 


tic Wire stands exposure too severe for 
rubber insulated wires. Smaller diameter. 








PARA-USE Type “RR” Cable pro- 
vides permanent underground installa- 
tion from power line to meter and for 
connecting several buildings. 


HYDRO-THERM Building Wire 

combines in a single wire the heat-resis- 

tant qualities of Type RH and the mois- ; 

ture resistant qualities of Type RW. ia HYDRO-THERM 


URC Weatherproof Wire and Cable 
can be relied upon to meet severe cli- 
matic conditions. Both actual line and 
Weather-Ometer tests prove unusual 
ageing characteristics. 


SERVICE ENTRANCE CABLE, 
Type SE Style U unarmoured and Type 
SE Style A armoured. There is also a 
Paranite Service Drop Cable, two con- 
ductor, Type SD. 








DREADNAUGHT Heavy Duty Ca- 
ble has lead-cured neoprene insulation. 
Flexible, durable, safe, long-lj 

repairs and replacement 

rent continuously. 





PARANITE WIRE AND CABLE wii 
Division of ESSEX WIRE CORPORATION perc yas 


FORT WAYNE 6, INDIANA 


EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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The revolutionary CURTIS LIGHT AND 
SOUND CONDITIONING SYSTEM 
offers an entirely new concept of 
lighting. The Curtis System provides 
recommended levels of quality illumi- 
action with acoustical treatment which 

excessive sound reflections 





r\ |i 
y 13 


ote] Teibate) ii. 


CURT : Write Dept. 115-05 for information about the Curtis Light and 


Sound Conditioning System’s unlimited applications. 
LIGHTING, INC. 
6135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 
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@ Power Plugin, the midget size Busduct is the an- 
swer to today’s demand for greater plant production 
efficiency. Available now for 4 wire 3 phase service, 
3 wire 3 phase service and 2 wire, single phase. 
@ Power Plugin provides convenient plugin out- 
lets all along the line, permitting machines to be 
moved in and out of production lines without slow- 
ing down or delaying operations. 


@ Power Plugin provides 60 amp., main feeder 
capacity for 4% to 3 H.P. 240 volt motors, AC or 
DC, with conventional type fuses, and 742 H.P. 
maximum with dual element fuses. In its new design 
@ Power Plugin also provides 208 volts single 

phase or three phase 


\ 


for power to motors, and 120 volts for light where 
individual illumination on machines is desirable. 
It also provides 120 volts for small pump motors 
on return lubrication systems. 


Underwriters’ Laboratories approved, @ Power 
Plugin is only 3% inches wide and 2 inches deep 
in size. It is available in 5- and 10-foot sections with 
plug-in outlets every 20 inches; additional outlets on 
special order. Special lengths are also available for 
application on production benches and machines. 


For further information on this new, convenient, 
flexible and efficient system of power distribution 
contact your nearest @ representative (he’s listed 
in Sweet's) or write for Bulletin, 

NEW Power Plugin @® Busduct is available 


to meet the need for greater capacities 
—225 to 1,000 amps, 600 volts. j 


Frank eCdam Electric Co. 


BOX 357 «© ST. LOUIS 3, MISSOURI 


Makers of BUSDUCT » PANELBOARDS + SWITCHBOARDS » SERVICE 


EQUIPMENT 


Our 60th Year 
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SAFETY SWITCHES « 


LOAD CENTERS + QUIKHETER 








26 MILLION TONS: 


of steel scrap ‘aint hay 


Ir took 87,000 tons of steel to build 
the Empire State Building in New York. 
That's about one-tenth of one percent of 
the tonnage of scrap required to produce 
the new steel demanded for America’s 
defense and civilian needs this year. 

Half of this scrap is produced by the 
steel mills themselves. The other half 
- approximately 26 million tons - must be 
supplied by the public. That tremendous 
tonnage is the equivalent of 461 Empire 
State Buildings - over 1400 carloads of 
scrap every day of the year. 

Right now there is a scrap shortage. It 
threatens to interfere with steel produc- 


tion. So we appeal to you, as a user of 
steel and steel products, to do all you 
can personally to help collect scrap. 

Somewhere in your place of business - 
and even at home - there are things that 
can be scrapped - worn-out or obsolete 
machines, pipe, boilers, tools, structural 
parts, etc., that you'll never use again in 
their present form. Turn them in through 
regular channels. Call the nearest dealer 
and start your scrap on its way to the 
steel mills-to help America reach its pro- 
duction goal of 105 million tons of new 
steel in 1951. It is this team-work that 
will help us win the victory again. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 
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H 9040 SERIES 


WHEREVER YOU GO... 


1500 SERIES 


THE BETTER LIGHTING INSTALLATIONS USE SUNBEAM LUMINAIRES 


In San Francisco, Houston or Wash- 
ington, D.C., you'll find lighting 
installations of high efficiency 
built around Sunbeam luminaires. 
Featuring a lighting fixture design 
for any and every lighting problem, 
the Sunbeam line is one of the most 
complete in the country. For complete 
information on the units shown, write: 


T 
SUNBEAM LIGHTING COMPANY * 777 EAST 14TH PLACE + LOS ANGELES 21, CALIFORNIA 
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If you have ever spliced wires 
and cables in real mean loca- 
tions, you probably are a 
strong ‘“‘booster’’ for Penn- 
Union Connectors - - - 


Because you know how much 
easier they are to use in close 
quarters: Working up against 
a wall...squeezing into small 
boxes, to join short ends of 
stiff wire . . . reaching around 
pipes, and splicing wires in 
dark holes where you can 
hardly see. 


LARGER SURFACES 


for the wrenches make the Penn-Union 
connector more practical—you grip it from 
ANY angie, with ANY kind of wrench (box, 
socket or open-end). 
Sold by leading wholesalers. Warehouse stocks carried by— 
BEN K. PATTON L. MORRIS LANDERS 
Gulf Sales Agency 624 Spring St., N.W 


3022 Metairie Road Atlanta, Ga 
New Orleans, La 


WALTER J. HUEMMER 
Dallas Transfer & 
Term. Warehouse Bidg 


in yse yan Dallas, Texas 


shert WILLIAM ROBINSON BECKER DRANE 
any 0 , Gulf Sales Agency 


731 Wingfield St 
Little Rock, Arka son, Miss 


nsas Jack 
PENN-UNION ELECTRIC CORP., Erie, Penna. 
The Complete Line of Conductor Fittings 


PENN-UNION 





Appliance manufacturer steps up 
production with 


mobile power system 


BEFORE— Long, entangling extension cords 
from old-fashioned, stationary outlets wasted 
valuable time, jeopardized workers’ safety. 


AFTER—Trolleys move with the job, trans- 
mitting “on-the-spot” power. Some manufac- 
turers report BullDog Industrial Trol-E-Duct 
saves as much as 30 minutes per man per shift. 


ih, 
. wend , 


soutea?” Auden” stews 


NN 
Put this slot to work for you! It’s 
the only answer to profitable 
power for modern assembly lines, 


BullDog Industrial Trol-E-Duct can save you 
up to 30 minutes per man per shift! 


UT EXTRA profit in your production line with flex- 
ible, efficient BullDog Industrial Trol-E-Duct. 


This revolutionary system carries current by copper 
bus bars encased in insulated steel duct. Trolleys, 
pulled along the continuous slot in the bottom of the 
duct, transmit power from bus bars to portable elec- 
trical tools, cranes, hoists and other moving “loads.” 


Awkward extension cords are eliminated. An eight- 
ounce pull moves power with the job. Workers can 
tap off power at any point along an Industrial Trol- 
E-Duct run. 


And this modern system is just as flexible in meeting 
installation changes as it is in use. Every inch of 
Industrial Trol-E-Duct is salvable and can be quickly 
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dismantled and reinstalled when it’s time to move. 


Yes, you can solve many a production headache 
with “on-the-spot” power. Your local BullDog Field 
Engineer will be glad to show you an Industrial Trol- 
E-Duct installation near your own plant any time. 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN + —_FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


-S) BuL_Doc 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 
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An efficient plant lighting system such as this lets easily planned with the aid of your local Graybar 

your customers add production during night time office. But, whether the job is large or small, you 

hours to daytime operating schedules...lets them always get the benefit of Graybar’s “single order” 

increase production potential at minimum cost. service on the lighting units, lamps, conduit, and 
An equally efficient system for any plant can be wiring materials you may require. 





Before you plan round-the-clock plant lighting— 


Look behind the Graybar tag 


Your industrial customers, today, face a dual responsibility. They must 
meet increased defense quotas and, at the same time, retain their 
regular markets through continued production of normal lines. 

An efficient plant lighting system for round-the-clock operations is 
an obvious answer. It automatically increases plant production... 
improves employee efficiency and reduces spoilage even on normal 
daytime shifts. 

Years of lighting experience stand behind the Graybar tag, for we 
have worked with electrical contractors and their customers to plan 
and supply lighting systems of every type. That’s why, when you order 
via Graybar, you can be sure the light will be right for the job—the right 
unit... the right quality... the right characteristics. 

On out-of-the-ordinary installations, feel free to ask for the assistance 
of a Graybar Lighting Specialist. You’ll find him well qualified to advise 
both on installation methods and the selection of the proper lighting 
equipment. 

And remember, too, that Graybar distributes “everything electrical’ 
for communication, ventilation, wiring, and power. Our nation-wide 

Graybar can also furnish everything network of offices and warehouses helps us give the fastest possible 
you need for office lighting. Because \s : Ve 
we distribute a complete selection service on every order. _— 
of the best-known lighting units, 

you can always be sure of impartial GRAYBAR ELECTRIC COMPANY, INC. 

product recommendations. Executive Offices: Graybar Building, New York 17, N. Y 


Avotd electrical delays —plan ahead /., 


a2 
IN OVER 
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CIRCUIT BREAKER PROTECTION 


é e 
Low it UD... Av AUSE BOK PRUCES/ 


Stab-lok... 


*Registration applied for. 


“BIGGEST business opportunity in years!” “Out- 
modes practically all of today’s popular fusible 
devices!” “Safest, most convenient circuit protection 
at unbelievably low cost!” “No better breaker at any 
price!”. .. That’s what they’re saying about the new 
STAB-LOK ... and here’s why: 


The STAB-LOK System is simplicity itself. It 
consists of individual STAB-LOK Circuit Breakers 
and only 9 STAB-LOK Enclosures. By snapping 
breakers of the required ampere ratings into the 
right-size enclosure you can meet practically any 
circuit protection requirement in seconds. 

Not only is the Federal Noark individual pole 
STAB-LOK System the most flexible and convenient, 
it is also the most economical ever devised. 
STAB-LOK enables you to get circuit breaker pro- 
tection at fuse box prices. 

Federal Electric Products Company, 50 Paris 
Street, Newark 5, New Jersey. 


Orr SF 


SDE) Ss 


101 
Surface Enclosure 
opacity: 


le pole- 
Stab-lo! 


Breaker 
104 


Flush-Surface Enclo- 
sure. Capacity: 4 
single...or 1 
double and 2 single 
pole Stab-loks 


102 
Surface Enclosure 
Capacity: 

1 double pole 
or 2 single pole 
Stab-lok Breakers 


Flush-Surface Enclo- 
sure. Capacity: 8 
slaate ose ee 3 
double and 4 single 
pole Stéb-loks 


112 S and F 
Surface and Flush 
Capacity: 2 singles 
‘or 2-wire ... oF 
2 single or 1 double 
pole for 3-wire 
connections 


116 
Flush-Surface Enclo- 
sure. Capacity: 16 
sin e...or 
double and 12 single 

pole Stab-loks 


FEDERAL NOARK 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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NBS3TOL 
Flush-Surface Enclo- 
sure. Capacity: 10 
single...orf 4 
double and 2 single 

pole Stab-loks 


NBS320L 
Flush-Surface Enclo- 
sures. Capacity: 
single...orf 10 
double pole Stab- 

lok Breakers 





AMERICAN 
ELECTRICAL WIRE 
AND CABLE 





IT’S HOT IN HERE! Electric furnace cable must 
carry huge currents close to the destructive heat 
of the furnace itself. Amerbestos is a natural for 
this installation because 1) it can withstand the 
heat, and 2) the special felted asbestos construc- 
tion can be continually flexed. 


THESE LIGHTS, WIRED WITH AMERBESTOS, are in- 
stalled under a blast furnace that often operates 
several months at a time without stop. Notice 
how the boiling slag (at 3,000°F.) has piled up on 
the lights. Despite the heat, this Amerbestos has 
never shown the slightest trace of trouble. 
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or everything else—use AMERBESTOS 
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@ Heat-Resistant Amerbestos Wire and Cable has 
a very special feature that you should know about. 
It’s all in the way we apply the asbestos insulation. 

Conventional heat-resistant wire and cable uses 
asbestos that is spun into a yarn then wrapped 
around the conductor. This has some serious dis- 
advantages that you can quickly spot if you look at 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO + COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


the drawing. When the conductor with this type of 
insulation is bent, the asbestos yarn is unevenly 
stressed. Therefore it separates at the outer radius of 
the bend, and all the effect of the asbestos insulation 
is lost at that point. 

Compare this to Amerbestos. We don’t use spun 
asbestos yarn. Instead, we actually “felt” the asbestos 
and apply it evenly around the conductor. As you 
can see from the actual production photograph, the 
fibres are “picked” off a rotating drum with a vibrat- 
ing steel comb. Then the conductor and asbestos are 
slowly pulled through a closing die that compresses 
the fibres into a tightly packed felt that stays put 
even when bent. 

This careful attention to sound construction meth- 
ods has been largely responsible for the ever-growing 
demand for Amerbestos Wire & Cable. Plus the fact 
that Amerbestos is made in a complete range of sizes, 
both plain asbestos and AVC, with a wide variety 
of special jackets to fit every heat-resistant wire or 
cable requirement. 

For more information, write American Steel & 
Wire Company, Rockefeller Building, Cleveland 13, 
Ohio. 


TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS * UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


American Electrical Wire and Cable 


UN IT € @ 
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APPLICATION 


R. A. Weaver, Inglewood Electric Co., Nashville, believes that electric heating 

is opening up wonderful opportunities for contractors in the South, Mr. 

Weaver explains in this article how to sell your customer on the advantages 
of electric heat. 


Trends in electrical heat for homes 


A veteran in installing electric heat for homes, 


this contractor points out possibilities throughout the South 


*@ More Tuan 87 per cent of all 
the new homes under construc- 
tion in the Nashville area are be- 
ing wired for electric heat, and R. 
A. Weaver of Inglewood Electric 
Company is warming up his share 
of them. 

In some homes he is revising 
the temperature upward with the 
Wall-type electric heaters; in oth- 
ers he is doing it with the ceiling- 
type heating cable. 

Weaver believes that electric 
heating is opening up wonderful 
opportunities for contractors in 
the south. In most sections of the 
country outside the TVA area and 
the West Coast, people still asso- 
ciate electric heat with outlandish 
costs. 

They seem to believe that 
warming up a home with electri- 
city is about as unthinkable as 
lighting a pipe with a $5 bill. But 
it can be economical in many sec- 
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by Ross L. Holman 


tions where the power rate is sub- 
stantially higher than in the TVA 
section. 

Consider first the initial cost. 
In the Nashville area Weaver has 
installed one electric job after an- 
other cheaper than a furnace-fired 
system could have been placed in 
the same homes. And, since in- 
stallation, the owners have been 
chasing the chills out of the atmo- 
sphere with less operating cost 
than they could have done with 
either coal, fuel oil, or gas. 

Believe it or not, he has even 
installed pushbutton heat in many 
old houses, although the majority 
of his jobs are in new homes un- 
der construction where the wiring 
cost is, of course, less than it 
would take to wire a ready-built 
house. 


One old 40- by 50-foot home 
with 11 rooms was wired for the 
wall-type heaters for $1,400. Any 
other central heating system 
would have cost the owner at 
least $2,000. 

An old brick home with 12 
rooms was converted into three 
apartments of four rooms each 
and Weaver wired this for wall- 
type heaters for $1,600—which is 
also several hundred dollars less 
than what a furnace outfit would 
have cost. 

The significant fact about this 
home was that it had no basement, 
and if the owner had installed a 
furnace-fired system he would 
have had to spend considerable in 
addition to the cost of the furnace 
system itself. 

Another selling point in favor 
of electric heat—no expensive 
basement required. 


Mr. Weaver didn’t have any fig- 
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ures on the cost of heating these 
two old homes after the electric 
system got going, but he had 
significant reports on others. 

He talked with one lady who 
had installed cable heat in a new 
seven-room house plus large halls 
with rooms bigger than the aver- 
age. The living room. for exam- 
ple, is a 24- by 18-foot size with 
a 12- by 6-foot window. 

In addition to cable heat her 
monthly electric bill covers use of 
range, refrigerator, hot water 
heater, and heavy lighting facili- 
ties. She pays for all these serv- 
ices, including heat, $18 to $20 per 
month through a normal winter. 

This lady said she moved out 
of a home smaller than this one 
where the coal bill alone on a fur- 
nace system ran about $35 a 
month. 

Then Weaver told of a home 
now under construction which 
will have 12 large rooms, four 
halls, and a basement to be warm- 
ed with cable heat for which he 
has the contract. 

The power company estimates 
the heat will run $375 to $400 a 
winter. This is equivalent in cost 
to about 23 or 24 tons of stoker 
coal which would certainly not be 
enough to do the job on that kind 
of home. 


Cable heat popular 


When Weaver began installing 
heating jobs a few years ago, all 
of them were done with wall-type 
heaters. Since cable heating was 
introduced a little over three 
years ago, it has gradually in- 
creased in popularity until now he 
is installing three cable jobs to 
one of the other. 

Old houses, however, are still 
being equipped with the wall-type 
heaters. Installing cable heat in 
an old dwelling would require so 
much tearing out of plaster and 
other materials that the cost 
would be prohibitive. 

While most heating installations 
are now being made in new 
homes, he believes that old dwell- 
ings will become an increasingly 
better market when old furnace 
systems wear out and have to be 
replaced. 

When heating cable was first 
introduced in the Nashville area, 
it had hard sledding. It was new 


and revolutionary. One or two 
contractors got it started by in- 
stalling it in their own homes and 
proving their faith by their works. 

Now that the number of cable- 
equipped homes in this area is 
running into the thousands, there 
should be little trouble getting the 
system started anywhere in the 
South. 

The cable used is somewhat 
similar to soil-heating cable used 
for hotbeds. Weaver loops it back 
and forth over the ceiling with 
about 2 inches between loops until 
the whole ceiling is encompassed. 
It is stapled to the lath with insu- 
lated staples. 

This is plastered over and no 
part of the heating system is vis- 
ible except the thermostats. When 
current is turned on, the cable 
radiates the warmth over the 
room in a most comforting form of 
radiant heat. 


Breaks infrequent 


“One of the most formidable 
fears that I had to overcome in 
the early days,” explained Weav- 
er, “was that a break might occur 
in the several hundred feet of 
plastered-over cable in any given 
room. Then all the plaster would 
have to be torn off to locate it— 
so we thought. 

“But that problem is solved 
with a testing device by which the 
contractor can locate the exact 
spot of a break, dig a small hole in 
the plaster, splice the broken wire 
together, and plaster over again. 

“However, there is no need for 
a break to occur if the cable is 
applied right in the first place. I 
figure that with one or two ex- 
ceptions I have installed this sys- 
tem in more homes than any oth- 
er contractor. 

“T have had three breaks re- 
ported and these were on houses 
under construction where a car- 
penter not associated with the 
wiring was responsible. The 
breaks were easily repaired with 
the aid of the testing device men- 
tioned. 

“Generally speaking, cable- 
heated customers are delighted 
with this system.” 

When Weaver first started, he 
secured his prospects by checking 
Dodge reports. Now he gets all 
the jobs his seven men can han- 
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dle through general contractors 
who are pleased with his work. 

One of the contractors keeps 
two of his men busy full-time. In 
one subdivision the contractor re- 
cently gave them 27 new homes 
to equip with a concealed heating- 
cable system. 

While it is true that Nashville 
and the TVA area have a power 
rate somewhat lower than the na- 
tional average, Weaver believes 
that the Nashville experience, 
when used as a yardstick, will 
show that electric heat can be eco- 
nomically used in a lot of higher- 
rate sections over the South. 


Nashville experience helpful 


Contractors could easily check 
with a cross-section of Nashville 
users to see how many kilowatts 
are consumed in a given type of 
home and figure what the cost 
would be under their own local 
rate structures. 

The contractor doesn’t have to 
figure the fuel cost alone, says 
Weaver. In other words, if it takes 
$30 worth of coal per month to 
heat a home, the owner doesn’t 
have to use less than $30 worth 
of electricity in the same home 
to save money. 

The cost of using coal runs well 
beyond the coal-yard price. 


Coal-smudged wallpaper, drap- 
es, woodwork, and other parts of 
the house have to be recleaned 
continually. 


Clothes, curtains, and bed linen 
have to be laundered more fre- 
quently. 

The turnace—even where stok- 
er is used—demands much of 
one’s time and attention and the 
upkeep is expensive. 

All these disadvantages are 
powerful selling points any con- 
ractor can play up to break down 
sales resistance. Electric heat not 
only saves numerous cleaning 
bills and health adjustments, but 
all you have to do is flick a switch 
and the house is warm the rest of 
the winter. 

In Nashville the contractors 
have developed many ways by 
which a consumer can save money 
on electric heat. “For example, 
when we first began installing 
electric heat in Nashville,” ex- 
plained Weaver, “we put only one 

(Continued on page 64) 
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HOW TO PUT HUMOR IN YOUR ADVERTISING 


Clever cartoon program boosts home-rewiring volume 


for New Orleans electrical contractor 








. 
I Aes abs a Ms NRT ae wf 














Se narra pao teres noe 
1} K-- 
THE dag WE ONLY HAD ONE WALL 


a time of reckoning in the ssbaigion of all Saas 
ation Hiver-Inreesing, loads. brought on by noe. 
t and mi caheranirgg of circuits. We are wy 
money through expert eehnicians  s &. 
engineer, labor-saving devices on al) trucks—and tend 3 yur * 
consultation” costs you: nothing. 





4612 
Office , 1A MA 3400 NO JOB TOO SMALL <r Te ooo 





Humorous domestic situations are dramatized in the series of advertising 
cartoons used by Weisfeld & Son, New Orleans. Snappy, impelling copy 
within the ad demands reader action. 





by Robert A. Latimer 


@ EmpLoyINnG HUMoR as a selling 
tool—a system used all too infre- 
quently by the electrical trade—is 
steadily boosting volume in elec- 
trical home rewiring contracts for 
Weisfeld & Son, electrical con- 
tractors at 740 Camp St., in New 
Orleans, La. 

J. Weisfeld, head of the firm, 
has capitalized upon a lot of na- 
tural advantages in his current 
cartoon series. 

First, he points out, newspaper 
readers will invariably stop to 
look at a cartoon, whereas they 
will pay little attention to the us- 
ual white-space-and-copy ad. 

Second, by basing each cartoon 
on everyday situations in the 
home, which point up the need 
for more outlets, better wiring, 
etc., he reminds homeowners of 
needs which are almost sure to 
be prevalent in their own homes. 

Third, he has held copy down 
to a minimum, with just enough 
balanced advertising and sugges- 
tion that the average homeowner 
is stimulated to telephone in and 
ask for an estimator to call. 

Each of the ad series cartoons 
are two-column, 6-inch sizes, in- 
dividually drawn up by a local ad- 
vertising agency. Included at the 
bottom. of the ad is the familiar 
“Weisfeld & Son, Electrical Con- 
tractors,” signature cut, the slo- 
gan “No Job Too Small,” and tele- 
phone numbers. 


(Continued on page 60) 
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Tight control enclosures 
required for lint atmospheres 


@ Recorps compiled by fire in- 
surance people point up the in- 
adequacy of general-purpose en- 
closures (NEMA, Type I). for 
electric control equipment in the 
lint atmospheres of textile mills. 

Over 80 per cent of the amount 
paid to textile mills in 1948 by one 
company went toward settling 
claims originating with electrical 
failures, and a large percentage 


This enclosure for electrical con- 
trols incorporates features covered 
by a proposed specification pre- 
pared by an AIEE Subcommittee 
on Textiles. The principal feature 
of its design is its tightness which 
prevents lint dust from entering 
the enclosure as well as preventing 
sparks from getting out. 


INDUSTRIAL 


An industry committee recommends a new standard 


to minimize fire and accident hazard in textile mills 


Enclosure specifications for lint-atmosphere 


Proposed by AIEE Subcommittee on Textiles 


(1) The enclosure shall be de- 
signed to prevent the entry of 
lint and escape of sparks (mean- 
ing construction seams and mat- 
ing surfaces shall be tight). 

(2) The completely assembled, 
unmounted device shall have no 
unused openings (meaning there 
shall be no holes in the case, not 
even mounting holes, as built). 

(3) There shall be no conduit 
knockouts or conduit openings, 
but suggested conduit entry loca- 
tions are to be suitably marked 
(meaning all openings shall be 


of those failures occurred at con- 
trol enclosures. 

Investigation into the problem 
has shown that fine lint, almost 
dust-like, finds its way through 
the smallest apertures in enclo- 
sures containing contactors, 
switches, or relays. Magnetic 
starters, loom switches, and fusi- 
ble knife switches are examples. 

A loose-fitting cover, a missing 
conduit knockout, a poorly weld- 
ed corner seam, a bent spring on 
an overload reset button; all can 
be responsible for allowing lint 
to enter the box. Once inside, 
that lint lays across insulating 
barriers, providing a bridge over 
which phase-to-phase and phase- 
to-ground short circuit currents 
may flow. 
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cut at time of installation). 

(4) Where the overload reset 
button is a separate device, it is 
to be operable only by opening 
cover (for resetting). 

(5) The enclosure will have 
sufficient room on each side of 
the mechanism to accommodate 
wires of proper size for current 
rating of the device. 

(6) The cover latching device 
shall be positive and reliable 
(meaning it shall hold cover 
tightly closed and not be sub- 
ject to accidental opening). 


The trouble usually manifests 
itself after a shut-down period 
during which the contents of the 
case cool and moisture in the air 
condenses on the lint. Wet lint 
is an excellent conductor, and 
when the control is re-energized, 
the conditions for short circuit 
and fire are set up. 

The openings which originally 
permit entry of combustible dust 
also provide the route for fire to 
spread from inside the enclosure 
to the mill generally. 

Obviously then, what is needed 
for lint atmospheres is an enclos- 
ing case that satisfies the two fun- 
damental objectives: 

(1) It should prevent lint from 
entering; 

(Continued on page 60) 
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LIGHTING 


Utility company’s first floor is completely remodeled 


to demonstrate possibilities of high foot-candle levels 


Tampa Electric relights 


@ HicH intensities of illumina- 
tion can be sold more easily when 
actual examples are available to 
the lighting prospect. Tampa 
Electric Company, of Tampa, Fla., 
is one of several companies that 
have taken the lead in introducing 
foot-candle levels of 100 or more 
in their own display rooms. 

The relighted areas in the Tam- 
pa Electric building represent one 
of the outstanding lighting in- 
stallations in the state of Florida. 
Here the lighting prospect can see 
the advantages of high levels of 
intensity made available without 
glare or excessive brightness. 

Remodeling consisted of furring 
down the ceiling throughout the 
entire floor to a finished height of 
12 feet, 6 inches, using an acousti- 
cal ceiling material. Pittsburgh 
Slimline Troffers were recessed 
in the ceiling in squares and rec- 
tangles to conform to the bays of 
the building. 

Three-lamp troffers with Alba- 
Lite glass bottoms were used. The 
lamps were 4, 6, and 8 feet long, 
operated at 425 milliamperes. 

The new lighting replaces 750- 


(Top, before; bottom, after) Gen- 
eral view of a large area of the re- 
modeled first floor of the Tampa 
Electric Co., Tampa, Fla. Three 
lamps are turned on in each trof- 
fer, giving an average maintained 
foot-candle level of 127. 
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(Top, before; bottom, after) Gen- 

eral sales area of Tampa Electric. 

Note changes in window construc- 

tion, effected at same time as 

furring down of new ceiling and 

installation of Pittsburgh troffer 
lighting. 


watt indirect. fixtures, one per 
bay, which provided approximate- 
ly 18 foot-candles. The new in- 
stallation was designed for 33, 66, 
and 100 foot-candles, but exceed- 
ed this because of conservative 
figures used in the calculations. 
The present maintained levels 
are 127 foot-candles with three 
lamps burning per fixture; 75 
foot-candles with two lamps per 
fixture; and 50 foot-candles with 
one lamp per fixture turned on. 
During working hours two lamps 
per unit normally are used. 
Extensive changes were made 
in the air-conditioning system, 
whereby air conditioning outlets 
were recessed in the ceiling cen- 
ters of the lighting rectangles. 
The entire floor was painted 


throughout, using a color combi- 
nation recommended by one of 
the national paint manufacturers. 

Small transom windows above 
the regular windows were remov 
ed and metal venetian blinds were 
installed throughout. 

The present Tampa Electric 
Company office building was 
built in two sections: the original 
or north portion in 1913, and the 
addition or south portion in 1923. 
Ceiling heights were different in 
the two sections of the building, 
as were exposed beam arrange- 
ments. 

By furring down the ceiling to 
a height of 12 feet, 6 inches, a 
smooth ceiling surface was obtain- 
ed throughout the entire area. All 

(Continued on page 60) 


(Top, before; bottom, after) 
Changes in the air-conditioning 
system are particularly noticeable 
in this view of the remodeled first 
floor. Over-all foot-candle level in 
the “before” picture is 18; in the 
“after” picture, 127! 
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Power for production 


Unique demonstration shows how industrial power needs 


can be provided with modern electrical equipment 


@ PLANNED POWER distribution is 
taking its place as an important 
factor in the defense mobilization 
program. Enormous supplies of 
power are needed for increased 
production and this calls for prop- 
erly applied industrial electrical 
distribution equipment. 

To speed the educational pro- 
cess that must precede the appli- 
cation and installation of such 
equipment in the country’s indus- 
' trial centers, Westinghouse Elec- 
tric Corporation has developed a 
_ traveling industrial power exhibit 
' called “More Production Ahead.” 
' “When planning any type of 
_ power distribution system, careful 
) consideration must be given to all 
power requirements for best op- 
erating efficiency consistent with 
cost,” explains J. L. Wagoner, 
well-known industrial engineer, 
who uses the demonstration 
equipment to show what can be 
accomplished in a typical indus- 
trial plant. 

“To meet increased production 
requirements, it is important to 
take every advantage of existing 
plant equipment to make it per- 
form more flexibly, to make it last 
longer, and to apply skillfully 
what new equipment is available.” 

Using a_ three - dimensional 
model factory, Mr. Wagoner “lays 
out” a modern power distribution 
system before the eyes of the 
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audience. He uses models of 
standardized power distribution 
equipment for this. 

Playing the role of the model 
factory’s plant engineer, Mr. 
Wagoner analyzes power loads, as 
well as demand and diversity fac- 
tors. He finally decides that a 
2000-ampere service is ample to 
meet the plant’s present and anti- 
cipated power requirements. 


Choice of bus duct 


The system starts with a 2000- 
ampere circuit-breaker cubicle at 
the service entrance. This is pro- 
vided as an over-current protec- 
tive device and a disconnect for 
the plant’s power distribution sys- 
tem. 

Mr. Wagoner chooses a_bus- 
duct system for secondary power 
distribution for several reasons: 

(1) Its low initial cost; 

(2) Its ease of installation; 

(3) Its flexibility; and 

(4) Its salvageability. 

Low-impedance bus duct is 
used for the heavy main feeder; 
plug-in bus duct for short branch 
runs of light capacity over each 
load area. 

Low-impedance duct uses close- 
spaced interlaced conductors to 
reduce reactance and its resultant 
poor voltage regulation and pow- 
er losses. The conductors in plug- 
in bus duct are spaced far enough 


apart to accommodate power take- 
off receptacles at 1-foot intervals 
on opposite sides of the duct. 

Low-impedance bus duct rated 
at 2000 amperes is used between 
the main circuit breaker cubicle 
and a “T” junction in the center 
of the model plant’s production 
area. This arrangement makes 
it possible to use 1000-ampere 
low-impedance bus duct for feed- 
ers and thereby effect an appreci- 
able savings in cost. 

Circuit-breaker cubicles are in- 
stalled between the junction of 
each 1000-ampere feeder and the 
“T.” These serve as disconnects 
to sectionalize the system, as well 
as providing over-current protec- 
tion. 

From the 1000-ampere low-im- 
pedance bus-duct feeders, Mr. 
Wagoner installs short branch 
runs of plug-in bus duct over 
each load area. Plug-in openings 
along this duct permit power to 
be taken off where it is needed. 


Extreme flexibility cited 


“The big advantage of bus duct 
in such installations,” Mr. Wagon- 
er states, “is its extreme flexibility 
where circuit changes are to be 
made. New circuits can be easily 
added and old circuits quickly 
changed to new machine loca- 
tions.” He demonstrated how this 
is done. 
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This model plant is serviced by 
a system that distributes power ai 
460 volts, three phase. This is 
highly desirable for motors and 
it permits the use of smaller, less 
expensive conductors and control- 
lers. 


However, Mr. Wagoner adds, 
460 volts is not desirable for light- 
ing loads, water coolers, fans, sol- 
dering irons, and glue pots—all 
normally controlled from the 
lighting panelboards. 

Mr. Wagoner then connects a 
power-take-off unit to the bus 
duct distribution system, and in 
turn, connects to it a dry-type 
transformer and a lighting panel- 
board. 

This provides a 120/208-volt, 
three-phase, four-wire, solid-neu- 
tral system that provides extreme 
flexibility for the distribution of 
power to lighting and other low- 
voltage equipment normally con- 
trolled from the lighting panel- 
board. One hundred twenty volts 
is ideally suited for lighting; while 
208 volts is used by many portable 
tools. 

Mr. Wagoner discusses the im- 
portance of balanced loads on 
lighting panelboard circuits, and 
demonstrates how seriously un- 
balanced load conditions result in 
wasted power, increased mainten- 
ance, and interrupted production. 

The exhibit also includes a mo- 
tion picture showing the opera- 
tion of the De-ion principle of arc 
quenching, including a sequence 
that shows the extinction of an 
are in 1/120 second. Mr: Wagon- 
er points out how electrical arcs, 
unless quickly interrupted, can 
cause burned and pitted contacts, 
that eventually result in costly re- 
placements and production shut- 
downs. 

This De-ion principle, he adds, 
eliminates this destructive feature 
and is used in the thermal-mag- 
netic circuit breakers in panel- 
boards, switchboards, ABI break- 
ers, bus-duct plug-ins, and many 
other types of circuit protective 
devices. 


Protection against overloads 


Mr. Wagoner reviews the four 
essential devices necessary for the 
protection and operation of mo- 
tor branch circuits. These in- 
clude: 


(1) Over-current protection, to 
protect the motor and its control- 
ler against dangerous overloads 
and short-circuit conditions; 

(2) The disconnect; 

(3) The motor starter; and 

(4) The motor running and 
over-current protection to protect 
against running overloads. 

Mr. Wagoner shows how these 
devices are combined in various 
types of enclosures for safety, 
utility, and convenience. The 
familiar safety switch, he adds, 
combines the disconnect and cir- 
cuit protective device in a single 
unit. 

A later improved device is the 
ABI circuit breaker. The motor- 
starting device and motor-running 
over-current protection are com- 
bined in the typical linestarter. 
Any of the combinations, if prop- 
erly applied, will provide ade- 
quate protection to a 
branch circuit. 

The combination linestarter is a 
unit that includes all four of these 
devices in a single enclosure. Mr. 
Wagoner points out that it costs 
less money to install, and that it 
provides greater safety. He ex- 
hibits the two available types of 
combination line-starters. 


motor 


The traveling exhibit, “More 
Production Ahead,” will be pre- 
sented in numerous cities. The 
Southeastern schedule will in- 
clude the following showings: 
Greensboro, N. C. ... Oct. 8 
Columbia, S$. C - 10 
Savannah, Ga. . 12 
Jacksonville, Fle. .... . iS 
Miami, Fla. . 18 
Tampa, Fla. . 22 
Mobile, Ala. t. 25 
Columbus, Ga. . 29 
Birmingham, Ala. .... , on 
Chattanooga, Tenn. .. Nov. 2 
Nashville, Tenn. ew 


A demonstration duplicates the 
operation of a motor on various 
degrees of overload and on short 
circuit, and shows how the cir- 
cuit-breaker combination _line- 
starter protects the motor against 
single phasing. 


Capacitors for better power factor 


The concluding portion of the 
“More Production Ahead” exhibit 
discusses capacitors for better 
power factor. Mr. Wagoner dem- 
onstrates the effect of adding 
capacitors to a plant’s system. 

(Continued on page 60) 


An exhibit called “More Production Ahead” is currently on tour of indus- 
trial centers as part of a planned power distribution program. J. L. 
Wagoner is exhibit lecturer. 
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PROTECTION 


Lightning damage to electrical water heaters and water pump 


motors can be reduced through better grounding practices 


Proper grounds 


can save appliances 


&y Joseph Whitner 
_ Engineer, 


South-Eastern Underwriters Assn. 
Atlanta, Ga. 


@ As THE RESULT of a large num- 
ber of lightning losses reported to 
us, pertaining largely to water 
heaters and water-pump motors, 
we have endeavored to arrive at 
a practical suggestion to offer to- 
ward minimizing these occurren- 
ces. 

We have contacted a large num- 
ber of power companies, Under- 
writers’ Laboratories, Edison 
Electric Institute, NEMA, other 
inspection departments, the office 
of REA, and other authorities in 
obtaining ideas as to the solution 
of the problem. 

The consensus is that the an- 
swer, with possibly some ex- 
ceptions where intense lightning 
surges are encountered, is largely 
a matter of proper grounding with 
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Fig. 1. 


In this connection, a driven ground grounds the neutral and 


there is no interconnection with the water pipe system. 
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proper bonding. A discussion of 
the principles involved might as- 
sist in obtaining a clearer picture 
of what takes place and what is 
necessary to obtain’ effective 
grounding and bonding. 

The main principle that should 
be kept in mind in considering 
this problem is that the lightning 
surge has a very steep wave front 
and can be of very high voltage 
and amperage, although of very 
short duration. 

This will result in a high mo- 
mentary IR drop at the instant of 
discharge. Therefore a path that 
might be of low resistance might 
not be able to drain off this surge 
without momentarily building up 
a high potential difference be- 
tween the conductors and earth. 

For example, a system ground 
or system neutral could be of low 
resistance but at the instance of 
the lightning discharge there 
could still be a high IR drop and 
the results would indicate a high 
impedance path to ground. 

Figure 1 shows a system sup- 
plying a water heater where a 
driven electrode is used to ground 
the neutral and the equipment, 
with the usual ground at the 
transformer. 

The underground water system, 
including water heaters, is na- 
turally grounded and therefore is 
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Fig. 2. The connections here are similar to those of Fig. 1 except that 
the driven electrode is bonded to the water pipes and water heater as 
required by Code section 2581. 


normally at ground potential but 
is not used for grounding the elec- 
trical system as required in sec- 
tion 2581 of the NEC. 

At the instant of a lightning 
surge entering over this service, 
the driven electrode, which is us- 
ually relatively high resistance, 
does not have the capacity to 
drain off the surge sufficiently 
quick to prevent the high IR drop 
or a momentary sharp rise in po- 
tential on the system. 

This creates a similar momen- 
tary very high difference in po- 
tential between the conductors of 
the water-heater circuit and the 
earth potential water system, re- 
sulting in a spill over or break- 
down at the heating unit. 


Bonding to water system 


Figure 2 is the same as Figure 
1 except that the driven electrode 
(and the neutral) is bonded to 
the water pipe (complying with 
Code section 2581). In event of 
lightning surge as_ described 
above, the potential of the water 
system is also momentarily raised 
along with the system, thus avoid- 
ing the difference of potential oc- 
curring as in the first case. 

Normally this water system 
provides a lower resistance to 
ground and the momentary rise in 
potential of the whole system 
would not be as great as in the 
first case. The Code would not 
require the driven electrode in 
addition to the water system 
ground; however, it helps in pro- 
ducing lower over-all grounding 
facilities and where provided 
should not be discarded. 

We are confident that this sim- 
ple act of following the Code will 


greatly help reduce this lightning 
damage. It is not “sure-fire” in 
all instances and other steps can 
be taken that will further mini- 
mize these occurrences although 
some surges are of such magni- 
tude that any grounding facilities 
practical for such individual sys- 
tems could not possibly cope with 
the surges. 

In explanation of the “other 
steps” that can be taken, consider 
the ungrounded wire or wires of 
the secondary circuit to the prop- 
erty, any surge entering over 
these conductors is seeking 
ground. 

The paths are either through 
the secondary coil in the trans- 
former, or through any load such 
as the water-heater element or 
both, or through a spill over be- 
tween conductors in equipment 
or breakdown of the insulation. 

It is evident that these paths to 
earth offer appreciable impedance 
which would result in the momen- 
tary high potential on this un- 
grounded conductor even though 


the water system is used for 
grounding. But again this poten- 
tial should not be as high as where 
the water system is not connected. 

The situation could be further 
improved by inserting lightning 
protection between these un- 
grounded wires and the water 
system or grounded neutral to 
provide a point of “spill over” 
thus reducing this difference of 
potential. See Figure 3. 

There is the undesirable feature 
of some degree of maintenance 
where the lightning arresters are 
provided. Some periodic check 
should be made. While these 
lightning arresters should further 
help to reduce failures, they are 
not considered as important as 
the bond between the neutral and 
the water system. 


Improving driven grounds 


Another “step” taken by some 
of the utilities is salting their 
grounds in special areas where 
ground resistance is high due to 
unusual soil conditions or under- 
lying strata of rock. The cost, 
however, of following this gen- 
erally would be prohibitive. 

Some instances have been re- 
ported where the water system 
was used for grounding but due 
to the intensity of the surges, 
sparks or discharges were emit- 
ted from the faucets. 

This would indicate the water 
system has too high resistance or 
has insufficient area in contact 
with earth to dissipate the surge. 
It is felt that effort should be 
made to improve the ground of 
this water system rather than dis- 

(Continued on page 58) 
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Fig. 3. The neutral wire in this case is bonded to the water-pipe system, but 
in addition lightning protection has been installed between the ungrounded 
wires and the neutral to provide a point of “spill over” and thus reduce 
the potential that may build up between lines as a result of a lightning surge. 
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CODE DISCUSSION 


NECC issues 


new interpretations 


Interpretation No. 361 
é Issued August 22, 1950 
S 


. Table 29, Chapter 10—Electric 
‘range circuit overcurrent protec- 
‘tion. 

: Statement: According to Table 
29, Column A, of the 1947-49 edi- 
‘tion of the National Electrical 
‘Code, No. 8 conductors are cor- 
‘rectly employed to supply a sin- 
‘gle range. 

' Question: What is the appro- 
Ipriate current rating for a nonad- 
‘justable trip circuit-breaker in- 
_—- as required overcurrent 
pProtection? 

_ Answer: 40 amperes. 


Interpretation No. 362 
Issued September 8, 1950 


. Section 7003—Emergency light- 
fing. 

Statement: The building code 
of a city where a hospital project 
is in course of construction in- 
cludes a specification, under the 
caption Illumination and Electri- 
cal Work, “all operating rooms 
and operating accessory rooms, 
where surgical operations or de- 
liveries are performed, shall be 
provided with an automatic 
emergency lighting system fed by 
batteries or by a second source 
of electrical current and indepen- 
dent of the regular system.” 

Other requirements of the 
building code applicable to the 
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A committee on interpretations is maintained by the Na- 


tional Electrical Code Committee to provide a means of obtain- 
ing official interpretations to difficult Code problems that do 


not appear to be answered directly by the Code itself. Fol- 


lowing are a group of such interpretations issued recently. 


hospital project specify that 
means of egress to be provided 
shall have illuminated exit signs 
visible from the exit approach, 
indicating the means of egress, 
for all stairways and passageways 
of all buildings. 

Question: Is it the intent that 
section 7003, of Article 700, shall 
be construed as requiring obser- 
vance of other provisions of Ar- 
ticle 700 despite the limitation to 
the application of the article 
stated in 7001 and indicated by 
the phrase, “only when” in view 
of the limited reference to emer- 
gency lighting (for operating and 
delivery rooms) and to exit signs 
for means of egress referred to 
in the foregoing statement? 

Answer: No. 


Interpretation No. 364 
Issued August 22, 1950 

Section 2453 — Classification, 
type “S” plug fuses. 

Question: Was it the intent of 
the Electrical Committee, when 
recognizing the Type S plug fuse 
and fuseholder, as in the present 
texts of paragraphs a and b of 
section 2453, also to recognize as 


standard a subdivision of the 16- 
30 ampere classification so that, 
for example, fuses and fusehold- 
ers including adapters rated 21- 
30 amperes could not be used in 
the place of those rated 16-20 am- 
peres? 
Answer: No. 


Interpretation No. 365 
Issued November 17, 1950 


Section 2121-c-2, 2121-c-3, 2403- 
d — Fixture wires. 

Statement: It is a common prac- 
tice to ship lighting fixtures, in- 
cluding electric discharge types, 
unwired, or otherwise requiring 
assembly of components on the 
job. Stems for suspended fix- 
tures frequently are of appro- 
priate sizes and lengths of rigid 
conduit supplied by the contrac- 
tor installing the fixture. Leads 
from ballasts of electric discharge 
type fixtures are fed through 
such stems for connection to 
branch circuit conductors. 

Question: Referring to N. E. 
Code, the provisions of section 
2121-c-2, section 2121-c-3, and 
section 2403-d, was the intent to 
require that these ballast leads 
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be at least No. 14 gauge when 
the fixtures are supplied from a 
branch circuit of No. 12 wire with 
overcurrent protection of 20 
amperes? 

Answer: No, the leads are to be 
considered as part of the fixture 
assembly and not as “taps.” 


Interpretation No. 366 
Issued November 6, 1950 


Section 6112-e — Contact con- 
ductors, cranes and hoist. 

Question: What was the intent 
of the change in the text of the 
column heading of the Table of 
paragraph c, section 6112 of the 
1947 edition of the National Elec- 
trical Code reading, “Distance 
Between End Strain Insulators” 
from previous editions of the 
Code, their column heading read- 
ing, “Distance Between Rigid 
Supports”? 

Answer: The intention was to 
ysecure editorial improvement 
with no change in substance. 


Interpretation No. 367 
Issued December 26, 1950 


| Sections 3007-3717-3719-93701— 
Switch and receptacle boxes — 
vuse. 

' Question 1: Is it intended that 
‘Sections 3007, 3719, and 93701 be 
junderstood as recognizing so-call- 
‘ed flush switch and receptacle 
tboxes when used at outlets for 
‘sidewall fixtures in kitchens, 
‘bathrooms, etc? 

' Answer: Yes, when properly 
supported within the wall or par- 
‘tition in which it is mounted and 
‘when suitable means for support- 
‘ing the fixture within the boxes 
sare provided. 

Question 2: May section 3717 
be interpreted as _ permitting 
splices to be made in the wiring 
used in a flush switch or recep- 
tacle box? 

Answer: Yes, in accordance 
with the limitations as to num- 
ber of conductors within the box. 


Interpretation No. 368 
Issued April 2, 1951 
Section 5015-a — Location of 
seal fittings. 
Question: 


Where it passes 
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through a wall or partition which 
separates a hazardous from a 
non-hazardous area, is it the in- 
tent of subparagraph 3 of section 
5015-a of the National Electrical 
Code to specify on which side of 
the partition the seal shall be lo- 
cated? 

Answer: No, the desired safe- 
guarding will be secured whether 
the seal is installed in the hazard- 
ous area or on the opposite wall 
or partition. 


Interpretation No. 369 
Issued April 18, 1951 


Section 5015 — Seal fitting. 

Statement: A lighting circuit 
switch in a concealed conduit be- 
low the 5-foot level from the floor 
of a hospital operating room, is 
installed in a Type EFS condulet 
fitting. Located above it in the 
conduit run is an external seal- 
ing fitting, such as Type EYS 
condulet. 

Question 1: Does section 5015, 
paragraphs a subparagraph 1, 
and paragraph c, require the use 
of the second and sealing condulet 
(Type EYS) not withstanding its 
position must make it concealed 
within the building structure. 

Answer: Yes. 

Question 2: Will a seal in the 
conduit entering this switch box, 
employing a non-hardening com- 
pound inserted into the conduit 
raceway from the switch com- 
partment, serve as an acceptable 
substitute for the sealing condu- 
let and compound specified in 
section 5015 paragraph c? 

Answer: No. 


Interpretation No. 373 


Issued June 5, 1951 


Sections 2101, 2116, 2123, 2451, 
3527, 3650, 3651, 3652, 4222, 4322- 
c, 4341, 92401—Feeders-busways. 

Question 1: Is it the intent of 
Article 364 of the National Elec- 
trical Code to permit Trol-E-Duct 
feeders or sub-feeders fused to 
maximum capacity and equipped 
with fuseless 20-ampere recep- 
tacles? Length of Trol-E Duct 
unlimited. Number of receptacles 
unrestricted. 

Answer: No, appliances, cords, 
and fixtures may be connected 


only to branch circuits. See sec- 
tions 4222, 2101, and 4341. The 
busway described is obviously a 
feeder rather than a branch cir- 
cuit. 


Question 2: Is it the intent of 
Article 364 of the National Elec- 
trical Code to permit Trol-E- 
Duct feeders or sub-feeders fused 
to maximum capacity, equipped 
with fuseless 20-ampere recep- 
tacles to which lighting fixtures 
and appliances are connected 
thereto by means of fusible “E]l- 
menco” attachment plug caps. 
Length of Trol-E-Duct run un- 
limited and no restrictions as to 
number of receptacles. 


Answer: No. Fuseless recepta- 
cles may be connected only to 
branch circuits, never to feeders. 
See section 2123 and 4322 (c). 
Furthermore, the overcurrent 
portion of the plug-in connection 
required by section 3650 must 
contain standard branch circuit 
overcurrent protection. 

The type 3AG glass tube fuses 
used with the “Elmenco’””’ attach- 
ment plug caps are approved only 
for special applications, never for 
branch circuit protection. See 
section 2451 and 92401. 


A plug-in busway (when used 
as a feeder) should be viewed as 
a stretched-out or elongated pan- 
elboard or distributor center and 
as requiring the same standard 
for branch circuit protective de- 
vices as would be required at any 
distribution center. 


Question 3: Is it the intent of 
the National Electrical Code that 
lighting and appliance devices be 
connected to branch circuits as 
outlined in paragraphs 3651 and 
3652 of Article 364 of the Nation- 
al Electrical Code whether each 
device is fused or not with ap- 
proved attachment plug caps. 


Answer: Yes. Busways used as 
branch circuits are comparable to 
and should be regulated the same 
as multi-outlet assemblies. (See 
Article 100 and sections 2116 and 
3527.) The length of such branch 
circuit busways are generally 
limited to not more than three 
times the ampere-rating of the 
branch circuit. This is a rough 
approximation of the 1142-ampere 
loading assumed for each 5 feet 
of multi-outlet assemblies. 
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See why BENJAMIN ‘“‘Life-Time”’ 
PORCELAIN ENAMEL REFLECTORS 
are TOP-RATED for industrial lighting 





MATCH TEST 


TOP-RATED FOR HEAT-RESISTANCE! 





make these 


This test demonstrates Porcelain Enamel’s 
high resistance to heat. It is a mineral (non- 
organic) substance actually fused to steel at 
1550° F. Test also gives you an idea of how 
Porcelain Enamel resists severe weather condi- 
tions, such as climatic changes, humidity or 
other adverse atmospheric conditions. 





TOP-RATED FOR CLEANABILITY! 





three 


Stain test shows how the original efficiency of 
Porcelain Enamel is easily restored by soap- 
and-water cleaning. Ic demonstrates the un- 
usual characteristic of this glass-hard surface 
to resist the stain, deterioration and corrosion 
often caused by contact with chemicals found 
in many industries. 





simple tests 


TOP-RATED FOR DURABILITY! 





Now exa 
there's not a 


flint-hard, gla 


In addition to the exceptional 
stamina of Porcelain Enameled 
Steel Reflectors, which you can 
demonstrate by the “hhome-made”’ 
tests above, there are other reasons 
for their Top-Rating in industrial 
lighting. 

They are Top-Rated, because the 
combine high reflectivity with hig 
diffusion to help insure the right 
quality of light bor general illumi- 
nation. Further, they promote seeing 





This test shows how Porcelain Enamel resists 
wear and scratching, and retains its original 
luster even after severe abrasive service. It is an 
example of how this glass-hard surface, com- 
bined with the strength of steel, gives Porce- 
lain Enamel reflectors the durability needed 
for industrial lighting equipment. 


comfort and provide more light with 
minimum glare. 


FREE! LATEST BENJAMIN BULLETIN ON 
DEFENSE PLANT LIGHTING. Shows 
how specification of Benjamin 
“Life-Time™ Porcelain Enamel 
Lighting Units helps you attain 
Better Planned Lighting for Defense 
Production. Ask tor Bulletin “AD 
5573." Benjamin Electric Mfg. 
Co., Dept. Z-1, Des Plaines, Il 


BENJAMIN 


Lighting Eqgucpmecntl 


Sold Exclusively through Electrical Distributors 


e.tesu 








EQUIPMENT 


a 


New 


vaporization-cooled 


transformers 


@ A VAPOR-COOLED, vapor-insulat- 
ed transformer that is expected 
to be % to 1/3 lighter than liquid- 
immersed units of equivalent rat- 
ing and performance is being 
developed by the Westinghouse 
_ Electric Corporation. 

The new cooling technique—a 
technique that utilizes the heat 
of vaporization of liquid fluoro- 
| carbons for cooling, and the di- 
electric strength of fluorocarbon 
vapor for insulating—is a joint 
development of the transformer 
division and the research labora- 
tories. 

The idea to use high-molecular- 
weight fluorocarbons — a new 
family of synthetic compounds— 
to cool a transformer by spraying 
the liquid on the core and coils 
originated with Dr. C. F. Hill, 
manager of the insulation depart- 
ment at the research laboratories. 

Fluorocarbons showed great 
promise for vaporization cooling 
for two reasons: 

(1) They have a suitable boil- 
ing point and heat of vaporiza- 
tion; and 

(2) They have a high dielectric 


strength and impulse strength at ' 


low pressures. In fact, the 60- 
cycle dielectric strength of fluoro- 
carbons in a reasonably uniform 
field at atmospheric pressure is 
greater than that of transformer 
oil. 

Two vaporization-cooled trans- 
formers have been constructed 
and operated under the guidance 
of Dr. Paul Narbut of the trans- 
former division. 

The first experimental unit was 
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modified standard dry-type 
transformer. Equipped with ade- 
quate cooler capacity, the unit de- 
livered in excess of 350 per cent of 


its rated capacity, dissipating ten 
times more heat than a dry-type 
transformer could have. 

Although at this loading the 
losses and impedance are much 
too high for practical operation, 
the test results do illustrate the 
possibilities of vaporization cool- 
ing. 

The second experimental unit, 
a specially constructed 500-kva, 
2400/240-volt transformer, has 
been operating at rated load since 
the first of the year. 

A vaporization-cooled network 
transformer is being designed for 
installation on the system of the 
Consolidated Edison Company of 
New York. From the operation 
of this unit will come valuable 
service experience and the an- 
swers to many of the problems 
that are still not solved. 

(Continued on page 58) 



















































































How vaporization cooling works 


A sMALL pump (A) forces li- 
quid fluorocarbon from sump to 
nozzle (B) where the liquid is 
sprayed uniformly over the core 
and coils. 

The liquid evaporates (C), tak- 
ing its latent heat of vaporiza- 
tion from the coils. 

The fluorocarbon vapor fills the 
space in the tank (D), insulating 
the transformer parts. 

The vapor is forced upward 
through the cooling tubes, and as 





it condenses the condensate flows 
by gravity back to the sump. 

Condensation is accompanied 
by only a small change in the 
temperature of the fluorocarbon, 
which remains near the boiling 
point throughout the system. 

The temperature of the cooling 
surfaces is only a few degrees 
C. lower than that of the coils, 
the differential being much less 
than in conventional liquid-im- 
mersed units. 
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“MOLD-CURED”" HAZA CORDS | 


FOR LONGER LIFE... 
LOWER CORD COSTS FOR YOU 





You've probably found it true, too, that the ser- 
vice life of portable cords and cables — the true 
measure of cable economy — depends primarily 
on the toughness, lasting qualities and flexibil- 
ity of the sheath. Today’s Hazacords are the 
result of many years of Hazard and Okonite 
experience in developing portable cables and 
cords for unusually severe service, such as en- 
countered in mining operations. 

Every Hazacord is protected with the spe- 
cially developed Hazaprene ZBF Sheath. It’s 
cured under pressure in a continuous metal 
mold which assures optimum vulcanization, 
maximum density, lasting toughness, a smooth, 
wear-resisting surface —and at the same time, 
ample flexibility is maintained. The Hazaprene 
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ZBF Sheath is a time-proved neoprene com- 
pound with maximum resistance to oils, acids, 
chemicals, moisture and weather. In addition, 
it is highly flame-resistant— more than meets 
the flame test requirements of the Federal 
Bureau of Mines and the Pennsylvania Depart- 
ment of Mines. All Hazacords are insulated 
with tough, heat-resisting, long-aging rubber 
compound for full electrical protection. 

It will pay you today to get in touch with 
your Hazard representative for all the facts 
about Hazacords. He can help you start bene- 
fiting from a new high standard of per- 
formance with your portable cords and cables. 
Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 








Public relations and safety angles were not 


neglected in this company’s changeover program 


DISTRIBUTION 


Why voltage changeover 


demands careful planning 


by Phil O’Connell 


Potomac Edison Company 
Hagerstown, Md. 


@ AFTER montTHS of planning, 
Potomac Edison crews have com- 
pleted the changeover of the 
Frederick, Md., electric distribu- 
| tion system from approximately 
2,400 volts to approximately 4,000 
volts. 

Tripling the capacity of the old 
system, the new installation will 
provide for the anticipated in- 
crease in power demand from this 
growing area. 

Behind the story of the Fred- 
erick distribution revamping is 
another story. This concerns re- 
markable co-operation between 
company divisions and concerted 
advance planning. 

Foremost in PE’s planning were 
the objectives of speed, minimum 
customer inconvenience, and 
safety to company crews. 

With these in mind. work got 
underway. 

The city of 18,000 population 
was mapped out in detail, then 
divided into three sections. Each 
section was to have an outage one 
Sunday while work was being 
done. The project was completed 
after three successive Sundays. 

- Each job that had to be done on 
poles, lines, transformers, etc., 
was written on a slip of paper 
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and further listed on a master 
sheet. 


On the first day of the program, 
two-man crews were assigned to a 
section of the city and given the 
slips of paper on which were writ- 
ten the jobs to be done. 

As each crew finished each as- 
signed job, a supervisor checked 
the work so that no slip-ups could 
occur. 

When one section had been 
completed, both the crews and 
the checkers reported to the com- 
pany’s local operating manager, 
who was in charge of the program. 
Thus, no line would be energized 
until all crews were finished 
work. 

On the six substation circuits 
concerned, crews were also hard 
at work. Here, 83 switching op- 
erations were necessary while the 
job was underway. These were 
made by PE substation operators. 

The Frederick Memorial Hos- 
pital, the Francis Scott Key Hotel, 
WFMD radio station, and a local 
chick hatchery would have been 
severely handicapped by being 
without power. The portable shop 
generator therefore was relocated 
to each of these places to coincide 


with the feeder interruption so 
that there would be no inconveni- 
ence to these customers. 

Prior to each work period, cus- 
tomers in Frederick were notified 
of the coming outage. Post cards, 
colored maps, newspaper adver- 
tisements, stories, and radio an- 
nouncements were used to make 
sure each customer knew of the 
interruption. 

Work was scheduled so as not 
to interfere with church services, 
and, as far as possible, to avoid 
Sunday dinner hour when many 
electrical appliances would be in 
use. 

In spite of the fact that over 30 
pieces of automotive equipment 
were used, over 2,000 transform- 
ers were taken out of service and 
reconnected. More than 40 men 
(plus substation crews) were on 
the job, and no accidents occurred 
and no operating errors were 
made. 

To speed up operations, crews 
from several other company dis- 
tricts were brought in for the re- 
vamping project. 

When the job had been com- 
pleted, many favorable comments 
were received from customers in 
Frederick. Especially helpful in 
the public relations part of the 
project were the colored maps 
sent by mail to each customer. 

(Continued on page 58) 
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ALL-STEEL EQUIPMENT Inc.—200 Kensington Ave., Aurora, Illinois 
“A BOX FOR EVERY NEED” 
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@ A SPECIAL PROGRAM has been 


nternational Association of Elec- 
rical Inspectors, with the dual 
urpose of helping electrical in- 
pectors gain a better understand- 

g of the 1951 Edition of the Na- 
ional Electrical Code, and pro- 

iding an opportunity to discuss 

roposed Code changes for incor- 
ration in the 1953 edition of the 
ode. 

The meeting will be held in 

ichmond, Va., October 15-17, 

ith headquarters at Hotel John 

arshall. Entertainment features 
will include the annual banquet 
lon Tuesday evening, October 16; 

pecial entertainment for the la- 

ies; and a trip to Colonial Wil- 
liamsburg. 

According to the tentative pro- 
gram, the Monday morning ses- 
sion, October 15, will include ad- 
dresses by the Southern Section 
president, Woodrow W. Fowler; 
the International president, Ar- 
thur C. Veit; “The IAEI, Its Ob- 
jectives and Memberships,” by 
Charles L. Smith, secretary-treas- 
urer of IAEI; and reports from 
Secretary A. M. Miller, Executive 
Committee Chairman C. V. Por- 
bes, and Membership Committee 
Chairman F. P. Oliver. 
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Historic Richmond has been select- 
ed as the meeting place for the 
23rd annual meeting of the South- 
ern Section, IAEI. At left is the 
little white church where Patrick 


Henry delivered his 


immortal 


“liberty or death” oration—one of 
the many points of interest. 


Code revision 


sparks interest 


in TAEI meeting 


~ The Monday afternoon session 
will include reports of general 
committees and Code panel com- 
mittees, in addition to the follow- 
ing addresses: “The National Fire 
Protection Association,” by Percy 
Bugbee, general manager of 
NFPA; and “The Electrical In- 
spector Looks at Gas Appliance 
Standards,” by F. E. Hodgson, 
chief methods engineer, A.G.A. 
Laboratories, Cleveland. 

Tuesday sessions will begin 
with a Code Breakfast at 7:30 
a.m., with B. Z. Segall as chair- 
man. Special appliance branch 
circuits will be the topic for dis- 
cussion. The regular Tuesday 
morning session will include talks 
by V. G. Mulligan, of Ideal In- 
dustries, Inc., on “History of Pig- 
tail Splices,” and G. M. Kintz, U. 
S. Bureau of Mines, on “Hazard- 
ous Locations.” The remainder 
of the morning session will be de- 
voted to discussion of Code prob- 
lems. A Code Panel, headed by 
B. Z. Segall, will be on hand to 
answer questions. 

Code discussion will be conti- 
nued during the Wednesday 
morning session. The Wednesday 
afternoon session will conclude 
the meeting, with committee re- 
ports and election of officers. Di- 
rectly afterward there will be 


meetings of the Executive Com- 
mittee and the Executive Coun- 
cil. 

A special feature of the South- 
ern Section meeting will be the 
Electrical Industry Exhibit in the 
headquarters hotel. This will be 
sponsored by the Electrical Manu- 
facturers’ Representatives of Vir- 
ginia Association, in co-operation 
with the Southern Section, IAEI. 

EMROVA, as the representa- 
tives association is called, 
aggressive group of industrial 
electrical sales representatives 
covering Virginia and adjacent 
territory. Although only a year 
old, having become incorporated 
in September, 1950, this group is 
actively promoting good will and 
a better understanding among all 
members of the electrical indus- 
try. 

The electrical show will provide 
interesting and informative ex- 
hibits of the latest developments, 
and will feature products of the 
leading electrical manufacturers. 
W. E. Epperson is chairman of the 
Show Committee and is being as- 
sisted by W. R. Luebke, publicity 
director, and other members of 
the association. The show is to 
be an annual feature of the Vir- 
ginia_ electrical manufacturers’ 
representatives. 


is an 
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be a. Lomnp 


the GUTH 4-ft. SLIMLIN 


L 
a year we started out with 
' 
sie 4- and 8-ft. slimline — 
nd 4-ft. has won by a land 


miines! They're ™ 
ore than 
slid 
e! Sales have zoomed 


e and easier to st 
es and | hove far less 
rth 
an anyone had ex- 


pr 
the long 8-ft. 
breakage 


fixtures - 
pected. Lighting men every 


loss from 
esalet 


Lighting Whol 
where 
have fallen in love 


Pitts wits . 
burg with GUTH 4 ft Slimline 


Here’ 
ere’s what some say: 


pecifyi ng GUTH 4-ft. 


“| feel safer about © 
more complaints from ™yY 


Slimlines. No 
unwieldy 8-ft. 


° of the long, 


manpower to in- 


clients becaus' 
lengths. Takes 50% less 
stall and maintoin.” 
Lighting En 
sburg. Fla. 


gineer 


st. Peter 


“my clients are still praising me for vo" 

gesting convenient, 

lines. Giv 

functional advantage of Slimline lighting 

without the clumsy 8-ft. length.” 
Architect 


Los Angeles, ca. 


. Slimli iw av Vv - fi 
4-Ft ine no i m: xtur: 
a _— in e ery 2- and 4-le p ure 
in ws entire ets line! See your GUTH resident engineer 
or write for Bulletin 8714 giving full 
details. 


IGHTING 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 





Electrical items covered 
by new ceiling prices 


@ To THE ExTENT that electrical 
contractors are “resellers” of cer- 
tain electrical items classified un- 
der Office of Price Stabilization 
orders as “machinery,” they will 
now be affected by OPS Ceiling 
Price Regulation 67. 

The effect of this order is to 
permit such resellers to use their 
traditional percentage markups 
over cost. It thus provides for 
automatic adjustment of ceiling 
prices of resellers to reflect cost 
changes in the items sold. 

A wide range of items are in- 
‘cluded in the list covered by this 
OPS order, but those of principal 
interest to electrical contractors 
are: air conditioning equipment 
25 tons capacity and larger, anten- 
nas, electrical cable, conduit and 
fittings, electronic devices, fans 
and blowers, most farm electri- 
ical equipment, fuses, motors and 
generators, electrical heating 
‘units and devices, lighting equip- 
“ment and fixtures other than port- 
MeN electrical instruments of all 
kinds, transmission line materials, 
‘power 





transmission equipment, 
‘pumps, refrigeration equipment 
25 h.p. and over, searchlights, 
switches and switchgear, switch- 
boxes, transformers, welding 
equipment, electrical wire, wire 
accessories, and wiring devices. 

Under CPR 67, for a commo- 
dity with a manufacturer’s pub- 
lished list price, the reseller de- 
ducts the discount, if any, or adds 
the percentage markup he ap- 
plied during the last pre-Korean 
calendar quarter, April 1 to June 
24, 1950. The result is his new 
ceiling price. 

If he did not use a list price, a 
reseller determines his new ceil- 
ing by adding the percentage 
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markup used in the same quarter 
to his current legal cost. 

When a reseller cannot use eith- 
er method, he applies to OPS for 
a ceiling price. 

The new order explains in de- 
tail what is to be taken into con- 
sideration in determining the 
-“cost” of the item to the reseller. 
!'The order also outlines the re- 
cords that must be prepared and 
preserved. It also includes a list 
-of specific practices that are pro- 
hibited by the order. Appendix 
A includes a complete list of the 
items covered by the order. 


NECA 50th anniversary 
convention program 


@ AN ExuHiBIT of electrical pro- 
gress covering the last half cen- 
tury of electrical development in 
America will be a feature of the 
Golden Anniversary Convention 


Texas contractor 


wins ALCOA bid 


AccorpInGc TO Ray Hayes, man- 
ager of the Texas Gulf Coast 
chapter of the National Electrical 
Contractors’ Association, the A 
& H Electrical Co, Inec., 3409 
Agnes, Corpus Christi, has re- 
ceived the largest contract ever 
obtained by a Corpus electrical 
concern. 

The firm is to handle all ele:- 
trical installations mecessary in 
the $50 million expansion of the 
ALCOA aluminum plant at Port 
Lavaca. 

Hayes was not at liberty 
to disclose the amount of money 
involved in the contract, which 
was hegotiated on a fee basis. 
Approximately 200 electricians 
are to work a year on the job. 


KEARNEY ANNIVERSARY — The 
25th anniversary recently of the 
founding of James R. Kearney 
Corp., St. Louis, featured a plant 
tour by 500 visitors. James R. 
Kearney, Jr., president, dedicated 
the day to suppliers and customers. 


of the National Electrical Con- 
tractors Association, at Washing- 
ton, D. C., the week of October 
8-12. 

The exhibit, bringing together 
an array of the latest develop- 
ments in electrical products and 
installation methods in contrast to 
the crude beginnings of the indus- 
try in 1901, will be open to the 
public as well as providing a fit- 
ting backdrop for the big electri- 
cal meeting. Practically every 
important electrical manufacturer 
in the industry has co-operated in 
developing the exhibit, and the 
electric utility industry has pro- 
vided important contributions. 

Other features of the conven- 
tion, which will be the largest in 
NECA’s 50-year history, include 
a display showing the function- 
ing and services of a service-type 
trade association serving its small 
businessmen members, a special 
Golden Anniversary issue of the 
NECA magazine, Qualified Con- 
tractor, and a specially prepared 
booklet reciting the 50-year his- 
tory of NECA which was written 
by Laurence W. Davis. secretary- 
treesurer of the National Electri- 
cal Benefit Fund, and for more 
than a quarter of a century gen- 
eral manager of NECA 

The convention proper com- 
mences on Monday evening, Octo- 
ber 8, with a reception in the 
Shoreham Hotel. Members of 
Congress, officials of the federal 
government concerned with the 
construction and electrical indus- 
tries, industry leaders as well as 
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EN a locomotive engineer heads his train 
into a miles long tunnel under a mountain he 
wants to be reasonably sure that the track is 
clear not only in the tunnel but on the other 
side too. Frequently the only way he can get that 
information is through signal systems. When 
they are sitting on a siding signal cables may not 
look like much but once they are installed and 
connected they are a most important piece of 
equipment to a locomotive engineer. 


Railroad Signal Cables carry a heavy burden 
of responsibility for the safety of passing trains. 
For that reason Railroad Signal Engineers are 
more often than not apt to be very “choosy” 


about the kind of signaling equipment they buy 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST.. CAMBRIDGE 39, MASS 
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and install. More and more these days you will 
see Simplex-ANHYDREX Signal Cables like these 
being installed by railroads all over this country. 


These cables are installed underground and 
overhead, in tunnels or in bright burning desert 
sunlight, on signal bridges across busy terminal 
tracks or buried in the slime and mud of swampy 
land. Why this trend to ANHYDREX Signal 
Cables? Because they are dependable. Regardless 
of the operating conditions if they are properly 
installed ANHYDREX Signal Cables will operate 
dependably year in and year out. 


If you have a power, signal or control cable 
problem we will be glad to discuss it with you 
and make recommendations based on nearly 
seventy years experience. 


43 





members will attend this event. 
Tentative arrangements have 
been made for the relighting of 
the remodeled White House at 
this event. 

The business sessions start at 
9:30 Tuesday morning, October 9. 
The first day’s sessions include 
the address of NECA President 
Erne C. Carlson and an address 
by Dan W. Tracy, international 
president of the International 
Brotherhood of Electrical Work- 
ers. 

The annual luncheon will be 
held on Wednesday, October 10, 
with Senator John J. Sparkman, 
Alabama, chairman of the Senate 
Small Business Committee, as the 
principal speaker. His subject 
will deal with suggestions on as- 
sisting the small businessman con- 
tractor. 

Another headline speaker that 
day will be John Small, chairman 
of the Munitions Board. Mr. 
Small will discuss the implications 
of the huge Department of De- 
lense Construction Program. 

Most of the business sessions 

ill be devoted to forum-type 

d panel discussions of specific 
tontractor problems. At one ses- 
ion eight major industry prob- 
ems will be presented by as many 
tontractors. 
| Other phases of the program 

clude reports and actions on 

ajor committees, including gov- 
rnment affairs, business promo- 
ion and research and education. 

n election for the office of presi- 

ent of the association will be 

eld during the convention and 
umerous constitutional amend- 
ents will be acted upon. 

At the conclusion of the conven- 
ion on Friday, October 12, a large 

oup of delegates will leave on 

cruise to Bermuda. 


Florida AW Bureau 
elects new officers 


@ More THAN 80 members and 
guests of the Florida West Coast 
Adequate Wiring Bureau attend- 
ed the annual election dinner held 
recently at Sunset Beach. 

The following officers were 
elected: chairman, Jerry Stark, 
Hall-Mark Electric Supplies; 
treasurer, C. L. Day, Day Electric 
Co.; and secretary, E. B. Brant, 
Florida Power Corp. (re-elected). 

New directors elected were: H. 
H. Hardin, Tyree’s, Inc.; J. W. 
Campbell, Campbell Electric Co.; 
and Jack Parker, Parker Electric 
Co., Clearwater. Holdover direc- 
tors are: Paul Roulstone, Raybro 
[Electric Supplies; John Wilcox, 
Wilcox Electric Co.; Howard 
Khouri, Florida Power Corp., the 
retiring chairman; and Russell 
Stewart, Todd Hyatt & Co. 

Highlight of the meeting was 
the presentation by Chairman 


‘Khouri of the 1000th Adequate 


Wiring certificate issued by the 
bureau to Col. W. F. Leitzell of 
Clearwater. 

- W.C. Charlow, Clearwater rep- 
resentative of Florida Power, de- 
signed the wiring layout, and 
Acme Electric Co., Clearwater, 
was the electrical contractor who 
wired the home. 


IAEL names 


new president 


@ THE MANAGING director of the 
Electric Institute of Boston, J. G. 
Waddell, has been elevated from 
the office of vice-president to 
president of the International As- 
sociation of Electrical Leagues. 
Mr. Waddell became president 











MODERN NEW BUCHANAN PLANT — Buchanan Electrical Products Cor- 
poration has recently moved their entire facilities to this new plant located 
at 225 Highway 29, Hillside, N. J. The building houses general offices as 


well as experimental, engineering, and production departments. 


Three 


times the floor space of their previous location is provided. 
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following the resignation of H. P. 
Wilson from the management of 
the Electrical Institute of the Tri- 
Cities, which automatically forced 
his resignation as IAEL president. 
Mr. Wilson’s departure also left 
a vacancy in the directorate. 
Through an election participat- 
ed in by the remaining members 


Dates Ahead 


Dallas Lamp, Gift, and House- 
wares Show, Fair Park Grounds, 
Dallas, Texas, September 2-7, 
1951. 

Southeastern Electric Exchange, 
Engineering and Operations Sec- 
tion, Hotel John Marshall, Rich- 
mond, Va., October 4-5, 1951. 

*National Hardware Show, 
Grand Central Palace, New York, 
N. Y., October 8-12, 1951. 

National Farm Electrification 
Conference, Hotel Gibson, Cin- 
cinnati, Ohio, October 9-10, 1951. 

National Electrical Contractors 
Association, 50th Anniversary 
Meeting, Hotel Shoreham, Wash- 
ington, D. C., October 9-12, 1951. 

International Association of 
Electrical Leagues, 16th Annual 
Conference, Roosevelt Hotel, New 
Orleans, La., October 10-13, 1951. 

Southeastern Electric Exchange, 
Accounting Section, Hotel Sir 
Walter, Raleigh, N. C., October 
11-12, 1951. 

International Association of 
Electrical Inspectors, Southern 
Section, 23rd Annual Meeting, 
Hotel John Marshall, Richmond, 
Va., October 15-17, 1951. 

National Association of Corro- 
sion Engineers, South Central 
Region, Corpus Christi, Texas, 
October 18-20, 1951. 

American Institute of Electri- 
cal Engineers, Fall General Meet- 
ing, Hotel Cleveland, Cleveland, 
Ohio, October 22-26, 1951. 

Southeastern Electric Exchange, 
Sales Section, Roosevelt Hotel, 
New Orleans, La., October 31- 
November 2, 1951. 

*Occupational Vision Short 
Course, sponsored by LSU Col- 
lege of Engineering and Exten- 
sion Division, Baton Rouge, La., 
November 4-6, 1951. 

National Electrical Manufactur- 
ers Association, Chalfonte-Had- 
don Hall, Atlantic City, N. J., No- 
vember 12-15, 1951. 


*Asterisk indicates meetings 
announced for the first time in 
this column. 
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why accept less 7 


BALLASTS 


assure a full 


100% | life for fluorescent tubes! 


Tests show that fluorescent lamps last longer when 
used with a CERTIFIED BALLAST than when 
connected with an improperly designed ballast. 











CERTIFIED BALLASTS assure rated light output, quiet 
operation and long, satisfactory service. There’s a 
reason for this. It is... CERTIFIED BALLASTS are 
made to precise specifications, then tested, checked 
and certified by Electrical Testing Laboratories, Inc. 


@ Complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer 
may be obtained from Electrical Testing Laboratories, Inc., 
East End Avenue at 79th Street, New York, New York. 





Participation in the CERTIFIED BALLAST program is 
open to any manufacturer who complies with the requirements 
of CERTIFIED BALLAST MANUFACTURERS. 


1A ica BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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MORE UNION 


PIN TYPE SOCKETS 
SOLD than all other 


INTERMEDIATE 
7 


© 
~ 


INTERMEDIATE 


__} CANDELABRA 
BASE 


COMPLETE STREAMER LINE 
ae) Memeo) nitiele) Maici jal, le) 


ver Ready Pin Type Sockets 
offer the most convenient and 
- pevangges means of obtaining 

wtdoor or indoor temporary 
lighting, since the tedious strip- 
ping, soldering and taping op- 
erations are eliminated. 





in street decoration, construction 
lighting, carnivals, roadside 
stands, etc., their ease of instal- 
lation and convenient flexibility 
is unsurpassed. 

insist on UNION’S PIN TYPE 
SOCKETS — the FIRST and the 


Ui ited. 


INSULATING CO. 


PARKERSBURG, W.VA. 





of the Board of Governors, the 
vacancies were filled as follows: 

R. B. Hubbard, manager of the 
Rocky Mountain Electrical Lea- 
gue, was elected vice-president. 
He will continue as treasurer of 
the IAEL. 

E. J. McGinnis, business man- 
ager of the Cincinnati Electrical 
Association, was elected to the di- 
rectorate. 

Messrs. Hubbard and McGinnis 
will serve until election of officers 
for the 1951-52 association year 
at the business session, Saturday, 
October 13, of the 16th annual 
conference, scheduled for the 
Roosevelt Hotel, New Orleans. 


Westinghouse Supply 
establishes Texas branch 


@ FULL-SCALE OPERATIONS have 
begun at a newly established 
branch headquarters of the West- 
inghouse Electric Supply Com- 
pany at 605 Main St., Lubbock, 
Texas. 
Establishment 
branch 


of the new 
reflects the company’s 


- firm confidence in the business 


and industrial future of north- 
western Texas, reported G. M. De 
Kraker, manager vf tne Lubbock 
operation. 


The new headquarters will sup- 
ply electrical apparatus and sup- 
plies, radio and television sets, 
and electrical housewares, to 
dealers, contractors, utilities, and 
other industrial customers, in 22 
Texas counties surrounding Lub- 
bock. 

Assisting in supervision of the 
new branch is H. J. Flolid, stores 
manager, who is in charge of 
warehousing and shipping. 

The one-story building occu- 
pied by the branch supplies 17,- 
000 square feet of warehouse and 
office space. The building has 
been remodeled, equipped with 
fluorescent lighting and air con- 
ditioning. 


Sunbeam names 
New Orleans agent 


@ THE ATTRACTIVE line of fluore- 
scent lighting fixtures manufac- 
tured by Sunbeam Lighting Co., 
Los Angeles, Cal., will be repre- 
sented in Louisiana, Mississippi, 
Arkansas, and Mobile, Ala., by 
G. W. Milner and Co., manufac- 
turers’ agents of New Orleans, 
La., according to an announce- 
ment made recently by Sunbeam. 

This appointment gives the 
Sunbeam line extensive coverage 


SQUARE D ON THE MOVE — The two display coaches of Square D, 

manned by student engineers, are starting a repeat visit to 37 states. 

Architects, engineers, contractors, utilities, distributors, and industrial ac- 

counts will get a compact look at the manufacturer’s complete line of 
electrical distribution and control equipment. 
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Type FSQX Explo- 
sion-Proof and Dust- 
Tight Plug and Re- 
ceptacie with inter- 

ing safety switch. 


Vented Type EVX 
Explosion-Proof 
- int 


The Appleton 
Seal-Line Switch 
Unilet is a combi- 
nation switch hous- 
ing and sealing 
unit. Completely 
explosion-proof 
without additional 
sealing fittings. 


weight—cooler 
operating! 


Pot. No. 
2,530,135 Pat. Ste, 
2,208,558 


Safety and service features ~ 

of the Appleton Type EFU Ex- 

plosion-Proof Fluorescent Lighting Fix- 
tures make them foremost in design 
of flvorescent lighting for hazardous 
locations. 
Pat. No. 2,392,202 


ya 
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Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 
1754 Wellington Avenue ¢ Chicago 13, Illinois 


Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. © CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Santa Fe Ave. © ATLANTA, 724 Boulevard, N.E. * BIRMINGHAM, 429 Brown-Morx Bidg. 
MINNEAPOUS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. * BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street © DENVER, 1921 Bicke Street * PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broadway * HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9. 


Resident Representatives: Binghamton, Dallas, indianapolis, Kansas City, Orlando, 








40 


Milwaukee, New Orleans, Seattle, Portland, Ore. 
Export Representatives: international Standard Electric Corp., 67 Broad St, New York 4, N. Y. 







When released in a flammable atmosphere, the 
tiniest electrical spark can reduce the greatest in- 
dustrial plant to worthless ruin. To guard against 
this sudden disaster, Appleton explosion-proof 
conduit fittings and fixtures are expertly designed 
to completely seal off dangerous arcs that lurk in 
the wiring systems of chemical plants, oil refin- 
eries, hospital surgeries—wherever explosive or 
flammable vapors, dusts or gases are present. 

Appleton Explosion-Proof equipment is easy 
to install and service. And among the hundreds of 
fittings and fixtures in the complete Appleton line 
is an explosion-proof fitting exactly suited to 
your needs. 

No matter what jour lighting or wiring re- 
quirements—explosion-proof or otherwise, spec- 
ify Appleton, supplier to American builders for 
nearly half a century. 


APPLETON 
ELECTRIC 
PRODUCTS 

















WHEN YOU NEED —— acsr conpbuctors 


— GALVANIZED STEEL STRAND 
WRITE, —— COPPER WIRE AND CABLES 
TELEPHONE — WEATHERPROOF WIRE-- 


or Aluminum or Copper 


TELEGRAPH — ACSR ACCESSORIES 














< eeeeee ELECTRICAL CORPORATION 


Chattanooga, Tennessee 


Our trucks make delivery to any southeastern point WITHIN 48 
HOURS — unless prevented by conditions beyond our control. 
When you contact us, WE WILL TELL YOU EXACTLY WHAT 
WE CAN DO. 











SOUTHERN QUALITY tee oo SOUTHERN SERVICE 
MEETS EVERY TEST ae EXCELS THE REST 


ee 


Phone 7-3325 — So a P.O. Box 989 


ae CHATTANO( IGA, TENNESSEF . 
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in the South and Southwest. Oth- 
er representatives in this region 
and the areas they cover are: 

W. J. Milner and Co., Atlanta, 
Ga.—Georgia, Florida, Tennessee, 
North and South Carolina, and 
Alabama, except Mobile; 

Herb Traweek, Dallas, Texas— 
Texas except El Paso and Ama- 
rillo; and 

Stover - Andrews, 
City; Mo.—Oklahoma. 


of Kansas 


LSU to sponsor 
vision short course 


@ A SHORT COURSE in occupation- 
al vision will be sponsored by the 
Louisiana State University Col- 
lege of Engineering and the gen- 
eral Extension Division, Novem- 
ber 4-6, 1951. 

H. A. Mike Flanakin. acting di- 
rector, engineering experiment 
station, explained that the Louis- 
iana Optometric Association re- 
quested the course, which will be 
held at LSU. 

The course will be attended by 
representatives of the optometric 
associations of Alabama, Arkan- 
sas, Louisiana, Mississippi, and 
Texas. Directors of personnel 
and other supervisory employees 
of the industries throughout these 
states will also be present. 


Richmond inspector 
offers valuable service 


@ WHEN THE City of Richmond 
discontinued inspection of electri- 
cal installations beyond its city 
limits, the surrounding area was 
left without any official or ade- 
quate electrical inspection service. 

This need was met recently by 
J. Leroy Speights, a member of 
the International Association of 
Electrical Inspectors, and _ for 
many years chief electrical inspec- 
tor for the City of Richmond and 
later for the Virginia Electric and 
Power Co. 

Mr. Speights decided to enter 
this inspection field and offer his 
services to builders, contractors, 
and the public generally. The in- 
spections are being made in ac- 
cordance with the National Elec- 
trical Code and Underwriters’ 
standards. 

Mr. Speights and his services 
have been recommended by the 
Electrical Association of Rich- 
mond and other local industry 
groups. 
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3 minutes does the job 


with CAVALIER exclusive construction 


When you sell electric heat, one 
of your chief selling points is 
cleanliness. Yet every housewife 
knows as well as any heating en- 
gineer that you don't get. clean 
heat from dirty heaters. That is 
one reason Cavalier Electric Wall 


‘Cavalier 


a! WALL 


INSERT 
AUTOMATIC 
Ett ¢C toe € 
REATESRS 


Quick, convenient cleaning is only one of the 
many features built into Cavaliers. Write for 
the facts on complete safety protection, 30% 
more circulation through the elements, ease 
of installation, good looks, and rugged per- 
formance. Months of tests and practical trials 
resulted in the new Cavalier—the electric 
heater built to give the real satisfaction home 
owners are looking for. 


y 
N CAVALIER 


CHATTANOOGA 2 


1951 


Heaters are making a hit with 
home owners. With Cavalier’s ex- 
clusive design, a Cavalier heater 
can be thoroughly cleaned inside 
and out in less than three minutes 
time . . . without the necessity of 
removing a single screw. 


SOLD THROUGH WHOLESALERS ONLY 


Prompt 
Delivertes 


CORPORATION 


TENNESSEE 








THE ALL NEW 
FRA DE-WIHD 
TWIN WHEEL 
300 clm CLIPPER 
VENTILATOR 


Model 1501 is packed with 
features * Sensationally 
priced * Now in production 


DUAL WHEELS 
FITS IN 8-INCH JOIST SPACE 
FULL 300 CFM — CERTIFIED 
EXTRA QUIET OPERATION 
EASIER TO INSTALL 
INTERCHANGEABLE DISCHARGE 
SIMPLIFIED CONSTRUCTION 
STANDARD 31,” x 10” 
FURNACE DUCT 


For the first time Trade-Wind offers a 
twin wheel ceiling ventilator with in- 
terchangeable discharge that develops 
a full, certified 300 CFM, yet is priced 
competitively with ordinary ventilators. 
Equally important to you, Model 1501 
is now in production and deliveries al- 
ready are being made. 


REPRESENTATIVES 


Alabama, Florida, Georgia, Mississippi, North 
Carolina, South Carolina and Tennessee—H. C 
Biglin Co., Inc., 177 Harris St. N.W., Atlanta 3 
Arkansas, Kansas, Oklahoma and Missouri—Curt 
H. Conrad Co., 4001 Broadway, Kansas City 2. 
West Virginio—V. E. Hendrickson Co., 4412 Lib- 
erty Ave., Pittsburgh 24. 
Texas (Bexar Co. only)—Arthur S. Jones, 306 
Canterbury Hill, San Antonio 2. 
Texas—L. R. Ward Co., 2711 
Dalles 1. 
Maryland, Virginia, Washington, D. C.—American 
Engineering Equipment Corp., 122 N. Fayette St., 
lexandria. 
Louwisiano—Cressy Sales Co., 809 Royal St., New 
Orleans 16. 
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NAMES IN 


H. N. Muller, assistant to the vice- 
president in charge of engineering for 
the Westinghouse Electric Corp., has 
announced the appointment of Hend- 
ley Blackmon as manager of engi- 
neering association activities for the 
company, succeeding Frank Thornton, 
Jr., who has retired. 

Mr. Blackmon, who has served as 
assistant manager of the activity since 
1949, will work with Westinghouse en- 
gineers in the preparation of papers 
to be presented before engineering as- 
sociations. . 

* 


Cc. C. “Kip” Myrick, Jr., is now rep- 
resenting Gedney Electric Company in 
Georgia, South Carolina, Alabama, and 
Tennessee, according to an announce- 
ment by H. H. Benfield, vice-president 
in charge of sales for Gedney. 

Mr. Myrick began his association with 
Gedney on September 1. 


Milton B. Sherman has joined G. R. 
Haley, Dallas, manufacturer’s represen- 
tative of Robbins & Myers, Inc. He was 
formerly sales manager of the supply 
division, Slocum Electric Co. 


R. Allen Benjamin has been elected 
vice-president and secretary by the 
board of directors of the Benjamin 
Electric Mfg. Co. 

As vice-president he will have sup- 
ervision of the engineering department 
and continue to act as chairman of the 
merchandising committee and head up 
planning and material controls. 

Also announced by the company was 
the appointment of central division 
manager, Arthur E. Swedenborg, to as- 
sistant general sales manager with 
headquarters in Des Plaines. 


James R. Chambers 


THE NEWS 


James R. Chambers has been named 
manager of sales promotion division in 
charge of magazine advertising and 
sales promotion activities. 


William V. O’Brien, a commercial 
vice-president of General Electric Co., 
has been appointed manager of the 
firm’s apparatus marketing division. 
The appointment was announced by 
Henry V. Erben, G.E. executive vice- 
president. 

Mr. O’Brien, formerly assistant man- 
ager of General Electric marketing 
policy, succeeds Chester H. Lang, vice- 
president, who now heads the firm’s 
public relations organization. 

Mr. O’Brien will be located at com- 
pany headquarters in Schenectady, 
i # 

In his new capacity, Mr. O’Brien will 
direct marketing activities of the com- 
pany’s largest business, apparatus, 
which produces equipment for genera- 
tion, distribution, and utilization of 
electrical power for utilities, transpor- 
tation, general industry, and govern- 
ment agencies. 

Mr. O’Brien has been associated with 
General Electric since 1922. 


John A. Green, owner of John A. 
Green Co., manufacturers’ representa- 
tives, 6815 Oriole Dr., Dallas 9, Texas, 
has announced that Bruce M. Williams 
is now sales engineer with the company. 


Bruce M. Williams 


In his new position, Mr. Williams will 
call on industrial accounts, jobbers, re- 
search laboratories, and manufacturers 
in Texas, Oklahoma, Louisiana, Arkan- 
sas, and New Mexico. 

Mr. Williams was formerly a research 
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engineer at the field research laboratory 
of Magnolia Petroleum Co., Dallas. 

The John A. Green Company are 
sales engineering representatives for 
several nationally known manufactur- 
ers of test manufacturers of test instru- PERFORATED LIGHT 
ments, complete electrical! equipment, 
and quality component parts. 


PERFECTED LIGHT 
e 


Earl S. Guild is now connected with 
Fulwiler & Chapman, 702 Whitehall 
St., S. W., Atlanta, as sales engineer 
for Federal Electric Products Co. 

Mr. Guild was formerly plant engi- : 
neer for Fairchild Aviation Corp., New —- eo 


York, and later resident engineer ix ast woven 


One miece 
COMSTRUCTION 


ELIMINATING » timer sie 


PATENT HO 3 EW EVE-EASE 
2476233 BREAKAGE : +" GLARE-PREE Fimersee 


WARPING MACHINE TOOLED 


venrecy susoemaen 
CRACKING aveaY 


PEELING CUTOFF 30 25 


IDEAL FOR GEOMETRIC DESIGNS DISCOLORING 


Earl 8. Guild Seilin FIXTURE COMPANY 


Represented | by 170 Vernon Street, Boston 20, Mass 7 
ER 








Ss... B oO. ARMY & FEIGEL FRANK E. KEEN 
North Carolina for Francisco and Jaco- 822 wo Morehead, St. 4209 — 169 Feld Ave. 


bus, New York. Until July 1 of this sen rem -- 
year, he was field engineer in the Caro- 
linas for Bulldog Electric Products Co. 
Mr. Guild has had considerable ex- 
perience in design and manufacture of 
switchboards, panelboards, and bus DUST-TIGHT 
duct. LIGHTING 
J. T. Fulwiler announced that Mr. ' 
Guild will be available to all Federal FIXTURES 
distributors on large construction pro- 
jects requiring field engineering in the 
Southeastern territory. 





.for hazardous locations where 
flammable or explosive dusts are 
present. Class Il, Groups E, F, G 

r and Class Ill. 


Howard A. Reid, formerly foreign 
sales promotion manager of Union Car- 
bide & Carbon Corp., has been appoint- ast4 
ed sales promotion and market analysis 
manager of General Cable Corp., New ! Lampholders are located 

. ioe "es Aicctin within the conduit box as- 
— + Epa eeE of electrical wires = } sembly of both pendent and 
and cables. metion box ¢ % - 
R&S Type DL Lighting Fixtures contribute outstand- i. don lemelionio’ and eleten 
2 ing advances in fixture construction and installation without regard to size or 

simplicity! They operate very cool —’way below al- - style of fixture. 
lowable temperatures for this type of installation. 


W. H. Wright, vice-president and Two exclusive design features, in addition to basic Ww > 





secretary of the Georgia Power Co., and advantages common to other well-constructed dust- 2 au fixture — globe — Re- 
L S. Mitchell, Jr.. treasurer. have re- tight fixtures, assure faster, easier installation, cleaning ~ Sunes anes fit older 
; P 5 , ft and relamping. They're made of cast aluminum alloy by poy thom Mo ne aa ees — 
tired from active service after a com- — designed with streamlined simplicity — and shaped a simple adn slot an 
bined period of 100 years of service to to prevent dangerous accumulation of dust particles. screw artangement, without 
the company, according to an announ- Write for Information Data Sheet No. 7151 —11 disturbing electrical connec- 


° tions. 
cement by Harllee Branch, Jr., presi- Pendent and Junctic »n Box bases 


dent standard to all fixtures. They ac 
g . : commodate any fixture — globe 
Mr. Wright will be succeeded by Ed- flector assembly in 100 or 200 won 
ward C. Hammond and Mr. Mitchell — 


by R. B. McCrorey. : RUSSELL & STOLL COMPANY, INC. + 125 BARCLAY STREET, NEW YORK 7, N.Y F-1 
Mr. Hammond is assistant secretary 


of the company and Mr. McCrorey, 
assistant treasurer and assistant comp- 
troller. 


Mr. Wright had been with the com- 
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BURNDY 
SERVIT 


Forged for high strength—pro- 
vides more intimate contact 
between conductors. Installed 
with any wrench. Compact, all 
edges rounded, easy to tape. 
Stocked by your Burndy Dis- 
tributor. 


SEE YOUR BURNDY DISTRIBUTOR 


URNDY 


NEW YORK 54, NEW YORK 





pany since 1906. Mr. Mitchell joined a 
predecessor of the Georgia Power Com- 
pany in 1897 as bookkeeper. 

Mr. Hammond, who succeeds Mr. 
Wright as secretary, came to the com- 
pany in 1924 as a member of the pur- 
chasing and stores department. Mr. 
McCrorey, successor to Mr. Mitchell, 
came to the Georgia Power Company 
in 1916 as a clerk. 


Albert Freeman Hills was elected 
president of the Crouse-Hinds Com- 
pany at a recent meeting of the board 
of directors. William Cornell Blanding 
became executive vice-president at 
that time. 

Mr. Hills was executive vice-presi- 
dent from July 26, 1950, to his election 


Albert Freeman Hills 


as president. During that period of 
time, Mr. Hills celebrated his fiftieth 
anniversary with the company. For a 
number of years he was a director of 
the National Electrical Manufacturers 
Association. 

Mr. Blanding has been associated 
with Crouse-Hinds for 48 years. He 
joined the company as a stock cleck, 
and in 1925 he became treasurer of the 
company. He has held that position 
until his recent election as executive 
vice-president. 

o 


Douglas J. Donohue has been ap- 
pointed Atlantic district sales manager 
for Trumbull Electric, Department of 
General Electric Co., Plainville, Conn. 
He will maintain his office in Phila- 
delphia. 

Mr. Donohue joined Trumbull in 
1930, and since 1945 has been a sales- 
man for its Eastern territory. 


Election of two new vice-presidents 
has been announced by the board of 
directors of the Appleton Electric Co., 
manufacturers of electrical fittings and 
fixtures. O. Fred Rost was named 
vice-president in charge of industry 
relations, and Lorenzo J: Matthews was 
elected vice-president in charge of pro- 
duction. 


Mr. Rost, who has had an extensive 


career in the electrical industry, re- 
cently joined Appleton Electric follow- 
ing his resignation as editor-in-chief 
of Electrical Wholesaling magazine. 
Mr. Matthews joined the company in 
1946 as chief industrial engineer after 
serving as an officer in the U. S. Navy. 


Harold H. Bell 


Hopper & McCoy, 454 Marietta St., 
N. W., Atlanta, electrical manufactur- 
ers’ agents since 1930, have announced 
that Harold H. Bell has become asso- 
ciated with the company 

Mr. Bell will 
Florida 


travel the state of 


Morgan Wright, Arkansas division 
manager of Oklahoma Gas & Electric 
Co., has been elected vice-president of 
the company at a recent meeting of the 
board of directors in Ft. Smith. The 
announcement was made by Donald S. 
Kennedy, president. 

Mr. Wright became associated with 
the company in 1916, and in 1946 was 
made division manager. 


J. C. Linsenmeyer, works manager, 
was elected vice-president in charge of 
manufacturing at the recent meeting 
of the board of directors of the Amer- 
ican Blower Corp. 

John Brennan was appointed chief 
engineer; E. W. Petersen was elevated 
to the newly created executive post as 
assistant general sales manager; and 
Benjamin Ragland was made manager 
of the hydraulic coupling division. 


W. C. Gilman, president of Florida 
Power Corp. has announced two 
changes in company personnel. 

Robert C. Pourtless was elected a 
vice-president, after 27 years of serv- 
ice with the company. 

Hugh K. McKean was named gen- 
eral superintendent of general opera- 
tions, construction, and maintenance 
as well as production, transportation, 
and mechanical engineering. 

Mr. McKean joined FPC in 1946 
after 18 years experience in the electric 
utility field 
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NEW PRODUCT NEWS 


Air circuit breaker 


A NEW air circuit breaker, “Stab- 
Lok,” manufactured by Federal Elec- 
tric Products Co., 50 Paris St., Newark 
5, N. J., is scheduled to open in south- 
ern territory this month. 

This circuit breaker consists of a 
single- or double-pole breaker which 
can be inserted into an enclosing case 
in less time than it takes to change 
a fuse. 

These breakers are unit-pole con- 
structed and have thermal-magnetic 


overload. They consist of only two 
assembled parts, two springs, and a 
handle all neatly fitted into a small 
compact case. 

With only nine enclosures, the line 
can be substituted for hundreds of fus- 
ible and circuit breaker devices. A two- 
pole, simultaneous trip breaker is in- 
cluded in the line 


Luminous-ceiling book 


A 34-PaAGE and cover, 84- x 11-inch, 
spirally bound book replete with draw- 
ings, diagrams, architectural and engi- 
neering and other data about the 
Wakefield Luminous Acoustical Ceiling 
is now available on request to The F. 
W. Wakefield Brass Co., Vermilion, 
Ohio. 

The book covers the following sub- 
jects: conception; principles; develop- 
ment in co-operation with MIT authori- 
ties; the applications of the ceiling to 
new and old construction; construction 
methods; colors to use in room decora- 
tion; data on illumination, acoustics, 
and air conditioning. 

A brightness study is included, as 
well as complete diagrams of structural 
and electrical systems. The book points 
out applications to new construction in 
which ceiling pipes and ducts are auto- 
matically hidden. 

Use of the ceiling with sprinklers and 


with air conditioning is included, and 
there is a reproduction of the Fire In- 
surance rating by FIA. 

Illumination data were determined 
by engineering studies of a classroom, 
a business office, a private office, and 
a drafting room. There are ample 
acoustical data. Installation instruc- 
tions include diagrams and _ photo- 
graphs. 

s 


Controller booklet 


A NEw four-page, two-color publica- 
tion on packaged a-c full-automatic 
printing-press drive controllers has 
been announced as available from the 
General Electric Co., Schenectady 5, 
N. Y. 

Designated as GEA-5614, the bulletin 
describes the features and application 
of the new equipment, which was de- 
signed especially for weeklies and small 
dailies in ratings from 40 to 75 hp. 

The booklet is well-illustrated, in- 
cluding cut-away photographs of the 
controller and a complete press speed- 
time chart showing the actual per- 
formance record of a New England 
newspaper press on which similar 
equipment is installed. 


s 
High-intensity spotlight 


A POWERFUL new outdoor spotlight 
providing 100,000 foot-candles with only 
a 300-watt rating has just been announ- 
ced by Stonco Electric Products Co., 
489 Henry St., Elizabeth 4, N. J. 

The new unit is designed to con- 
centrate its entire light output in a 
long-throw, oval-shaped, narrow flood- 
lighting beam that is recommended for 
area protection lighting of such vulner- 


able spots as railway sidings, switch 
and loading areas, shipyards, docks, 
air terminals, and other industrial prop- 
erties. 

Made of non-corrosive, heavy-duty 
cast aluminum throughout, the Stonco 
No. 56 spotlight has a universally ad- 
justable cast-aluminum swivel arm 
threaded %-inch NPT to fit a variety 
of standard interchangeable accessories 
such as flat base, weatherproof junction 
boxes, wall brackets, wiring troughs, 
etc. 

Up to five units can be mounted to 
a single cluster light assembly so that 
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MARTINDALE 


COMMSTONE HOLDERS 


Hold Commstones rigid and true for concentric 
resurfacing of commutators and slip rings while 
running at normal speeds in their own bearings 
Interchangeable boxes 1", 2” and 3” wide 
handle grinding jobs up to 414" wide 


BLOWERS AND 
VACUUM CLEANERS 





MARTINDALE COMMSTONES AND 
COMMUTATOR GRINDING TOOLS 


MICA UNDERCUTTERS FOR 
SLOTTING COMMUTATORS 


Nine Motor Driven Types 
MARTINDALE PROTECTIVE MASKS 


PLACE HEAD 


FROM Sir 
¢ 
PRESS NOSE 
TABS IN CLOSE 


AGAINST THE PRESS EDGES 


NOSTRES 


FACE SNUGLY 


Weigh less than 2 ounce 


Write for 64-page Catalog describing these 
and many other products for Industrial 
Maintenance, Safety and Production 


MARTINDALE ELECTRIC CO. 
1361 Hird Ave. Cleveland 7, Ohio 

















EVERY MOTOR 
NEEDS A... 
MONITOR 


There's a MONITOR Controller for 
every type installation! If your specifi- 
cations call for automatic controls to 
perform the usual or the unusual under 
exacting circumstances, the answer lies 
in. MONITOR Controller Company 
equipment. 


CUSTOM BUILT 
Oil TIGHT 
CONTROL STATION 


Combination Line Starter and Unfused 
Disconnect NEMA No. 12 Enclosure to 
meet J.1.C. specification 


The 


MONITOR 


CONTROLLER CO. 


Braintree 84, Mass. 








REPRESENTED BY 


B. S. WOODMAN 
1570 Northside Ave. 
Atlanta, Georgia 


L. L. ROUSSEL LYNN ELLIOTT CO. 
312 E. Livingston PI. 322 M & M Building 
New Orleans, La. Houston 2, Texas 
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in antisabotage lighting in particular, 
all lights in a cluster would have to 
go out before total darkness is possi- 
ble. All wiring is completely enclosed, 
and the units have Underwriters’ list- 
ing. 

In addition to protective lighting, the 
unit is recommended for general com- 
mercial application in supplementary 
lighting of gasoline service stations, 
parking areas, roadside stands, recrea- 
tion areas, building fronts, church 
spires, and other localized floodlighting 
applications. 

& 


Revolutionary light source 


A NEW AND revolutionary method of 
producing light—entirely different from 
either incandescent or fluorescent light 
+employing thin flat sheets of glowing 
glass instead of bulbs or tubes, was 
demonstrated recently by Sylvania 
Electric Products, Inc. 

It operates at extremely low cost on 
conventional household a-c service and 


its inventors claim that it will have an ‘ 


expected life of one to five years. 

Sheets of this glowing material can 
be made in almost any size to provide 
luminous ceilings, walls, tables, clock 
faces, stair risers, switch-plates, and 
signs. 

This “area” light source, said to be 
the goal of lighting engineers and 
architects for generations, is a lumin- 
ous kind of condenser which Sylvania 


calls “Panelite.” The technical term 
for this new lighting development is 
electro-luminescence. 

The new type of lamp consists of a 
special sheet of conductive glass, on 
which is placed a “phosphor-dielectric” 
coating, and a layer of vaporized alum- 
inum. These two coatings add less 
than a hundredth of an inch to the glass 
itself, thereby achieving almost the 
ultimate in thinness. 

Wires are connected to the edges of 
the sheet to pick up current directly 
from 110-volt, 60-cycle house current. 
Under this condition, the brightness of 
the sheets is said to be more than 
enough for night clocks, roughly com- 
parable with bright moonlight on a 
white object. 

For greater brightness a small in- 


expensive transformer is introduced in 
the circuit to bring the voltage up to 
400-500 volts. This transformer would 
be no larger than a cigarette package 
for a panel a foot or two square. 

The transformer multiplies the light 
output by 20. It is said to be ample for 
low-level illumination of restaurants, 
elevators, theatre aisles, and many oth- 
er decorative and architectural applica- 
tions. 

* 


Copper-poundage bulletin 


A NEW BULLETIN, “Copper Weights of 
Electrical Wires and Cables,” has just 
been published by the Rome Cable 
Corp., Rome, N. Y. It is designed to be 
of assistance to those who must report 
their requirements and past usage of 
wire and cable in terms of copper 
poundage. 

Covering a wide range of products, 
the pounds of copper per 1000 feet are 
convenientiy listed for most common 
sizes and types. This useful 10-page 
bulletin is available upon request from 
the Rome Cable Corp. 


2 
Two-bolt connector 


Tue Reliable Electric Company has 
announced production of a new, spac- 
er-type, two-bolt connector. Two sizes 
are currently in production providing 
a range of conductor sizes 2/0 to 2/0 in 
the smaller and 4/0 to 4/0 in the 
larger, including intermediate conduc- 
tor sizes. 

The manufacturer claims that the 
unusually long and generous, die-form- 
ed, pure copper spacer affords full 
contact area and full conductivity. It 
is claimed that the pressure produced 
by silicon bronze machine bolts and 
the cast-aluminum bronze body and 
bridge, merits a spacer of sufficient 
length and conductivity to carry the 
full current load conductor to conduc- 
tor. 

It is further claimed, in support of 
the “full length” spacer, that following 
applied pressure, the marks or inden- 
tations of the conductor strands can be 
seen reaching to opposite ends of the 
spacer. 

Samples are available on a “no 
charge” basis if requested on business 
letterhead from F. A. Leach, sales man- 
ager, Reliable Electric Co., 3145 Car- 
roll Ave., Chicago 12, IIl. 


7 
Fluorescent unit 


A new 8-foot “Challenger” lighting 
unit designed to provide economical, 
quality lighting for industrial locations 
has been announced by Curtis Lighting, 
Inc. 

The 8-foot units, engineered to effi- 
ciently utilize four 40-watt, T-12, 48- 
inch fluorescent lamps (two rows of 
two lamps each—a total of four, 40- 
watt lamps), are constructed of heavy- 
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gauge steel, finished in durable baked 
white enamel. 


They are supplied wired for 110-125- 
volt a-c circuits and are complete with 
choice of instant-start or starter-type 
ballasts. The units are listed by Un- 
derwriters’ Laboratories. 

Additional engineering and illumina- 
tion data are available from Curtis 
Lighting, Inc., Dept. S-15, 6135 W. 65th 
St., Chicago 38, IIl. 


* 
Service entrance equipment 


THe Square D Company has an- 
nounced two new types of 100-ampere 
fusible service entrance equipment. 

The series types utilize a new 100- 
ampere fusible pullout disconnect 
which controls ali branch circuits. 


These devices are available with two 
220-volt, 30- or 60-ampere branch cir- 
cuits for range, water heater, dryer, 
etc., and either 8-, 10-, or 12-plug fuse, 
110-volt circuits for such loads as 
lighting, furnace, kitchen, and laundry. 

The parallel mains types connect the 
three 220-volt, 30- or 60-ampere pull- 
out circuits in parallel, thus eliminat- 
ing the need for a main disconnect. One 
of the pullouts controls 4-, 6-, or 
8-plug fuse, 110-volt circuits for such 
loads as lighting, furnace, kitchen, and 
laundry. The other pullouts control 
the range, water heater, dryer, or other 
220-volt circuits. 

Further details are available from 
Square D Co., 6060 Rivard St., Detroit 
11, Mich. 

a 


Disconnect switch 


Tue James R. Kearney Corporation 
has recently made available a new type 
of single-pole, single-throw disconnect 
switch rated 7,500 to 69,000 volts and 
400-600 amps. 

This new switch features ultra-high 
contact pressures. High pressure pro- 
vides a current path completely through 
the switch which approximates closely 
that of an unbroken conductor. As a 
result, it operates at substantially lower 
temperatures, thereby minimizing the 
danger of contact oxidation and ulti- 
mate switch failure. 

A toggle mechanism, facilitating good 
contact, eliminates all contact springs. 

Separate arcing areas provide com- 
plete protection against pitting the main 


contacts. The first part of the opening 
motion causes the contacts to disengage 
but keeps the blade in contact with a 
projection of the latch. 

When the blade is closed, all parts 
are locked tightly together, and cur- 
rent cannot spark anywhere in the 
assembly. This effectively eliminates 
radio interference. 

Further information in the form of 
catalog sheet 6-25 is available from 
James R. Kearney Corp., 4236 Clay- 
ton Ave., St. Louis 10, Mo. 


@ 
Capacitor bank 


Tue Cornell-Dubilier Electric Corp., 
So. Plainfield, N. J., has announced a 
new pole-mounting 225-kvar switched 
power factor improvement capacitor 
bank. 

The unusual and unique assembly is 
being used two to a pole, mounted 
from cross arms. Sturdy steel frame 
and hangers simplify mounting. 


The arrangement of the electrically 
operated oil switch and the capacitor 
units provides a symmetrical and 
weight-balanced assembly. 

Two of these units may be installed 
from a common cross-arm permitting 
short symmetrical connections and 
maximum accessibility for service and 
maintenance. 

The structural steel hanger is galvan- 
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Full profit margins — 
«full deliveries with 
AMPLEX SWIVELITES 


AMPLEX SWIVELITES are today’s 
fastest-moving lighting fixtures...the 
best buy your customers can make! 
They're the smartest-looking; the most 
adaptable; the most economical to in- 
stall and maintain. And on top of that, 
you can get Swivelites now and receive 
full profit margins! 

Amplex Swivelites are sold only 
through franchised electrical whole- 
salers, To clinch your share of this 
splendid business, ask about the fran- 
chise for your area, Simply contact our 
nearest representative listed below. 
Amplex Corporation, 111 Water St., 
Brooklyn 1, New York. 


MANUFACTURER’S REPRESENTATIVES 
a JULES J. DREYFUSS & SONS 
Jules Dreyfuss 

1820 N. W. 1st Avenue 
Miami, Florida 


Jack Dreyfuss 
324 Peters Street, S. W. 
Atlanta, Georgia 


DUIZEND, FAIN & LEVIN 
H. E. “Buster” Fain 
6134 Overlook Drive 
Dallas, Texas 


Al Levin 
514 International Trade Mart 
New Orleans, Louisiana 


Bob Gryder 
7443 Stanwick Dr. 
Houston, Texas 


LEO ROACH 
4019 Clinton Avenue 
Richmond 22, Virginia 


Sealed-Beam Reflector Lamps, Colorbeom Lamps, 
Spotlites and Fioodlites, Industrial Infra-Red Heat 
Lamps, Vibration and Rough Service Lamps, Street 


Lighting Lamps, Traffic Signal Lomps, Incandescent 
Lamps, Fivorescent Tubes, Display Accessories. 








+08. ol 


COMPLETE 


Yet Us Help You 
with your 
LIGHTING 
@ 

WE ARE THE 
ORIGINATORS 
OF WHITE-WAY 
PYLON-LITES FOR 
STREET & BOULEVARD 
LIGHTING 


AREA AND CLUSTER LIGHTS 


LONG RANGE 
ENCLOSED FLOOD 
750-1000 
1500 WATT 
FOR 
SPORTS 
AIRPORT 
PROTECTIVE 
LIGHTING 


750 
To 
1500 WATT 


FULL LINE OF 
APPROVED AIRPORT 
FLOODS 


HINGED 
POLES 


FULL 
LINE 
OF 
STREET 
LIGHTING 
EQUIPMENT 





Write for literature 


6005 BROADWAY * CHICAGO 40, ILL. 
LIGHTING EQUIPMENT FOR EVERY NEED 








ized, and has a high-strength safety 
factor. 

The unit is completely assembled at 
the factory for installation and energi- 
zation at the site. It is for operation on 
2,400 /4,160 three-phase distribution cir- 
cuits. 

6 


Cord-connector body 


A NEw cord-connector body has been 
announced by the Rodale Mfg. Co., 
Inc. Cataloged as Number 3130, the 
new device is a three-wire, 10-amp 
cord-connector body that will accom- 
modate both three-wire and parallel 
blade caps. 

Made of two pieces of molded bake- 
lite, with an armored base and metal 


cord clamp, the connector has brass 
contacts and brass screws and termi- 
nals. The armor and cord clamp are 
coated to resist rust and corrosion. 

Ample spacing has been provided for 
quick and easy wiring. The rating is 10 
amperes—250 volts, and 15 amperes— 
125 volts; cord-hole diameter is .500, 
and body diameter is 1% inches. 

Further details are available from M. 
Rabinowitz, Rodale Mfg. Co., Inc., Em- 
maus, Pa. 

© 


Meter-base mount 


THe THomason Products Co., 4630 
Beverly Dr., Dallas 5, Texas, has devel- 
oped a meter-base mount that facili- 
tates the mounting of an outdoor meter 
socket to the wall of a brick veneer 
or stone veneer dwelling. 

Designed to benefit the electrical 
contractor and power company, the 
mount cuts the cost of installing a me- 
ter socket in half, and assures a solid, 
secure mounting preventing the meter 
socket from loosening or falling from 
the wall. 

The mount is manufactured from 17- 
gauge steel and is equipped with two 
elongated bolts and a gauge plate for 
assuring a constant center-to-center 
distance between the bolts. This is 
equal to the center-to-center distance 
of the holes in back of a meter socket. 

It has an oversize hole in the base 
plate for the entry of conduit or serv- 
ice entrance cable in the back knock- 
out of a meter socket. 

Ease of handling, shipping, and 
stocking is achieved as the meter is 
packaged in an envelope. It can be 
completely assembled and installed by 
an electrician in less than one minute. 


Redesigned ballasts 


THE REDESIGN of three slimline fluore- 
scent lamp ballasts has been announced 
by General Electric’s specialty trans- 
former and ballast divisions. 

According to engineers, the new units 
are smaller in size and lighter in weight 
than those they succeed, and have im- 
proved sound ratings 

One of the new ballasts, for use with 
a 64T6 or 72T8 slimline lamp at .200 
amps, features a case more than 2 
inches shorter than the model it re- 
places, and weighs more than a pound 
less. In addition it has improved noise 
characteristics. 

A redesigned unit for use with two 
96T8 slimline lamps at .120 amps is 
housed in a case almost 3 inches short- 
er, weighs a pound less, and provides 
a 23 per cent reduction in watts loss 
compared to the older ballast 


* 
Luminaire series 


Tue 9300 series of surface-attached 
Holoflux luminaires is a new develop- 
ment announced by Holophane Co., Inc., 
342 Madison Ave., New York 17, N. Y. 

The styling and appearance of these 
new units with their extreme shallow- 
ness of 4% inches simulates recessed 
construction without the expense of 
roughing-in. 

There is brightness control both 
across and along the axis of the lamps. 


The series can take two or four fluore- 
scent lamps of either the conventional 
bi-pin or the new instant-start single- 
pin type (both 4-foot and 8-foot). The 
Controlens is easily removed, and the 
hinged doors snap shut. 

Range of application includes com- 
mercial and institutional buildings, gen- 
eral and private offices, classrooms and 
drafting rooms, schools and stores, and 
banks and libraries 

Further information is contained in 
the 9300 engineering brochure, avail- 
able from the manufacturer. 


& 
High-frequency generator 


A new high-frequency a-c generator 
is being manufactured by the Kato En- 
gineering Co., 1415 Ist Ave., Mankato, 
Minn., with a capacity of 75 kva and 
400 cycles at 1714 rpm. 

It is of the revolving field type and 
the field coils are energized from a 125- 
volt d-c exciter that is direct-driven 
from an extension of the alternator 
shaft. The d-c exciter is mounted on 


ELECTRICAL SOUTH for SEPTEMBER, 1951 





the collector ring end-bell of the main 
alternator. 

The generator is furnished with an 
effective fan which provides a volumin- 
ous flow of cooling air and holds the 
temperature rise to less than 40° C. 

These high-frequency generators are 
available in both single-phase and 
three-phase. Frequencies ranging from 
300 to 500 cycles are available by 
change in winding and change of op- 
erating speed. These generators are 
available both with engine-drive and 
motor-drive. 

The 28-pole machine is suitable for 
direct-connecting to a 1714 full-load 
rpm, squirrel-cage induction motor. 

Many sizes are available with a 
three-phase, a-c motor that runs at 
absolute synchronous speed. These 
high-frequency generators are also 
available with variable speed which 
permits holding frequency at any pre- 
determined frequency, and it also per- 
mits voluntarily varying the frequency 
through any desired’ range such as from 
380 cycles to 420 cycles. 


Mercury-vapor lamp 


A BASICALLY new light source, the 
400-watt J-H1 fluorescent mercury- 
vapor lamp, is now available from the 
Westinghouse Electric Corp., Lamp Di- 
vision, Bloomfield, N. J. 

Designed to provide a whiter light 
from a mercury-vapor source, the bulb 
has a light that is white enough for 
most industrial purposes. The new 
lamp will burn in any position and can 
be used in existing fixtures for 400- 
watt mercury lamps. 

Lower brightness of the J-H1 makes 
operation at lower mounting heights 
practical. Electrically similar to the 
400-watt A-Hl and E-H1 types, the 
J-H1 will operate from H-1 ballasts. 

This new lamp can also be used for 
flood lighting and street lighting. When 
used outdoors, fixtures should be en- 
closed to prevent cracking of the glass 
bulb during rain or large moisture- 
laden insects. 

e 


BuliDog simplifies 
safety switch line 


@ A NEW MARKETING program for 
BullDog’s Vacu-Break Master 
Switches promises to  revolu- 
tionize safety switch merchandis- 
ing, according to W. H. Frank, 
president of BullDog Electric 
Products Co., Detroit, Mich. Un- 
der the new plan, only 38 Master 
Switches are required to cover all 
Type A, C, and D applications. 
And these new switches sell at 
Type C prices. 

BullDog attacked the complex 
problem involved in manufactur- 
ing, stocking, selling, and install- 


BullDog safety switch merchandis- 
ing program greatly reduces inven- 
tory needs. Only 38 switches now 
replace hundreds previously _re- 
quired to serve the industry. 


ing the multiplicity of safety 
switches being produced to cover 
all applications. In addition to 
many special switches, several 
standard switches were commonly 
used for the many applications. 
Each switch produced for any sys- 
tem was generally available in 
three classifications (A, C, and 
D). The spread of ratings for each 
switch type (30 ampere to 1200 
ampere and 250 volt and 575 volt) 
meant hundreds of switches pro- 
duced by each manufacturer. 

Mr. Frank reports that by care- 
ful research and market analysis, 
BullDog discovered that each 
Master Safety Switch could cover 
several applications. They elimi- 
nated Type C and D switches, 
since an A switch more than an- 
swered the requirements of all 
three; they reduced their line ap- 
proximately two-thirds by manu- 
facturing A switches only. And 
the new switch is equipped with a 
voidable interlock that converts 
it into a Type C switch for cus- 
tomers who want Type C switches 
only. 

BullDog also eliminated many 
slow moving switches. They dis- 
covered that many applications 
could be answered through the 
use of a switch selected from a 
fast moving type. For example: 
a 30-ampere three-pole, solid neu- 
tral Type A switch can be used 
for straight two-pole applications 
by ignoring the neutral when 
making wiring connections. In 
addition, it can be used for all 
Type C and D applications. 

BullDog’s new program allows 
distributors to stock just 38 Mas- 
ter Switches instead of the hun- 
dreds previously required. This 
will drastically reduce inventory, 
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CEIL- HEAT 


ELECTRIC RADIANT 
CEILING CABLES 





$O EASY TO 


Install! 





“Before we knew it, Ceil Heat 
was installed and the 
plastering was done in our 
48-unit Skyline Apartments 
completed last year. The 
installation costs were equal 
MR. R. M. CONDRA to or less than other types of 
Contr heating equipment — and 
Engine: 
Nashville, 
Tenn. been extremely gratifying.” 


comments from occupants have 


THERE is no faster, or che uper method of 
installing a complete modern heating plant 
to furnish maximum comfort and conven 
ience, than with Ceil Heat. Now, everyone 
can enjoy carefree, automatic heat with the 
revolutionary electrical ceiling cables that 
provide invisible radiant heat trom above 
just like the sun. 


THOUSANDS OF USERS—In Tennessee and 
nearby states where Ceil Heat was first installed 
users report that it has withstood the severest 
winter of a lifetime-—has kept their homes cozy 
warm even on the coldest days 


NEW FREEDOM OF DESIGN—Cei! Hear 
makes it easier for architects to design more 
beautiful, more efficient homes by utilizing space 
formerly needed for registers, radiators, pipes, 
furnace, fuel storage, and cellar. 


EASY TO ESTIMATE.EASY TO INSTALL— 
Just staple the cable to the ceiling base according 
to simple Ceil Heat engineering directions, and 
cover with plaster. Quickly installed by a local 
electrical contractor, Simple to calculate heat loss 
and cable required 


SAFE—I nvisible Ceil Heat is out of reach of 
fingers, furniture and drapes, yet it keeps floors 
toasty warm. Its low temperature makes it the 
safest he ating system from standpoint of fire, 
burns or explosions 


TROUBLE FREE—Cei! Heatiswate rproof, non 
corrosive—nothing to get out of order. Fully ac 
ceptable for FHA financing, G.I. insured loans, etc 

CEIL HEAT IS THE STANDARD — Radiant 
ceiling heating is now used in homes from coast to 

coast. There is no finer system 
for uniform, low-cost carefree 
warmth. And, Ceil Heat sets 
the standard. Perfected solely 
by Ceil Heat Div., Homes, Inc 
Sold only through electrical dis 
tributors to approved licensed 
electrical installers 
Lemmeted FRANCHISE area. avartamte 


Write today 


CEIL HEAT Division, Homes, Inc., Dept 
P. O. Box 1167, Knoxville, Tennessee 


NAME 


FIRM 
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ADDRESS 


City ZONE STATE 
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“FROM MOLTEN 
METAL 
To Finished Product” 


Every Step Under 
Wagner Control 


You get the finest “to work 
with” when you use Wagner 
Electrical Fittings. Tough, ac- 
curately cast, precision threaded, 
you're sure of uniform quality 
when they’re Wagner's. 


Every step from 
pattern to flask, 
to the pouring 
of molten iron, 
through machin- 
ing, plating, sort- 
ing and inspect- 


a 
ing are Wagner 
controlled. 

Years of special- 
ization, and experi- 
ence in the manu- 

facture of Malle- 

able Electrical Fit- 
tings are a guaran- 
tee of dependabil- 

: /~. ity. Specify Wag- 
ner Fittings and be 
sure of easier, 
smoother _ installa- 
tions. Nationally 
distributed through 
leading whole- 
salers. 


WAGNER MALLEABLE 
PRODUCTS CO., 222 W. 
Adams Street, Chicago 6, Illinois. 
Foundry and plant, Decatur 60, 
Illinois. 


Write today for illustrated Catalog 483. 
You'll find it a handy reference. 


WAGNER 


Malleable Fittings 


SOUTHERN REPRESENTATIVES 
George E. Anderson Company 
1903 Griffin St., Dallas 2, Texas 
y . Dawes & Co 
401-402 Rhodes Bidg., Atlanta 3, Ga 


‘aul _ 
226 Builders Bidg., Charlotte, N. C 





allowing the distributor to reduce 
his investment and increase turn- 
over. 

Contractors as well will benefit 
from this new program. With 
only 38 switches to purchase and 
install, they can carry a more 
complete stock with less invest- 
ment. 


Voltage changeovers 
(Continued from page 38) 


These were mailed three days 
before the scheduled outage and 
showed the various sections of the 
city to be affected. Similar maps 
were used in the full-page news- 
paper advertisements printed one 
day before the scheduled work. 

The two local daily newspapers 
carried stories—company-written 
—before and after each Sunday’s 
work. These stressed the benefits 
to be received by Frederick from 
the work, and made mention of 
Frederick Potomac Edison em- 
ployees by name wherever possi- 
ble. 

Radio stations carried an- 
nouncements as to the city sec- 
tions having outages, and an- 
nouncements were prepared that 
could have been broadcast if 
weather conditions prevented 
work on the lines. No weather 
trouble was encountered, how- 
ever. 

As a follow-up, a newspaper 
story was released which thanked 
Frederick customers for their co- 
operation in the big changeover 
project. 


Vapor-cooled transformers 
(Continued from page 36) 


A vaporization-cooled _ trans- 
former will be as safe or safer 
than liquid-immersed or dry-type 
transformers because the fluoro- 
carbon liquid is not only non-in- 
flammable, but has fire-extin- 
guishing properties. 

Heat transfer by vaporization 
is far superior to that obtained 
with circulating oil. Therefore, it 
is possible to design a more com- 
pact coil assembly and to reduce 
the external cooling surface. As 
a result, there is no inherent limi- 
tation to the size of vaporization- 
cooled transformers. 

Because of the excellent heat 
transfer between the coils and the 
tank-cooling surfaces, it should be 


possible to utilize to better advan- 
tage the temperature rise of the 
copper above the ambient. 

In fact, the temperature at the 
external coolers is about the same 
as that of the coils. In addition, 
the coolers can be located, when 
desirable, at a reasonable distance 
from the transformer. 

Since the dielectric strength of 
the fluorocarbon vapor is superior 
to ordinary gases, it should be 
possible to extend the voltage rat- 
ing of vapor-insulated transform- 
ers far beyond the present 15-kv 
ceiling for dry-type transformers. 

Even though only a_= small 
amount of fluid is used in the 
transformer (a fractional amount 
compared to a_liquid-immersed 
unit), its present high cost may 
result in a unit that actually costs 
more than a_ liquid-immersed 
type. Aside from this, the parti- 
cular advantages of vaporization- 
cooled transformers will deter- 
mine their application. 

Where a degree of safety is re- 
quired that is not obtainable from 
liquid - immersed transformers, 
where space and voltage require- 
ments rule out dry-type trans- 
formers, and where extremely 
compact installations with forced 
external cooling or a remote cool- 
er are required, a vaporization- 
cooled transformer may be ex- 
pected to provide the most suit- 
able and economical answer. 


Proper grounds 
(Continued from page 31) 


continuing it as a means of 
grounding. 

Improvement could be obtained 
by a_ multiplicity of driven 
grounds or buried wire, all bond- 
ed to the water system. 

Quite often when a lighting sys- 
tem is first installed there is no 
water system and a driven elec- 
trode is required. Later a water 
system is installed by the prop- 
erty owner or others without the 
inspector or power company’s 
knowledge and the change in 
grounding is not made. 

We should all be on the alert 
for this condition as we can be of 
real service to the property own- 
er by having these connections 
made 


In considering equipment, other 
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YOU WILL LIKE THE NEW 
INTER-JYATIC TIME SWITCH 


Trede-mark 


(> 
Kags 





AUTHORIZED 


The easiest of all time switches to TER STATIC 

: me TIME SWITCH 
install, set, and operate. Now avail RAGOGRY Gapeneneetatedes 
able in a complete line. Ask your 


wholesaler for a demonstration today! Woe ew & Company 


401-402 Rhodes Bldg. 
BALTIMORE 2, MD. 
L. J. Daniels 
nit mo clitoris ae 
TO REMOVE MECHANISM =. : ge EXTRA TRIP- Seuthern Salee & Service Co. 
—just press spring. A without removing 


the dicl, 2809 Whiting Avenue 


CINCINNATI 6, OHIO 
asy Pratt & Bush Elec. Sales 
) g 2425 Gilbert Ave. 
TO SET TIME — just pull , TO CHECK operation of ORAS }. TEXAS 
dial forward — turn in the motor thru window Ges 8. Vaikus Co 
either direction. in motor cover. sctt Rate, Se. 
INDIANAPOLIS 22, IND. 
Clyde Warble & Associates 
‘ 521 N. Tremont Ave. 
If your regular wholesaler doesn't have the NEW INTER-MATIC NEW ORLEANS 12. LA. 
in stock, contact your authorized factory representative, who will A. Weilbaecher & Co. 
tell you the name of the nearest INTER-MATIC distributor. 545 Dryades 
PITTSBURGH 22, PA. 
Mfd. by INTERNATIONAL REGISTER CO. H. W. Grostzinger Co. 


‘ - 224 Penn Ave. 
2624 W. Washington Bivd., Chicago 12, Ill. RICHMOND 22, VA. 
QUALITY PRECISION PRODUCTS SINCE 1891 Leo A. Roach 7 ) 





4019 Clinton Ave. 











A BRIGHT IDEA FOR BETTER BUSINESS 
..-«KILLARK cLUSTER-LITES 


Good lighting attracts good business. 
Customers are irresistably drawn to the 
clean, bright areas created by Killark 
Cluster-Lites. Check these features for 
top lighting efficiency: 





FLEXIBLE: Spot every lamp exactly where it’s needed. 


@ WEATHERPROOF: Sealed Beam Lamps are completely enclosed 
against dust, dirt, moisture. 


RUSTPROOF: Aluminum construction for longer, uninterrupted 
service. 


LOW MAINTENANCE: Simple, compact design; no reflectors to 
clean or re-paint. 


COUNTLESS USES: Filling stations, parking lots, drive-ins, sport a 
areas, etc. = : Write for 
SALES OFFICES and WAREHOUSE* STOCKS 7 Illustrated 
*Atlanta—69 Mills Street, N.W Bulletin. 
Baltimore—401 Nat’! Marine Bank Bidg 
Cincinnati—49 Central Avenue 
*Dallas—1901 Griffin Street 


and Easton Aves. St. Lovis 13, Mo. 
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than water heaters, including mo- 
tors either for water pumps or 
other purposes, the same precau- 
tionary measures should be taken. 
This consists of grounding to the 
water piping system, if one is 
available, and bonding the frame 
of the equipment to the same 
grounding facilities as used for 
the neutral, whether this be a 
water-pipe ground or driven elec- 
trode, thus minimizing the poten- 
tial difference between the con- 
ductors and equipment at the in- 
stant of discharge. 


Power for production 
(Continued from page 29) 


He points out that a small in- 
vestment in capacitors may not 
only pay for itself in reduced pow- 
er bills in a short period of time, 
but additional loads may be han- 
dled without adding new bus 
duct, new transformers, or in- 
coming leads. 

There are added benefits, he 
continues, in better voltage regu- 
lation, with increased efficiency 


to lighting, heating, and power 
loads, and reduced power losses 
in conductors. 

Mr. Wagoner ends-his presen- 
tation with an appeal for a re- 
examination of individual plant 
power requirements and existing 
equipment, to see how they mea- 
sure up to modern practice. 

“You well may see how the re- 
application of existing equipment 
or the proper application of new 
equipment can increase your 
plant’s capacity for ‘More Pro- 
duction Ahead.’ ” 


Tampa Electric relights 
(Continued from page 27) 


lighting equipment and air-con- 
ditioning ducts were concealed 
above the acoustical ceiling. 
Lighting equipment was sup- 
plied by the Pittsburgh Reflector 
Company through Graybar Elec- 
tric Company, Tampa. Electrical 


_work was done by Hamilton-Gow- 


er Electric Company and consist- 
ed of considerable work in addi- 











ODN OO) 


| mead 


FEWER, FASTER “3,2, °2<"%5,7%" 
\ BRUSH CHANGES 


» 


TO ABSORB OUTSIDE visration... NEOPRENE PAD BRUSHES 


New brush gives you longer 
brush life, better motor perform- 
ance, less commutator grinding. 


ee OFFICES 


Spring hammer rides on Neo- 
prene pad that absorbs all vibra- 
tion, cuts fatigue and sparking. 


Precision-made Helwig Brush- 
es fit your commutator and 
rings exactly. There's less arc- 
ing and wear because there's 
no “field variation.”’ That 
adds up to longer brush life, 
better motor performance. 
What's more, you save pro- 


have to cut down so-called 
standard” brushes. Get the 
complete story on CON- 
TOURED Brushes from your 
nearest Helwig office. 


tion to the actual installation of 
lighting troffers. 

Extensive work was done re- 
modeling old feeds and circuits, 
installing new panels, and in gen- 
eral preparing for a _ future 
change-over to a four-wire three- 
phase system. At the same time, 
extensive changes were made in 
the telephone cable system. 

The acoustical ceiling, a non- 
combustible, mineral fibre mate- 
rial, was installed in 12-inch 
squares, supported by all-metal 
furring. 


Control enclosures 
(Continued from page 25) 


(2) It should prevent fire and 
sparks from escaping. 

The Subcommittee on Textiles 
of the American Institute of Elec- 
trical Engineers, comprised of in- 
terested engineers from all seg- 
ments of the textile industry, has 
studied the problem and come up 
with specific recommendations on 
functional features to be incorpo- 
rated in a suitable case design. 

These specifications are offered 
the industry for its consideration 
and comments. Worthy sugges- 
tions for modification of any pro- 
visions included will be incorpo- 
rated in the final form of the 
specifications. Those, then, will 
constitute an ideal at which 
manufacturers of such equipment 
may aim to satisfy requirements 
of lint atmosphere applications. 

Those who have comments on 
these specifications are urged to 
send them to R. S. Gardner, at 
AIEE headquarters for transmit- 
tal to the committee. The address 
is 33 W. 39th St., New York 18, 
i 2 


Putting humor in ads 
(Continued from page 24) 


Copy points out that the com- 
pany is “geared to save you 
money through expert techni- 
cians, supervised by a graduate 


4 Tel. 3-9819 engineer, labor-saving devices on 
all trucks—and 30 years’ exper- 
ience. A consultation costs you 
nothing!” 


3 Ch. 4-6549 
New Orleans... .Magazine & Poydras; Ma. 3925 
Oklahoma City. ..323 NW 2nd St.; Tel. 2-6881 
St. Louis 1913 Washington Ave.; Ch. 6510 


Lewy RG MPRET AD toa crystal aes 


A typical cartoon ad shows a 


HELWIG CO.,-Carbon Products 


ae winsome housewife “on trial for 


: murder” with a perspiring judge, 
defense attorney, jury in the box, 
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eeeCUT TIME — CUT COSTS 
with 


No-Kink 
FISH TAPE 


Pushes and pulls easily 
around four 4 ds 
in aluminum conduit, 
or six in steel. No 
stiff steel tape or 
sharp edges to gouge, 
stick or cut 

Coils easily—no 
necessary. Rustproot 
aircraft control pe 

cable, galvanized spring protected, will not kink or break. Pulls over 
box edges and conduit ends without curling—requires fewer boxes and 
fittings. Pays for itself on one job. 25, 50 and 100 foot lengths 





CLAMP-IN 


Jifty BOX SUPPORTS 


Quickly installed in any kind of wall—sheet- 
rock — beaver board — lath and plaster — 
wood — metal lath, etc. Holds switch boxes 
firmly without screws or nails. A great time 
sover 


Contact YOUR “‘Jiffy’’ Representative for full information 
Texas 


JIM_ ARNOLD 
1715 W. 30th St., Austin 


Ark.—Okla 
BUSTER FAIN 
6134 Overlook Dr., Dalics 


La.—Miss. 
DUIZEND, FAIN & LEVIN Ala.—Fla.—Ga.—Tenn 
514 International Trade Mart R. H. POLLOCK & ASSOCIATES 
New Orleans, La Box 1671, Atlenta, Go 


deW Lint 
EFFICIENCY — SERVICE — ECONOMY 


SSCSSSSSSSSSSSSSSHSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSOSSESE 


PSCHNSSSSSSSSSSHSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSOSSES 


1144 WEST WASHINGTON BOULEVARD 


CHICAGO 7, ILLINOIS 











NATURLITE 


Reg. U.S. Pat. Off 


Fluorescent Fixtures 


Deliver maximum efficiency and economy . . 


. Low original 
and maintenance cost . . 


. More light for the same dollar. 


LIGHT & POWER UTILITIES CORPORATION 


1035 Firestone Bivd., Memphis, Tenn. 175 Sth Ave., New York 10, N. .Y 
Southern Representatives 


e@ C. K. Ramond @ Bob Kuzell @ Marion Picard 
301 Bellaire Drive 639 Whitehall St., N.W Box 2523 
New Orleans, La. Atlanta, Ga. Charlotte, N. C 











Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design” sum- 
marizing the latest authorative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 
your copies. 


ELECTRICAL SOUTH 
806 Peachtree St., N. E. Atlanta 5, Ga. 
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Many thousands of these “Buffalo” Fans now operating 
are doing a good job on ventilating service. Their 
quiet, low-maintenance performance and long life are 
continually adding to the “Buffalo” reputation for 
value. Shown here are three of our most-called-for fans. 
You'll want to get the facts on these profitable lines 
which meet many requirements. 


“BUFFALO” “E” BLOWERS-EXHAUSTERS 


Husky, one-piece units for 
forge and furnace blowing, 
cleaning operations, cupola 
work. A number of these 
units often effect installation 
and power savings over one 
large fan, and permit flexi- 
bility of operation. WRITE 
FOR BULLETIN 3014-C. 


“BUFFALO” BELTED 
VENT FANS 


light, 
installed ventilation * 
fans. They are non-overload- 


Here are compact, 


easily 


ing, and can be installed in- 
doors or outdoors. Capacities 
are from 500 to 20,000 cfm 
at 4” sp. WRITE FOR 
BULLETIN 3720. 


“BUFFALO” BREEZO FANS 


So simple to install and service, these fans appeal to 
economy-minded firms! Of heavy-duty 
throughout, they have rigid die-stamped panel, arms 
and blades. Available in 6 sizes, 8” to 24”. WRITE 
FOR BULLETIN 3222-F. 


construction 


) fy First For 
Fons 
COMPANY 


BUFFALO, NEW YORK 
‘Co., Led., Kitchener, Ont. 


Branch Offices in All Principal Cities 


BUFFALO 


210 MORTIMER STREET 
Canadian Blower 





“eAkefurd 
114 PAO aS BELTED VENT SETS }“““* 


E BLOWERS Diep i | 


R FANS 





and a pistol marked “exhibit A” 
on a table in the foreground. 


A NAME Li Ka Viigtione ag Secretly Sire 
GROWING BIG WW: =a lamps, radios, roasters, 


ironers, 
—ELECTRICALLY Wy = washers, refrigerator, mixer, 
clock—and all the time we only 

Yj . had one wall socket!” 

In a paragraph below, the ad 
points out, “There comes a time of 
reckoning in the lives of all elec- 
trical installation. Ever-increasing 
loads brought on by modern liv- 
ing call for enlargement and mod- 
ernization of circuits.” 

Run at odd intervals, the car- 
toon ads have been particularly 
effective in old cities such as New 
Orleans, where there are thou- 
sands of dwellings 50 years or 
more of age. 

Many of the city’s fine old two- 
story frame homes have been re- 
modeled into apartments, and 
only one or two electrical outlets 
were provided during the original 
remodeling. Most of the homes 
which have remained intact must 
use a network of extension cords 
in order to operate ordinary elec- 
trical appliances for modern elec- 
trical living. 

Because of the heavy expense 
in the use of appliances such as 
room coolers, television, window 
fans, electrical housewares in the 
kitchen, etc., a commanding ma- 
jority of New Orleans homes are 
definitely in the market for wir- 
ing improvements, Mr. Weisfeld 
has found. 

Net results of the 1951 cartoon 
series have been a steady stream 
of telephone calls from interested 
™ , homeowners, all applying for the 
wag mangoes gg Aap ee ee ne firm’s cost - free “consultation 
pressure on all sides. Pulls up pound forms a service. 

— evenly, without waste mo- long-lasting bond : Mr. Weisfeld, himself a grad- 
for watertight uate electrical engineer, and sev- 

GRIPCNS PROMENENS sevetimele § —aretestion. eral other veteran electricians on 

installation. Prevent distortion of 

bushing. Give extra-tight grip that the staff, are all qualified to ex- 


means longer lasting protection. amine a home. They figure on- 
QUICK-TIGHT SEAL with hex-nut and the-spot remodeling cost, parts 
y oreo or ae ppd and equipment cost, and labor 
features. charges, and are able to give the 
WRITE for full details and latest Catalog of homeowner an estimate before 
the complete M & W line of quality fittings. leaving the house, in most instan- 


ces. 

















While costs are often higher 
than the homeowner had antici- 
pated because of current inflated 

prices, the firm is nevertheless 

The M. &W. ELECTRIC MFG. ., ie showing a high return on every 
EAST PALESTINE, OHIO ., estimate call. Through effective 
scheduling of its remodeling 
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DIXISTEEL- QUALITY. .-HOT-DIP 


GALVANIZING 


FOR CASTINGS e FABRICATED PARTS 
PIPE e BARS e STRIPS e TANKS 
Up to 24x3x3 feet * 


Your parts or products can have the same high- 
quality, hot-dip galvanizing used on our own DIXI- 
STEEL products. Small, tight spangles . . . smooth, 
uniformly-heavy coats of zinc . . . no fins. A tough, 
rust-proof finish that withstands severe bends without 
cracking or flaking. 
Write today for quotations on this 
superior service. Give full details of 
materials, including dimensions. 


American Blower Ventura Window 
Fan. Capacity 3200 cfm, free delivery. 


PERFORMANCE SELLS 


Ability to move air in sufficient quantity and to do it 

quietly—that’s the kind of performance which 

American Blower Ventura Window Fans. 
Without exception, customers who have purchased 


these reliable fans have been delighted with their excel- 
lent performance! 


“HOT DIP. 


CALVAMITING 


sells 


Atlantic Steel Company 
DIXISTEEL) sin 
ATLANTA, GEORGIA 


MAKERS OF E 1901 


Customer acceptance 


like this, backed by products 
that are quality built, 


reasonably priced and easy to 
install, are more reasons why you can build a better 
reputation, earn more profits with American Blower 
Ventilating equipment. 





Ask your nearest 
data. 


American Blower Branch Office for 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of American Raviator & Stavdard Sanitary « 


Sell quality! 


AMERICAN BLOWER 


Air Handling Equipment 


That a 


wires and screw on ‘“‘Wire-Nuts.” 
! Makes wire joints twice as easy — 


faster — oe ——. py | 


le per 
shake 





joint! Safe for a lifetime — can’t pull 
loose. Bakelite shell keeps 


wire 

covered. For all wires from 2 No. 18 

up to 3 No. 10. 
Sold 


leading distributors. 








Packaged Ventura 
Attic Fan—Built for 
vertical operation in 


Model A Ventura Fans 
—Smartly styled. 
No exposed wiring. 


Utility Sets—Fine as 
supply or exhaust 
fans in stores, schools, 


IDEAL INDUSTRIES, Inc. 
1017 Park Ave., Sycamere, Iii. 


FREE SAMPLES... Send free sample IDEAL 
“Wire-Nuts” 


MAIL 
COUPON 
TODAY FOR Oya 
FREE COMPANY Tor 
SAMPLE Abenei 
CITY. — ll | le 


canal ee 
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low bridge attics. Smooth, easy-to- etc. Have 
Only 10 easy steps clcan surfaces. Built Control 
to install. Ratings in capacities from tion of air flow 
are Certified. A real 1000 to 9700 cfm, 
profit maker. free delivery. 12 sizes. 


oes home and Aerenaass 


CATOR + KEWAN 





Aileron 
for regula- 


pacities from 517 to 
17,925 cfm at \”"S 








SPECIFY THESE TIME-TESTED LINES 
WHEN YOU ORDER FROM YOUR 
LOCAL ELECTRICAL DISTRIBUTOR 


DURA 
ELECTRIC LAMP CO. 


The most complete line of ETL approved fluo- 
rescent starters available. 


STAR - A 
ELECTRIC MANUFACTURING CO. INC. 


A complete line wiring devices, extension and 
cord sets, switches, receptacles and specialties 


SUNBEAM 
ELECTRIC MANUFACTURING CO. 


A complete line of competitive incandescent, 
circline, and industrial fluorescent fixtures 


RAYLITE 
ELECTRIC CORPORATION 


A complete line of Christmas lights, decorations, 
and specialties. Paramount trade mork. 


DOMINION 
ELECTRIC CORPORATION 


A complete line table appliances, fans, irons, 
and i? appliances. Our territory: La., Miss., 
and W. Tenn. Fans only in Fla. 




















Sold Thru Wholesalers Only 


JULES J. DREYFUSS’ SONS 


ELECTRICAL FACTORY AGENTS 
324 PETERS ST., S$. W.| 1820 N.W. FIRST AVE. 
ATLANTA 3. GEOR ORGIA | MIAMI 36, FLORIDA 
MAIN PHONE 2-6736 




















NON-METALLIC — BX. 
& GROUND WIRE 


SERVICE ENTRANCE CAP 
TEIERTT SOIREE Se: AN RARE 


Sold Thru 
Your Local Wholesaler 


ATLANTIC CONDUPE 
FITTINGS CO, 
BOSTON, MASS. 


Southern Representative 


Hopper & McCoy 
454 Marietta St., N. W. 
Atlanta 3, Georgia 





crews, they have been able to 
carry out the job usually within 
the matter of a few days after the 
initial call. 

“One good house-rewiring job 
invariably sells several others,”’ it 
was indicated. ‘We find that 
many women are weary of string- 
ing cords through the dwelling 
and cleaning around them while 
sweeping the floor, dusting, etc. 

“They are usually so pleased 
to have a multiple series of out- 
lets they talk about them enthu- 
siastically to friends.” 


Trends in heating 
(Continued from page 23) 


thermostat in the home and this 
controlled the temperature evenly 
over the entire house. 

“Now, at an average extra cost 
of about $15 per room, we install 
a thermostat in every room. The 
home owner can cut down the 
heat in the unused rooms or off 
altogether and save electricity 
like nobody’s business. Even by 


~ setting the thermostat at 60° F in- 


stead of a normal 70, the saving 
in fuel is immense. 

“Another advantage the home 
owner doesn’t think about until 
reminded is this: 

If the family wants to leave 
town for a few days and lock the 
house up, they can cut down all 
the thermostats to a minimum low 
enough to keep water pipes from 
freezing and yet keep fuel ‘costs 
down while the house is not being 
used. 

“In a coal-heating system some- 
one would have to re-fuel while 
the family is away.” 

Electricity has enough advan- 
tages and conveniences to make it 
a formidable competitor over 
fuels, even in most higher-rate 
sections of the country. If con- 
tractors will study these facts and 
play them up for all they are 
worth, they will open up a mighty 
profitable field. 





| CLAMP... LOCK) Baran 


WAY 





This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 


Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


ERUECER by; Teron 


NJ VINE AT THIRO-ES * CINCINNATI 2, OHIO 





ALWAYS SPECIFY THE BEST 
WHITER THAN WHITE 


@ Industrial 
© Commercial Floodlighting 


© Pump Island Installations 


The JONES METAL PRODUCTS CO. 
WEST LAFAYETTE, OHIO 
Sold Exclusively through Electrica! Wholesalers 

















STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 


AKE IT SLIMLIN 
STA- Britt FLUORESCENT MEG. co. 
325 NW 22nd Lane, Miami, Fia. 








CORROSION ENGINEERS 


Wanted by large consulting firm — Corro- 
sion Engineers with minimum of four years 
experience in corrosion investigations and 
design of cathodic protection on pipe 
lines and lead cables in country and city 
net works. Must be graduate electrical 
engineer (or equivalent). Work involves 
extensive travel. Only applicants with 
above qualifications will be considered. 
Give full details of education and experi- 
ence, and reference, in application. Box 
653, Electrical South, 806 Peachtree St. 
N. E. Atlanta 5, Georgia. 
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Household and Commercial Appliances Television 


ELECTRIC HOUSEWARES GIFTS—The program to pro- 
mote electrical housewares as gifts for all occasions is IN THIS ISSUE: 
gathering impetus. Lansburgh and Bros., of Washington, 
D. C., won top honors in its class for this window display ; ‘ 
7 . Fs Geared for allocation 
featuring electric housewares as Mother’s Day gifts. 
Simple demonstrations best 


Keeping salesmen interested 





=P qavit 


“on ip 
MRE! SHAS 
S> 8. aig i « 


Xe 


‘ 





Has everything the housewife could want in a deep 
fryer! Automatic temperature control simplifies the 
process. Its four-quart capacity readily holds 3 
pounds of shortening or cooking oil. Round, seamless 
cooking chamber — no corners in which grease can 
congeal. Easily drained through faucet at rear — 
quickly cleaned for next time. Lustrous, chromium 
finish! 





There’s an eager, willing market for this handsome, 
useful appliance. Get samples now and plan your 
fall and winter sales promotion. 


A full line of table appliances--distributed through 
reputable distributors across the nation 


DOMINION ELECTRIC CORPORATION — MANSFIELD, OHIO 
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ANOTHER CONCENTRATION 
* 

OF CONSUMER ADVERTISING 

TO PRE-SELL THE 


REGIN 


ZV" GE 
TWit-BRUSH 


POLISHER and SCRUBBER 


REC 


ONDITIONING KIT EXTRA 


"54995 


Also producersof 


Industrial Twin-Brush Floor Machines 
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¥ 9 LEADING MAGAZINES 


87 MILLION READERSHIP 


eT ee 


retail selling season 


USE THIS 
COUPON 


a : 
— se | —-—— 
The Regina Corporation, Rahway 12, N. J. 
Please send: 
(] Name and address of distributor for my territory 
(] Regina Polisher dealer heips 
STORE NAME 
ADDRESS. 


SIGNED__ 


67 





One of America’s 
Leading Lines 


it carries a 


10 YEAR 


Guarantee 


Jackson Automatic Gas Water Heaters 
Offer You Excellent Profits 





Jackson stands firmly behind you in guarantee- 
ing its water heaters to home owners. So confi- 
dent do we feel about the quality of materials 
and workmanship in our heaters that we guar- 
antee them for a full ten years under our 
warranty and protections plan. This added sales 
feature makes these heaters sure-fire with home 
owners, offering you an important source of 











Phone, wire or write today 
for details on the Jackson 


products and franchise. 
Approved by the 


American Gas Association 


W. L. JACKSON MANUFACTURING COMPANY, INC. 


1222 E. 40th Street Chattanooga, Tennessee 


SALES REPRESENTATIVES 


J. A. LLOYD FACTORY SALES AGENT L. 0. LEDFORD GEORGE H. ANDERSON 
Warehouse Stocks Carried SALES AGENCY COMPANY 


375 Whitehall St., S. W 2506 Lucena Stree 
Atlanta, Georgia Charlotte, N. 
Telephone WALnut 6248 Telephone 5-8258 


68 


311 Chickamauga Avenue P. O. Box 2235 


Rossville, Georgia 


235 
Memphis, Tennessee 
Telephone 89-5554 T 2 


elephone 9-27 
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ge ge DIFFERENT 


===. KALAMAZ00 


GAS AND ELECTRIC 


EVERY FEATURE A SALES-MAKER "| 


@ The Biggest Oven in Any Domestic Range! 

@ The Newest News... Broiling-Over-Glass! 

© Top Light Shines Through Glow-Light Glass Panel! 
© Glass Oven Handle With Easy-Dialing Cook Chart! 
@ Electrics have Speedy, 7-Heat Chromalox Units! 


© Gas models have Harper-Wyman Center- Simmer Burners |} 
—burn manufactured, natural, or L.P. gas! 


THE MOST SALES -EXCITING RANGES 
IN AMERICA! g 


yen 
For dealerships and distributorships in choice As 4 
territories write the Kalamazoo Stove & Furnace ¢t 
Company, 202 East Michigan Avenue, ie ) 


vA Sa 0 





CELEBRATING ITS 50th YEAR 



































Corral More ofits 


with EMERSON ELECTRIC HEATERS 








1. Low inventory investment... meet 
all quality heater customers’ 
needs with only two models. 
Fast delivery on re-orders! 


2. 5-Year guarantee . . . the same 
guarantee that backs famous 
Emerson-Electric fans, assures 
customer satisfaction! 


3. Easy to sell... free mats, display 
cards and folders drive home the 
powerful story on Emerson’s 
exclusive features, clinch sales! 








GREAT 














MODELS 


EACH IN 2 POPULAR FINISHES 


th baked metalescent bronze 





e lustrous baked ivory en 1 


- 
-_ 


Emerson-Electric 


RADIANT HEATER 


' A radiant heater with really 
big heating capacity. Built to 
Emerson’s exacting top-quality 
standards. Radiates penetrat- 
ing heat in a wide arc. Exclu- 
sive 167 square inch chrome- 
plated reflector. Quick, cozy 
comfort. 


Combination 
RADIANT & FAN-TYPE 
HEATER 


Quiet, rubber-mounted fan-duty 
motor and exclusive Heatray- 
Reflectors combine penetrating 
fan-forced heat with a cheery 
glow. Non-tip design. Easily 
moved. Adjustable to direct heat 
where wanted. Exterior remains 
cool to touch. 


Contact your Emerson-Electric Distributor or write 
today for Catalog and Sales Help Folder No. 621. 


THE EMERSON ELECTRIC MFG. CO., ST. LOUIS 21, MO. 


EMERSON “7s ELECTRIC b 


FANS +» MOTORS 





oo 


APPLIANCES 


ELECTRICAL SOUTH for SEPTEMBER, 1951 








Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information beoklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
We will tell each 


manufacturer to send directly 


written. 


to you the information you 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The serv- 
ices of a number of consul- 
Whether 


your problem relates to sales 


tants are available. 


promotion, lighting or wiring 
layouts, applications of the 
Electric Code, or 


equipment application, it will 


National 


receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 











Features! 


that’s why fenith is America’s most 


demonstrable Television / 


=A Need a magic formula for higher turnover? Zenith has it! No mystic words 
own 


~: No Aladdin’s Lamp. Just a big, strong, sales-winning combination of more 
‘i ‘hese Ake tee | features and better features . .. a combination prospects can’t seem to resist! 
Cheek | Featured here—two of the hottest models in television today. Packed 
tp SELL! with Zenith features, Zenith quality . . . yet priced so low they spell top 
and youre sure value to customers . . . top turnover for you. Cash in now on Zenith 
pre YHF—Zenith America’s most demonstrable television! 
pone ars met a. ee 
UHF stations in just to buy! 
costly external converters 


The Burke 
, 18th Century cabinetry at its tasteful 
Chassis | , 
ee signals. ' best, interpreted in rich Mahogany 
1 in w . 
_“reaches out” to pul siher piewre veneers and selected hardwoods. With 


Zenith 17-inch rectangular tube 
Model H2052R. 


Se 


ow” and 
Minimizes“ in fringe ores. 
‘aults— 


Gated Control— 
Automatic Gain 
tiny electronic gate admits picture — 
for 15 millionths of © - 

closes to lock out interferenc 


One-ttacd Automatic Tuning me 

poker wpa we. 

woton fer s adjustments required! 
re- 


The Marlowe 


Get ready for sales . . . when you 
feature the Marlowe! A com- 
pactly modern table model cov- 
ered with functional Mahogany 
Pyroxylin. 17-inch rectangular 
Blaxide* “Black” picture tube. 


“Glere-Ban Model H2029R. 


Tube—for one on 

clear and “reo lighted | 
contrast—permits viewing i . eA The quolity built into every Zenith 
room—as doctors recom is positive assurance that Zenith 
profits ore profits you can keep 

No extra service, rebates, and other 
costly attempts to pocify customers 


a MS ae 


ZENITH RADIO CORPORATION, CHICAGO 39, ILLINOIS 
a Also Makers of Fine Hearing Aids 
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SFLO7- listributors are 


Know the #/2o7- distributor executives who serve you 


Thor Corporation is rightfully proud of the out- Shown here are ten of the Thor distributors 
standing Thor distributors you will see pictured who serve our dealers in 5 territorial divisions. All 
here each month! We believe that when it comes to of our distributors are working toward a common 
the things that really count in helping Thor dealers goal: to give every Thor dealer all the tools he needs 
with advertising, merchandising, sales and service to sell more Thor products—to do a constantly bet- 
—our distributors are away out in front. In fact, ter selling and merchandising job—with bigger 
that’s WHY they are Thor distributors! and better profits for every Thor dealer! 


Eastern Division Central Division Southern Division Midwestern Division Western Division 


E. L. MILLIGAN O. O. PHILLIPS E. J. CARPENTER SIDNEY A. CRYSLER 
Sales Manager Sales Manager Sales Manager Sales Manager 
David Kaufmann’s Sons, Inc. State Distributing Company Home Appliance Distributors Appliance Distributors, Inc. Seottle Hardware Company 
Mount & Cole Sts. 30 lonia Ave., N. W of Arkansas Wazee Market 501 First Avenue, South 
altimore, Maryland Grand Rapids, Michigan 114 East Bridge St. Denver 4, Colorado Seattle 4, Washington 
Little Rock, Arkansas 


MANDELL M. GREEN ROBERT MORRIS CHARLES R. REW, JR. ROGER H. PENICK Cc. T. NYSTROM 

les Manager Sales Manager Sales Manager Sales Manager Sales Manager 
Northeastern Distributors, Inc. Hamburg Brothers Alabama Appliance Co Covington Distributing Corp. Kierulff & Company 
588 Commonwealth Ave. 213 Galveston Ave. Ist Ave. North & 13th St. 34 North Hamilton 820 W. Olympic Bivd 
Boston, Mass Pittsburgh, Pennsylvania Birmingham, Alabama Houston 2, Texas Los Angeles, California 


and we are proud of our distributors’ salesmen too! 


*arc. U.S. PAT. OFF. Yhor CORPORATION, Chicago 50, Illinois 
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the best in America! 


Our distributors’ salesmen know how to 


help SH207- sealers sell 


We’re also proud of our Thor distributors’ and customers—at a cost of only a few 
salesmen. They, too, are on their toes . . . well- dollars a month! Thor ideas mean business! 
informed . . . always prepared to spend time to 
help you move more merchandise . . . to make 
more money. 


To prove this to yourself, try the following 
short quiz on your Thor salesman —next time 
he calls. Score 25 points for each correct an- 
Ask your Thor salesman to show you tested swer. See how he scores! We'll bet you a new 
ideas on how to bring in ready prospects Stetson hat, you can’t stump him! 





QUESTION 
1. How can | increase my sales this month? 
2. What is the new Thor 5-Year Protection Plan? 
3. How will it help me increase my business? 


4. How will Thor advertise this 5-Year Protection Plan? 











P. S. Your Thor salesman is vitally interested in 
your success—in helping you do an ever-better sell- 
ing job. That's why he'll appreciate your testing 
his knowledge by asking him the above questions. 
Follow his suggestions. They are tested ideas that 
will make more money for you! 


M. R. (BoB) WILSON 
General Sales Manager 


YRor CORPORATION, Chicago 50, Illinois 
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Sales Flow Readership ana 
MORE SOUTHERN 


RURAL FAMILIES READ 
FARM and RANCH- 
SOUTHERN AGRICULTURIST 

THAN ANY 


OTHER MAGAZINE 


YOUR DIRECT LINE TO MORE BUSINESS CIRCULATION GUARANTEE 
Eictifed farm and ranch vones nog Wy YOZOOO 


South and Southwest total more than all 


those in the North Central and Western e Farm magazines are No. 1 publications influencing sales 
States put together... and Farm and Ranch- and 


Southern Agriculturist subscriber homes 
with electricity number more than the total FARM and RANCH-SOUTHERN AGRICULTURIST reaches more 


circulation in the South of any national 
sensialahs Side quale dhaties te Gomme exneent people with more money in the rural South than any other 


when the products you sell are pre-sold in magazine . . . 


pee nding Farm and Ranch-Southern It puts your product story in more Southern homes, at less 
cost, than any other magazine! 








It’s that simple—more readers mean more buyers. 
Write, wire or phone for the number of Farm and 
Ranch-Southern Agriculturist subscribers in any 
Southern or Southwestern county. Compare these 
figures with those of the second farm publication— 
and you'll be convinced! 


n and Ranch 
nasco 3 
yn-Reilly, Ltd 
’ 814 Central Tower 
Nashville 10, Tenn 3 higan Ay 1709 W. 8th $ 703 Market St 
Telephone: 42-5511 earborn 2-5182 DUnkirk 8-1179 Douglas 2-4994 


Publishing Co 


318 Murfreesboro Rood 
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(Additional items will be found on pages 5, 7 and 77) 


2004—Air Conditioning Equipment. New Bulletin No. 
3158-B, “Central Air Conditioning Equipment,” contains com- 
prehensive information on this type of equipment along with 
charts, specifications, and maintenance instructions. The bulle- 
tin has been released by Buffalo Forge Co., P. O. Box 985, 
Buffalo 5, N. Y. 


2010—Water Heaters. An illustrated folder describing Bell 
Water Heaters and the ten-year guarantee and warranty is avail- 
able from Adacar Mfg. Co., Napier Field, Dothan, Ala. 


2012—Room and Unit Heaters. Electromode Corp., 45 
Crouch St., Rochester 3, N. Y., has announced two new cata- 
logs, each of which contains descriptions, complete specifica- 
tions, illustrations of the units, and shows typical installations, 
as well as other helpful information concerning heatin on 
tricity. Catalog EC-62 is the industrial catalog, and No. EC-63 
is the domestic catalog. 


2014—Hot Water Heaters. Informative and well-illustrated 
data are available from M. M. Hedges Manufacturing Co., Inc., 
Chattanooga, Tenn., on their line of Mertland Automatic 
water heaters. 


2018—Electric Fans. A 28-page, profusely illustrated booklet 
describes in complete detail, this company’s line of fans. 
Booklet available from Emerson Electric Manufacturing Co., 
8lst and Florissant Ave., St. Louis 21, Mo. 


2022—Window and Attic Fams. A four-page catalog piece 
ety illustrated and containing descriptive information on 
0 


the new low cost “all in one — window and attic fans 
has just been released by the Viking Air Conditioning Corp., 
5601 Walworth Ave., Cleveland 2, Ohio. [Illustrations of auto- 
matic ceiling shutter and automatic electric timer are included. 


2024—Electric Water Heaters. New specification sheets are 
now available for a full line of cylinder and table top models, 
featuring the Water Hotter, from the White Products Corp., 
Middleville, Mich. 


2028—Fans. Catalogs Nos. 863 and 864, just issued by Chel- 
sea Fan & Blower Co., Inc., 639 South Ave., Plainfield, 
N. J., include descriptive copy, oe, dimensions, photo- 
gtaphs, etc., of a full line of fans for residential, commercial, 
and industrial uses. These catalogs include information on 





17 types of ventilating and comfort cooling equipment varying 
in size from 12 inches to 60 inches. 


2030—Electric Fans & Drills. Signal’s complete line is shown 
in a new catalog just off the press, fea:uring a wide variety of 
desk, pedestal, exhaust, and vent fans. Literature on drills, tele 
raphic equipment, and motors is also available from the Signal 
lectric Mfg. Co., Menominee, Mich. 


2034—Electric Flat Irons. [Full information on American 
Beauty Electric Flat Irons in a weight, a shape, a size for house 
hold, as well as every industrial and manufacturing use, is avail- 
able in literature from the American Electrical Heater Com- 
pany, 6110 Case Ave., Detroit 2, Mich. 


2038—Murray Ventilating Fans. A set of specification sheets 
is available describing the Murray line of fans, including 20 and 
24 inch window fans and vertical and horizontal ventilating fans. 
H. C. Biglin Co., Inc., 177 Harris St., NW, Atlanta 3, Ga., is 
exclusive sales agent for the line which is manufactured by 
Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters. Bulletin 3014-D de 
scribes Types “E” and “RE” Buffalo blowers and exhausters, 
manufactured by Buffalo Forge Co., P. O. Box 985, Buffalo 5, 
N. Y. Characteristics of the blowers, graphs, charts including 
capacities and static pressure, and exact dimensions are all con- 
tained in the 8-page folder. 


2042—Window Fans. Meier Electric & Machine Co., Inc., 
3525 E. Washington St., panes 7, Ind., have available the 
following catalog sheets: Form 2207, which describes and illu- 
strates each of their five Nu-air Windofans; Form 2208, de 
scribing and illustrating three three-blade and one four-blade 
Nuw-air Quiet Propellers; and Form 2209, which illustrates the 
Nu-air Windofan No. RW 240 or RW 200. 


2046—Household Electrical Appliances. Dominion Electric 
Corp., 120 Elm St., Mansfield, Ohio, offers catalog information 
and detailed specifications on a complete line of table appliances, 
called “Family Favorites.” 


2056—Radiant Heaters. Edwin L. Wiegand Co., 7500 Thomas 
Bivd., Pittsburgh 8, Pa., has prepared a portfolio of Chromalox 
Radiant Heater Application Reports. In addition, the portfolio 
includes catalog ests and technical data on the Chromalox 
“RAD” heaters. 





ELECTRICAL SOUTH, 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 


Please send me the bulletins and catalogs indicated. 
(Print Plainly) 





September, 1951 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 





2004 2010 2012 2014 2018 
2022 2024 2028 #2030 2034 
2038 2040 2046 2056 2058 
2064 2066 2070 2072 £2078 
2088 2090 2092 2102 2104 
2106 «62108 2110 2112 2114 
2116 «#2118 2122 2124 2132 
2116 «2118 2120 2122 2124 
2126 2128 2130 2132 
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Ou the peppliance "Prout 


PRDUST #Y NEWS BRIEFS 


Price chart filing 
being checked by OPS 


@ ENFORCEMENT investigators of 
the office of Price Stabilization 
have launched a nation wide sur- 
vey to determine compliance on 
the part of retail dealers in ap- 
parel, furniture, household wares, 
radios, television and_ related | 
fields in the filing of price charts 
under Ceiling Price Regulation 7, 
Edward P. Morgan, assistant OPS 
director in charge of enforcement, 
has announced. 

According to Mr. Morgan, up- 
wards of 275,000 retail dealers, 
should have filed such charts by , 
May 31. Thus far, he said, many 
dealers have failed to comply 
with OPS regulations. - 

Compliance with CPR 7 is very 
important, Mr. Morgan stated, be- 
cause of the large number of re- 
tailers throughout the country 
who come under the regulation. 
Mr. Morgan noted that there has 
been a variance in compliance in 
the various OPS regions, and that 
more than 25 per cent of the price 
charts filed have been returned 
for additional information or cor- 
rection of errors. 

The Department of Justice has 
instructed United States Attor- 
neys in the field to institute suits 
to compel filing of the charts in 
all cases where dealers fail to 
heed warning letters within the 
grace period set by OPS, Mr. 
Morgan said. 


Business improves with 
Regulation W change 


@ Uprurn in appliance sales 
coincided almost directly with the 
revision of Regulation W. Better 
business is reported by most deal- 
ers as of August 1. Buying pow- 
er is well up and dealers general- 
ly are buying cautiously and get- 
ting back to real selling. 

In some areas there has been 
a wave of retail advertising of ap- 
pliances featuring “no money 
down” which has brought the con- 
demnation of the American Home 
Laundry Manufacturers Assn. 

The change in credit restric- 
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tions with respect to trade-ins 
may work to the disadvantage of 
some dealers who go overboard in 
accepting poor trade-ins for the 
full amount of down payments. 
Experience indicates that later 
payments are more difficult to 
collect if little or no cash down 
payment is required. Most deal- 
ers need cash for inventory loans 
and therefore cannot afford many 
such deals where no down pay- 
ment is collected. 


New price control law 
protects trade margins 


@ THE DerenseE Production Act, 
as it was revised by the current 
Congress and approved on July 
31, includes one new section 
which specifically protects the 
customary trade margins of re- 
tailers and wholesalers. This is 
Section 104 (k), as follows: 

“(k) No rule, regulation, order 
or amendment thereto shall here- 
after be issued under this title, 
which shall deny to sellers of 
materials at retail or wholesale 
their customary percentage mar- 
gins over costs of the materials 
during the period May 24, 1950, to 
June 24, 1950, or on such other 
nearest representative date deter- 
mined under section 402 (c), as 
shown by their records during 
such period, except as to any one 
specific item of a line of material 


GOVERNMENT 


REGULATIONS 


sold by such sellers which is in 
short supply as evidenced by 
specific government action to en- 
courage production of the item in 
question. No such exception shall 
reduce such customary margins 
of sellers at retail or wholesale 
beyond the amount found by the 
President, in writing, to be gen- 
erally equitable and proportionate 
in relation to the general reduc- 
tions in the customary margins of 
all other classes of persons con- 
cerned in the production and dis- 
tribution of the excepted item of 
material. 

“Prior to making any finding 
that a specific item of material 
shall be so excepted, or as to the 
amount of the reductions in cus- 
tomary margins to be imposed up- 
on retail and wholesale sellers of 
such item, the President shall con- 
sult with representatives of the 
affected retail and wholesale sell- 
ers concerning the basis for and 
the amount of the exception 
which is proposed with respect 
to any such item.” 


NPA orders affect 


consumer durable goods 


@ NPA orrictats have express- 
ed concern over the number of 
manufacturers of housewares and 
other consumer durable goods 
who have not filed for fourth 
quarter allotments of controlled 





Sales trend — 


RETAIL RADIO. HOUSEHOLD APPLIANCE DEALERS 


Estimated Totai Saies 





Sales of retail radio 
and appliance dealers 
were estimated at 222 
million dollars during 
June, 1951, by the U. 
S. Office of Business 
Economics, an increase 
of 8 million dollars 
from May, 1951. The 
June, 1951, sales were 
29 million dol!ars less 
than sales reported for 
June, 1950. The chart 
shows the monthly sales 


for 1950 and 1951. 
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2058—Exhaust Fans. A new Emerson-Electric Exhaust Fan 
catalog, illustrating and describing in detail this line of tans tor 
all types of buildings, is offered by the Emerson Electric Mfg 
Co., 81st and Florissant Ave., St. Louis 21, Mo 


2064—Electric Fans. An attractive, 8-page, 62nd Season Cata 
log of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products is giv- 
en, with complete specifications and dimensions 


2066—Shutters & Dampers. A 12-page catalog (No. 46) is 
available from the Elgo Shutter Mie. Co., 2738 W. War- 
ren Ave., Detroit 8, Mich., describing the 17 different types of 
shutter and dampers manufactured by them, and as used in 
connection with ventilating and air-conditioning installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., Inc., 
400 So. Front St., Memphis, Tenn., offers a new 8-page cata- 
iog containing detailed information on the Hunter Zephair 
Fans, for home and industry. 


2072—Reed Unit-Fans. Two new 8 page booklets on unit-fans 
have been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. Material included in these booklets 
covers design, accessories and installation of the Reed window 
and attic fans respectively. 


2078—Sales Helps. A variety of sales Ly including Sound 
Slide Colored Training Films, How. to Sell klets, Consumer 
Pieces, Specification Sheets, Demonstration Kits, Display Cards 
and Promotion Kits for selling and demonstrating General 
Mills Home Appliances—Pressure Quick Saucepan, Tru-Heat 
Iron and Steam Ironing Attachments are available to dealers 
from General Mills, Inc., Home Appliance Dept., 1620 Cen- 
tral Ave., Minneapolis 13, Minn. 


2080—Water Heaters. Information is available about the 
“SEPCO” Electric Water Heater from the Automatic Electric 
Heater Co., Pottstown, Pa. Literature available describes sev- 
eral exclusive features in the “SEPCO” line of round and table 
top heaters. 


2088—Air Circulators. Vornado’s complete line for 1950 pre- 
sented in a four page, three color catalog sheet (Form 9060) 
includes a wide variety of desk, pedestal, tabletop turnabout, and 
turnabout window fans. Also available is a descriptive folder 
on Vornado’s new turnabout casement window fan (Form 9082). 
ee O. A. Sutton Corporation, 1812 West Second St., Wichita, 
nsas. 


2090—Fan Blade & Baffle Outfit. An illustrated catalog page 
describing their Knock Down Fan Blade & Baffle Outfit has 
been announced as available from S. J. Stewart (Electric), 527-31 
St. Joseph St., New Orleans 12, La 


2092—Air Circulators and Window Faus—The Complete Line 
of Kisco Floor Model Air Circulators and Portable Window 
Fans for 1951 is illustrated and described in a series of two- 
color catalog sheets and envelope stuffers available to the trade. 
A Special Sales Manual containing product and sales informa- 
tion is available for use by Dealers handling Kisco Products. 
Kisco Company, Inc., 2400 Dekalb St., St. Louis, Mo. 


2094—Marquette Refrigerators. Intormative catalog pages and 
oi are available from Marquette Appliances, Inc., 307 
. Hennepin, Minneapolis, Minnesota. 


2098—Marquette Electric and Gas Water Heaters. Twenty- 
three models assure a water heater for every need. A four-page 
folder explains the features of the Marquette water heater 
and may be secured through Marquette Appliances, Inc., 307 E. 
Hennepin, Minneapolis, Minnesota. 


2100—Marquette Electric Ranges. An individual catalog and 
specification sheet is available on each of the four popular 
Marquette range models from Marquette Appliances, Inc., 307 
E. nce oy Minneapolis, Minnesota. 


2102—Marquette Gas Ranges. Five beautiful models coverin 
the entire desires of any housewife featured in color and wit! 
individual specifications and catalog pages may be secured from 
Marquette Appliances, Inc., 307 East Hennepin, Minneapolis, 
Minnesota. 

2104—Marquette Home Laundry Equipment,—Includes Wash- 
ers, Dryers, and Ironers. For well-illustrated catalog pages that 
bring out the features and selling points of this popular priced 
laundry equipment write to Marquette Appliances, Inc., 307 E. 
Hennepin, Minneapolis, Minnesota. 
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2106—Fan and Centrifugal Blowers. Catalog No. 513-B 
Vital specifications 1950-Fresh-Air Maker Fans-Hy Duty Cen- 
trifugal Blowers. Attic, Portable, Window, Exhaust fans. Single 
and double inlet blowers. Ventilating Division-Schwitzer-Cum- 
mins Co., 1125 Mass. Ave, Indianapolis, Indiana. 


2108—Household Refrigerators, Farm and Home Frezzers, 
Electric Ranges. Complete information regarding Coolerator 
space-saver “motor on the back” refrigerators, a revolutionary 
new combination freezer-refrigerator and automatic seven heat 
ush-A-Button electric ranges. Write Coolerator, Duluth 1, 
Ainnesota. 


2110—Select-A-Range. Landers, Frary & Clark, New Britain, 
Conn. Eight page folder giving full information on Universal's 
revolutionary new Select-A-Range with the Convenience Level 
Oven. Illustrates various parts of range; six Royal Barry Wills 
kitchens and tells how to instail it. 


2112—Oil Heaters. An elaborate colorful 16 page catalog, 
entitled “Nescontrol Heating” describing and illustrating the 
complete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the National Enameling and Stamping Com- 
pany, 270 N. 12th St., Milwaukee 1, Wis. 


2114—Electric Heataires. A new, colorful, twelve-page booklet 
from Markel Elecixic Products, Inc., 145 Seneca St.. Buffalo, 
N. Y., unveils a complete line of wall-attachable, well-recessea, 
and portable heaters. Heetaire models for every room in the 
house and other applications are described. 


2116—Replacement Heating Units—For electric water heaters 
Information on the complete line of various wattages, voltages, 
and shapes of water heater units of the Immersion Type can 
be obtained by writing to Tuttle & Kift, Inc., 825 N. Monitor 
Ave., Chicago 39, Illinois. 


2118—Electric Fans—Robbins & Myers, lnc., Springfield, Ohio 
offers an attractive, 20-page illustrated catalog covering out- 
standing features, design details, and performance ratings of 
R & M domestic, commercial and industrial fans for 1950. 
Special material available covering new 10” and 12” desk fans. 


2120—Everhot Electric Housewares—Colorful literature and 
full information is available showing the complete line of Ever- 
hot Electric Housewares including Roasters and their accessories, 
Roasterettes, Heater and Heater Fans, Rangette and Electric 
Blankets. This literature lists specifications and is available from 
Swartzbaugh Mfg. Co., 1336 W. Bancroft St., Toledo, Ohio. 


2122—Surface Heating Units—For electric ranges. Com- 
plete information on fitting the famous TK Monotube Elec- 
tric Range surface heating units into all types of electric ranges 
can be obtained by requesting the replacement manual from 
Tuttle & Kift, Inc., 1825 N. Monitor Ave., Chicago 39, Illinois. 


2124—Evaporative Air Coolers—Home and commercial. Essick 
Manufacturing Company, 1950 Santa Fe Avenue, Los Angeles 
21, California, offers its complete line of eighteen models, rang- 
ing from 1500 CFM one room fan type coolers to 12,500 CFM, 
industrial building coolers. Featured this year is the Revolu- 
tionary “Pour-In’’ type, completely self contained washed air 
room cooler. Write for further information. 


2126—Attic and Window Fans. A 14-page folder illustrating 
and describing Bar-Brook fans is available from Bar-Brook Mfg 
Co., Inc., 6135 Linwood Ave., Shreveport, La. List price and 
suggested net-dealer cost schedules are also included in the folder 


2128—Trade School. An attractive illustrated bulletin is avail 
able from the Commercial Trades Institute, 200 So. 20th St., 
Birmingham, Ala. It outlines the courses covering air condi 
tioning, refrigeration, electricity and appliances and shows the 
modern shop and laboratory equipment available to students 


2130—Chromalox Range Units. A 16-page catalog of Chro 
malox Electric Range Units and replacement immersion heaters 
for domestic hot water heaters is available from Edwin L 
Wiegand Co., 7500 Thomas Blvd., Pittsburgh 8. Pa. Designated 
as Bulletin RU-149, the booklet is a comprehensive guide to 
profitable range and water heater modernization business. Proper 
units for ranges and water heaters of all makes are listed in 
tabular form. 


2132—Industrial Fans. Circulators & Devices announces the 
publication of their new, up-to-date 1951 catalog illustrating 
their ry line of ventilating equipment, including Pedestal, 
Wall & Ceiling fans, Attic Fans, Exhaust Fans, new reversible 
window fans, blowers, shutters, etc. Write to Circulators & 
Devices, 128-168-32nd Street, Dept. S. B. Brooklyn 32, New 
York, for your free copy. 


77 








materials. Many producers of ra- 
dios and TV sets also have failed 
to file for such allotments. These 
manufacturers had until August 
15 to file for allotments of copper, 
steel, and aluminum, but shortly 
before that deadline, two-thirds 
of the industry had not filed. 
Nearly half of the radio and TV 
industry had not filed. As a re- 
sult, many of the manufacturers 
will be seriously affected unless 
NPA extends the filing time. 

Manufacturers of consumer 
durable goods have received the 
commendation of NPA for saving 
large quantities of critical mate- 
rials by developing new manu- 
facturing techniques and by using 
substitutes. It was pointed out 
that some refrigerator manufac- 
turers are using plastic and porce- 
lain enameled steel to replace 
stainless steel, and steel tubing in 
place of copper tubing. 

One of the most recently issued 
orders of NPA, designated as M- 
80, will have its effect on use of 
ferro-alloys and ferro-alloy prod- 
ucts in consumer durable goods. 
Some 14 important materials in 
this group have been brought un- 
der centralized control and six 
have been placed under complete 
allocation. 


Electrical items covered 
by new ceiling prices 


@ To THE EXTENT that dealers are 
“resellers” of certain electrical 
items classified under Office of 
Price Stabilization orders as “ma- 
chinery,” they will now be af- 
fected by OPS Ceiling Price Reg- 
ulation 67. 

The effect of this order is to 
permit such resellers to use their 
traditional percentage markups 
over cost. It thus provides for 
automatic adjustment of ceiling 
prices of resellers to reflect cost 
changes in the items sold. 

A wide range of items are in- 
cluded in the list covered by this 
OPS order, but those of principal 
interest to electrical dealers are: 
large air conditioning equipment, 
antennas, fans and blowers, most 
farm electrical equipment, fuses, 
motors, heating units, lighting fix- 
tures other than portables, elec- 
tronic devices, switches, switch- 
boxes, transformers. electrical 
wire and wiring devices. 

An OPS Trade Guide is avail- 
able giving complete details on 
this new ceiling price regulation. 
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“My advice is, henceforth don’t go into the 
wrapping department and argue politics!” 


























Supreme Court blow 
at direct selling 


@ Loca orpInancEs which pro- 
hibit house-to-house canvassing 
or other direct type of selling ex- 
cept where the salesman has an 
invitation from the householder 
to call have been upheld by the 
United States Supreme Court in 
the recent “Green River” deci- 
sion. 

The court held that a com- 
munity is acting within its police 
powers in regulating an “annoy- 
ance” even to the extent of for- 
bidding it. Under the Green 
River ordinance door - to - door 
salesmen must have an invitation 
from a householder before a so- 
licitation can lawfully be made. 
Reports indicate that many other 
municipalities are considering or- 
dinances of this type. 

In some localities where such 
local legislation is under consid- 
eration dealers are making an ef- 
fort to have established retailers 
exempted from the ordinances. 


Consumer finances 


surveyed by FRB 


@ A survey of consumer finances 
and buying plans completed re- 
cently by the Federal Reserve 
Board indicates that the great 
majority of consumers are not 


disposed at this time to reduce 
savings in order to acquire goods 
in anticipation of price rises. 

Many people felt that times 
were not favorable for the pur- 
chase of major durable goods, 
primarily because prices were 
too high. This view was widely 
expressed even though very few 
people expected prices to decline 
in the near future. Another signi- 
ficant fact disclosed by the sur- 
vey was that a majority of con- 
sumers felt that their financial 
situation had either worsened or 
remained unchanged. 

There appeared to be little or 
no decline from early 1950 in the 
number of consumers planning to 
buy at least one selected durable 
good other than an automobile, 
although there was less certainty 
of these purchases than a year 
ago. 

These expressions of buying in- 
tentions indicated that consumer 
demand for selected durable 
goods had returned to approxi- 
mately the level prevailing prior 
to the outbreak of fighting in 
Korea. In the absence of inci- 
dents setting off new waves of 
come developments not antici- 
scare buying, or of price or in- 
pated by consumers, the survey 
indications are that demand for 
major consumer goods will be 
substantially smaller in 1951 than 
the annual rate of purchases in 
the second half of 1950. 
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“One of the suresi 


ways to make money 


is to save money.. wigay 


CAPTAIN EDDIE RICKENBACKER 


President and General Manager 
Eastern Air Lines, Inc, 


“...and the purchase of U. S. Savings Bonds through the Payroll Savings Plan 
is an easy way to save. It is good for the community. It is good for you because it 
means money available for a rainy day. Through the thousands of years that men 
have roamed the globe there have always been rainy days.” 


A vigorous exponent of thrift, Captain Eddie Rickenbacker 
made the Payroll Savings Plan available to his employees 
of Eastern Air Lines some years ago. From time to time, in 
personally dictated letters addressed “To All Members of 
Eastern Air Lines Family”, he points out the individual 
and national advantages of the Payroll Savings Plan, and 
urges members of Eastern Air Lines Family “. . . to sign up 
on the Automatic Payroll Savings Plan. In years to come I 
am sure you will be mighty glad you did.” 


How about your Payroll Savings Plan? What have you 
done since Savings Bonds became Defense Bonds? What 
is your percentage of employee participation? 


From coast to coast, companies large and small are 
installing the Payroll Savings Plan or revitalizing their 
present plans through person-to-person canvasses which 
put a Payroll Savings Application Blank in the hands of 
every employee. 


Note the results of some recent person-to-person can- 
vasses. Think what management efforts like this mean to 


the Defense effort. Then phone, wire or write to Savings 
Bond Division, U. S. Treasury Department, Suite 700 
Washington Building, Washington, D. C. Your State Direc- 
tor will be glad to help you put in a Payroll Plan or show 
you how to conduct a person-to-person canvass. 





Results of recent person-to-person canvasses 
to increase participation in Payroll Savings 


39 companies . . . total employees 487 ,347* 
Employees on plan before canvass 


Employees on plan after canvass 


% cf participation before canvass 
oO 


% of participation after canvass 
New savers added to plan 


Based on National averages, employees in this group of com- 
panies are saving more than $7,000,000 every month in 
United States Defense Bonds. 


*Includes 62,070 employees of six companies 
which did not have plan before canvass 











The U. S. Government does not pay for this advertising. The Treasury De- 
partment thanks, for their patriotic donation, the Advertising Council and 
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“We're geared for allocations” 


@ THE PRESENT-DAY appliance re- 
tailer is making a mistake to 
“pull in his horns” through fear 
of a complete cutoff of new ap- 
pliance shipments and general 
war-time conditions, according to 
William Stanley, head of W. H. 
Stanley & Company, appliance 
dealers of St. Louis, Mo. 

“There will always be some- 
thing to sell,’ Stanley insisted, 
“even if we should be plunged 
into a full-scale war with any ma- 
jor power. 

“Taking a defeatist attitude in 
appliance retailing is likely to re- 
flect badly on every part of the 
business, with the result that the 
dealer who is crying the blues 
will really develop the blues. 

“For that reason, we have gone 
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There will always be something to sell 


that will fit ideally into appliance stores 


ahead with the construction of 
probably the largest retail appli- 
ance store in the St. Louis area. 
Certain elements in our store are 
geared to meet allocations.” 

By making so much _ space 
available, Stanley feels that he 
has “best prepared for alloca- 
tion.” 

It may be necessary, he point- 
ed out, to install a large separate 
service department, to go into 
the reconditioning and reselling 
of used appliances, or to add side- 
lines such as the furniture, car- 
peting, housewares, china, and 
glass, which appeared in many 
appliance stores during World 
War II. 

“Most 
ideally 


fitted 
stores,” 


sidelines 
appliance 


such 
into 


by Rush Holton 


Stanley emphasized. “So in pro- 
viding plenty of space, we feel 
that we can tastefully convert to 
furniture and to separated de- 
partments for used appliances, 
reconditioning, and service, with- 
out crowding or sacrificing eye- 
appeal.” 

The big new store contains a 
complete “Model Kitchen Cen- 
ter” with an all-electric kitchen 
set up for actual cooking-school 
types of demonstration; a model- 
laundry area, with two choices 
of complete, ready-for-operation 
model laundries set up; and seg- 
regated sections for refrigerators, 
ranges, home freezers, electric 
housewares, television, radio, and 
phonographs. 

“Some of 


these departments 
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(Top) Stanley’s new showroom provides good contrast between surroundings 
and gleaming white appiiances. Suspended fluorescent fixtures detract from 
pipes on the ceiling. (Bottom) What were once windows in an old garage 


were turned into shelved electrical 


housewares displays, and painted in 


modernistic flat pastels. Two walls are done in knotty pine. 


are going to suffer, there is no 
question,” Stanley added, “but 
not all of them will be suffering 
at once, and we feel that plenty 
of space and insured personnel 
strength will best arm us for the 
future.” 

Stanley’s next step was to set 
up a highly unusual program of 
selling hours. Under the plan, 
to permit demonstration of appli- 


ances to husbands and wives to- 
gether, the store will be open un- 
til 9:00 p. m. on Monday, Wed- 
nesday, and Friday evenings, 
with a full staff of salesmen. 
“Evening sales have become 
more and more important during 
recent years,” the St. Louis ap- 
pliance retailer emphasized. 
“Therefore, we expect to do a 
large part of our volume during 
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the after-dinner period, when 
both members of the family can 
be on hand to make decisions to- 
gether. 

“We intend to use plenty of 
full-page advertising to that ef- 
fect, and to eliminate a lot of the 
tedious outside calls and call- 
backs which are required when a 
housewife shops without her hus- 
band.” 

The personnel problem at the 
store has been met by hiring six 
veteran salesmen, all with many 
years of experience in appliance 
retailing, and well outside the 
military-service age bracket. 

To give each what he felt was 
the best possible personal situa- 
tion, Stanley has put every man 
on a strictly salary basis, with no 
commissions, no outside selling, 
or doorbell ringing involved. 

The salary of each man is 
gauged against the average in- 
come of a top-notch specialty 
salesman, operating on a commis- 
sion basis, and paid out in 12 
monthly allotments. 

This amount will do away with 
the peaks and valleys of high and 
low months, which are the spe- 
cialty appliance salesman’s buga- 
boo. 

“We have always paid our men 
on a salary basis,” Stanley point- 
ed out. “We believe that this 
provides a far more stable store 
and does away with personnel 
turnover. Most important, in 
view of current conditions, it 
eliminates the discouragement of 
limited shipments, the possibility 
of complete cessation of appliance 
manufacture, etc 


Management’s responsibility 


“It will be up to us, the man- 
agement, to provide enough to 
keep our salesmen busy, but their 
incomes will go on nevertheless. 
The salesmen appreciate _ this. 
and respond with ioyalty, helpful 
suggestions, and 
work long hours overtime in or- 
der to maintain the store’s vol- 
ume.” 


willingness to 


As matters stand at the time 
this article was written, model 
kitchen installation was one of 
Stanley’s brightest new fields. An 
expert on the staff has to date 
installed than 300 new 
kitchens in the St. Louis area 

(Continued on page 104) 
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DEMONSTRATION | 


imple d 


emonstrations are bes 


‘Showmanship Kit’ contains materials 


for 15 demonstrations. Quick illustration of a 


selling feature appeals to salesmen. 
| 


@ For MANY PRODUCTS, specialty 
selling based on dramatizing fea- 
tures that many customers want, 
but aren’t educated to look for, 
is the surest way of making sales. 

For example, major appliance 
manufacturers have spent many 
‘millions of dollars developing 
“selling features,” and then show- 
ing retail salesmen how to use 
them. 

The majority of younger sales- 
men, however, have not faced 
conditions requiring specialty 
salesmanship and, consequently, 
have not taken full advantage 
of the training or sales tools that 
are available. 

Specialty selling made the elec- 
tric refrigerator, fuel-type range, 
and wringer washing machine the 
backbone of a multi-billion dol- 
lar business. Now, dozens of 
newer appliances with dramatic 
work- and time-saving features 
are beginning to gain acceptance. 

Automatic electric dishwashers, 
garbage disposal units, automatic 
electric ranges, and automatic 
washing machines represent a 
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by Edward R. Taylor 


Vice-President 
Hotpoint, Inc. 


whole new area of profits for the 
appliance dealer. 

During the last four years, with 
a series of unpredictable short- 
ages existing, it has been diffi- 
cult to convince younger sales- 
men inexperienced in competitive 
selling that they must go down 
to the fundamentals of salesman- 
ship if they are to make a suc- 
cessful career in the appliance 
business. 


Sales approaches vary 


Although the electric refrigera- 
tor, for example, is now a stand- 
ard item in the majority of the 
nation’s homes, many salesmen 
still lose a sale to customers who 
object to price. 

The dishwasher, on the other 
hand, is an appliance that most 
customers have had no experi- 
ence with and, therefore, price is 
a relative unimportant factor in 
making a sale. Obviously, the 
approach to selling these two ap- 
pliances will vary widely. 

Every appliance manufacturer 
has placed top emphasis on get- 


ting retailers to demonstrate ap- 
pliances; however, this broad aim 
has not been fully realized be- 
cause there are few salesmen 
who will go to the trouble to 
demonstrate when they can make 
a sale by merely opening and clos- 
ing a door. 

Other objections to appliance 
demonstrations are that they re- 
quire installation in the store and 
take up more space. 

Hotpoint has what it believes 
to be a good answer to these ob- 
jections in the form of an in- 
expensive showmanship kit. The 
properly trained salesman can 
use the simple devices in this 
kit to get across his feature story 
more effectively. 

The kit contains 15 different 
items with which the salesman 
can perform 17 demonstrations 
on all kinds of major appliances 
for kitchens and home laundries. 

The how and why in using 
this kit can best be shown by 
an actual sales situation as it 
might develop in a typical store. 

For example, a salesman called 
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on a woman at her home to tell 
her about an electric range she 
was interested in. He took along 
a sample of insulating material, 
flip chart, and some printed liter- 
ture. 

The woman had already seen 
the range in the store so he im- 
mediately began to show her the 
various features as pointed out 
on the specification sheet. 

He showed her the thickness 
of the insulating material used in 
the oven. The prospect seemed 
suitably impressed, but when the 
salesman attempted to close the 
sale, she evaded the question and 
said she would let him know. 

The salesman trying for an im- 
mediate sale, retraced his steps 
and received general agreement 
that the features he pointed out 
were excellent; however, when 
he tried for the close the second 
time she stalled again and said 
she would let him know. 

Meet the prospect's need 

This is a typical situation and 
points out a serious shortcoming 
in many sales approaches. This 
salesman knew his product inside 
and out. His mistake was that 
while he discussed features thor- 
oughly, he didn’t tell her what 
these features would mean to the 
housewife. 

The average woman doesn’t 
care if the oven has 3 feet of in- 
sulation or 3 inches; what she 
would like to know is that the in- 
sulation would keep her kitchen 
cool. 

The salesman might also have 
pointed out the basic difference 
between electric cooking and 
flame-type cooking. 

Using his showmanship kit, he 
could have lighted a candle and 
then extinquished the flame hold- 
ing an inverted glass over it. This 
would show that an open flame 
needs oxygen to burn, and there- 
fore removes it from the kitcher. 

Then he should have plugged 
in his extension cord and switch- 
ed on an electric light bulb to 
show that electricity is clean and 
cool. 

The pushbutton - control fea- 
tures of the range he was trying 
to sell was complicated by the 
salesman. When she _ objected 
that it seemed to complicated, he 


went into an explanation about 
a five-heat switch with sterling- 
silver contact points which have 
been tested through 150,000 cy- 
cles. 

While this sounded very im- 
pressive, it didn’t mean a thing 
to the housewife and further con- 
fused her. Again using his elec- 
tric light bulb, he could have 
pointed out that operating the 
range is as simple as turning on 
an electric light. 


How to sell a dishwasher 


In selling an automatic dish- 
washer, the salesman must first 
create a need for the machine. 

Because most women have had 
no first-hand experience with this 
appliance, it will be necessary to 
dramatize the time and work it 
will save. 

A strong appeal to any woman 
is her family’s health, and the 
salesman should emphasize that 
the machine will wash and rinse 
dishes automatically in water hot- 
ter than hands can stand. 

A simple method of dramatiz- 
ing this at the prospect’s home is 
to mix tap water at the hottest 
temperature the housewife would 
use for manual dishwashing, then 
measure it with a thermometer 
supplied with the showmanship 
kit. 

The temperature will be far be- 
low the 150 degrees, the setting 
recommended for automatic dish- 
washing. 

I have said that family health 
is one of the intangibles that wo- 
men agree cannot be price-tagged. 
Most women are familiar with 
pasteurized milk and will insist 
on it for their children. 

The showmanship kit has a 
small imitation milk bottle with 
pasteurization temperature of 145 
degrees labelled on the side. 
Simply stating that the dishwash- 
er uses 150-degree water, or that 
the electric clothes dryer has 195- 
degree heat means little to the 
average woman. 

Show her the milk bottle and 
point out that these temperatures 
are higher than those used to 
protect milk, and you are talking 
her language. 

Refrigerators, on the other 
hand, are in use in 80 per cent of 
wired homes, yet there are some 
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100 million homes that still have 
antiquated methods of storing 
perishable foods. Most refrigera- 
tor prospects will be replacing 
an older model, or at least they 
are familiar with the appliance. 
For the most part, the refrigera- 
tor customers will not have to be 
sold on the need, but will meas- 
ure one make against another, 
feature by feature. 

Here is a typical sales situation 
in which the showmanship kit can 
dramatize features that will help 
in closing the sale. 

A prospect comes into the store 
because her interest has been 
aroused by a national magazine 
advertisement featuring a com- 
bination refrigerator-freezer. She 
asks to see the model. 

The salesman explains that the 
appliance has a freezer section 
above, and a high-humidity space 
below. He cites other features, 
then sums it up by quoting the 
price. 

The prospect winces slightly at 
the figure, and says that while 
she was aware of the brand’s ex- 
cellent reputation, she had no 
idea that the price was so high. 

The salesman then switched to 
“cheaper” conventional models. 
After looking at several of these, 
the prospect left the store without 
coming any closer to buying. 


Meeting price objections 


In this instance, the salesman 
had three points in his favor: 

(1) She had seen the national 
ad; 

(2) She was interested enough 
to come into the store to see that 
specific model; and 

(3) She was influenced by the 
opinion of friends regarding the 
high quality of this brand. 

When he discovered that price 
was a major objection, the sales- 
man immediately should have 
gone into specialty selling on the 
features that justify the price. 

He would use samples of alco- 
hol and lemon juice to show the 
customer that the porcelain- 
enamel interior as well as the 
baked-enamel finish on the out- 
side are acid-resistant. He could 
smear the outer surface with lip- 
stick, then wipe it off with a 
damp cloth. 

(Continued on page 103) 





PROMOTION 


*“4mount of effort determines results,” says dealer 


in Terrell, Texas — population 12,000. 





Factory promotions can help 


the small-town dealer 


Sterling Ball, owner of Ball Radio 

and Electric, Terrell, Texas, be- 

lieves in promotions with a touch 
of glamour. 


84 


by Baron Creager 


@ CURRENT PROMOTION activities 
of some factories, either direct 
with the dealer or through dis- 
tributors, supply all the stimula- 
tion needed by an appliance deal- 
er in a community of modest size. 

This is the opinion of Sterling 
Ball, who owns and operates the 
Ball Radio and Electric Company 
in Terrell, Texas, population 12,- 
000. 

If a small-town dealer devotes 
himself consistently to using the 
user, he has no time left in which 
to develop promotions of his own 
with a touch of glamour. 

Factory promotions supply this 
touch and turn the spotlight of 
attention on the dealer as well as 
the factory product. For that 
reason, in Ball’s estimation, fac- 
tory promotions are of solid 
value. 

“In either case results depend 
upon the amount of effort in- 
vested by the dealer,” says Ball. 
“Whether it is using the user to 
the utmost or developing business 
in the wake of a factory promo- 
tion, it can all be summed up in 
one four-letter word—work.”’ 

Last May there were three fac- 
tory promotions that were draw- 
ing prospects to the Ball institu- 
tion. 

They were nation-wide pro- 


grams reaching down into Ter- 
rell. Of these, one consisted of 
the distribution of keys, to resi- 
dences. Householders were in- 
vited to Ball’s store to try their 
keys on a “treasure chest,” and 
the process involved registration. 

Another featured distribution 
of circulars, inviting householders 
to a demonstration of a washing 
machine, in which a towel de- 
liberately discolored to the ex- 
treme was washed clean along 
with other towels. 

But the most productive pro- 
motion, according to Ball, was a 
local talent show which produced 
550 prospect cards. 

For this show the factory dis- 
tributor sent in one man two 
weeks in advance. Later came 
another crew of three. On one 
day at the climax, seven distribu- 
tor men were required to handle 
the show. 

Everyone who attended the 
show filled in a card, was served 
light refreshments, was eligible 
for a merchandise prize, and 
watched eliminations of local tal- 
ent down to the winner who re- 
ceived a handsome radio. 

“The place was almost full,” 
says Ball, “and it was one of the 
most successful events in which 

(Continued on page 103) 
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SMALL-TOWN 


(Right) E. J. Davis, left, and 
Dewey Daniels, center, owners of 
the Hazard Television Co., Hazard, 
Ky., overcame two important prob- 
lems to bring TV to this com- 
munity. (Below) Home receivers 
are connected by coaxial cable di- 
rectly to a mountain-top antenna 
system. 


Mountain ingenuity 
brings TV to community 
of 10,000 population 


Why Hazard is TV-conscious 


@ A LITTLE MOUNTAIN ingenuity 
can go a long way — long enough 
to bring television to a small Ken- 
tucky town 90 airmiles from the 
nearest TV station! 

Dewey Daniels and E. J. Davis, 
owners of the Hazard Television 
Company, Hazard, Ky., took ad- 
vantage of the growing demand 
for television. They were anxious 
to bring the benefits of television 
to their community of 10,000 

But two big problems needed 
to be overcome. One was the 90 
miles from Hazard to the nearest 
TV station; the other was the fact 
that Hazard lies in a valley ring- 
ed by hills which defy the usual 
TV reception. 
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Now a mountain-top antenna 
system mounted 1,000 feet above 
the town, signal amplifiers, and 
a coaxial wireline strung down 
the mountain-side are making na- 
tional TV shows available on a 
community basis. 

A number of home television 
receivers have already been con- 
nected to this antenna system by 
coaxial cable, and are receiving 
programs from Huntington, W. 
Va., and Cincinnati, Ohio. 

An employee of a charter air 
service owned by Mr. Davis, Dail 
Matheny, with electronic back- 
ground and foresight, supervised 
the assembly and installation of 
the 65-foot surplus tower and 
three standard receiving anten- 
nas on a peak 1,000 feet above the 
town. He also supervised instal- 
lation of the first receivers in 
homes, work now carried on by 
a local electrical concern. 

One antenna is oriented to re- 
ceive WSAZ-TV on channel 5 at 
Huntington; another is directed 
at WLW-TV on channel 4 in Cin- 
cinnati; and the third at WCPO- 
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(Left) Some 3,000 feet of Gonset wire is carrying the 
programs directly into homes. Signal amplifiers along the 
line insure adequate signal strength for all homes in 


TV on channel 7 at Cincinnati. 
A road was carved to within a 
couple of hundred feet of the 
peak and materials were hand- 
carried the remaining distance. 


Utility pole line used 


An amplifier at the base of the 
tower boosts the strength of the 
signals which are then carried 
down the mountain by 3,000 feet 
of Gonset wire. Amplifiers along 
the way compensate for loss of 
signal strength due to the long 
journey down the mountain. At 
the bottom, coaxial cable mount- 
ed on poles of the Kentucky and 
West Virginia Power & Light 
Company carries the signals along 
the streets of Hazard. 

From the poles, smaller coaxial 
cable is strung into each home 
desiring television and connected 
directly to the home receiver. 
Amplifiers are placed along the 
system at intervals to compen- 
sate for line losses in signal 
strength. Junction boxes, which 
can be mounted on any pole, 
permit four homes to be connect- 


which TV will ultimately be installed. (Right) Workmen 
tie into the main coaxial line. The cable they tie in 
will be connected to the TV receiver in the home. 


(All photos courtesy General Electric Co.) 


ed into the system from a single 
pole. 

At the present time, about 600 
feet of the heavy cable is strung 
on power company poles, and 
about 20 receivers have been in- 
stalled in homes. As soon as it 
can be delivered, about 8,000 feet 
of heavy cable will be strung 
through the town of Hazard, and 
many hundreds of receivers will 
be installed in homes. 


Service charge moderate 


Initially, the company is charg- 
inging TV set purchasers between 
$150 and $175 for connecting 
their receivers into the system, 
plus a monthly service charge of 
from $4 to $6. Messrs. Daniels 
and Davis say these charges will 
be reduced as the system grows 
and their large original invest- 
ment is amortized. 

The partners negotiated a con- 
tract with the power company 
which specifies a nominal annual 
charge for each pole used in the 
the television system. 
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PRODUCT 


Why not paint 


your refrigerators in color? 


Excess inventory stocks of refrigerators 


were moved rapidly in this way by Delaney 


@ NEw REFRIGERATORS, given a 
color paint job to match the 
housewives’ decors, are proving a 
bright spot on the appliance mer- 
chandising horizon for Delaney’s, 
major appliance dealership of 
Birmingham, Ala. 

Delaney’s, headed by W. K. 
Moore, sales manager, went into 
the colored refrigerator field in 
early 1951, when stocks of refrig- 
erators, bought against pre-sup- 
posed shortages, began to pile up 
in the warehouse. 

Concurrently with the income- 
tax generated paucity of funds 
on the part of the public, and 
relaxation of the scare-buying of 
previous months, refrigerator 
sales fell off alarmingly, Mr. 
Moore pointed out. 

As an experiment, the company 
dipped into the “colors-as-you- 
like-them” field, displaying two 
models in the window with an 
invitation to the public to come 
in and ask for details. 

The response was so great, ac- 
cording to Mr. Moore, that the 
firm determined to set up its own 
repainting operation, and has 
pulled refrigerator sales out of 
the doldrums ever since. 

Offered to Birmingham house- 
wives who are weary of the tra- 
ditional glowing white of stand- 


by John Greenway 


ard appliances, are six colors, in- 
cluding red, yellow, blue, green, 
brown, and pastels. 

Any of the colors may be com- 
bined at the customer’s order, 
and it is nothing unusual at the 
Alabama dealership for a house- 
wife to come in with a swatch of 
cloth, or a painted bit of wood, 
and ask, “Can you match this?” 

Young married couples, in par- 
ticular, who are just starting out 
on wedded life, are interested in 
the decorative possibilities 
through colored appliances. 

Few such couples are hard- 
bound by tradition and most of 
the veterans’ housing projects go- 
ing up in Birmingham include 
small houses with brilliantly col- 
ored kitchen walls, woodwork, 
and other decor. 


Yellow outsells other colors 


All of the colors offered have 
proven of sharp interest to cus- 
tomers to date, Mr. Moore said, 
but yellow has been the surprise 
leader. Red refrigerators, dis- 
played around the showroom, 
have caused a lot of comment, but 
serve for the most part as traffic 
builders. 

Varying shades of yellow, how- 
ever, that correspond with the 
predominance of yellow wood- 
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work in Birmingham homes, have 
sold rapidly from $209.95 to $395. 

Two clever stunts have helped 
to keep the brilliantly hued De- 
laney refrigerators selling at a 
1949 pace. 

First was a novel style show, 
which Delaney’s held recently at 
the Club Pickwick, Birmingham 
country club, in conjunction with 
a fashion show, presented by a 
women’s club, and co-sponsored 
by manufacturers. 

At the first such event, given 
for the benefit of a business wo- 
men’s sorority, each of the six 
colors of refrigerators was intro- 
duced one at a time, on a revolv- 
ing stage, with a model, wearing 
a gown or dress of the same color, 
introducing each box. 

Thus, a brilliant cardinal red 
refrigerator was gracefully de- 
scribed by a blonde model in a 
red evening gown of equal eye- 
appeal. All of the six colors were 
given a clever twist which 
brought much merriment and ap- 
preciation from the women at- 
tending. 

This idea worked out so well 
that it will be repeated at later 
such events. 

The second major feature 
which has helped to boost colored 
refrigerator sales for the store 
has been a one-page, six-color ad 
on refrigerators, which the store 
ran as part of a Sunday roto- 
gravure section. 

All of the colors were shown in 
cuts of boxes which reproduced 
authentically the actual shade— 
with the invitation again reiter- 
ated for “housewives looking for- 
ward” to come in and check the 
possibilities of adding a colored 
refrigerator to their kitchens. 

The idea has actually gathered 
sufficient momentum to encour- 
age women whose refrigerators 
were otherwise perfectly service- 
able, to replace them, Delaney’s 
has found. 

There have been many requests 
for color-matched automatic 
washers, ranges, dishwasher 
units, as well as refrigerators, all 
of which Delaney’s has profitably 
handled. 


87 








PRODUCT PROMOTION 


“Expert instaliation’’ campaign 
sells hot-water heaters 


@ Periopicatty featuring “free 
installation by a qualified expert” 
on electric hot-water heaters, has 
consistently sold an outstanding 
heater volume for Hampton Elec- 
tric Company, 3303 So. Kings- 
highway, St. Louis, Mo., accord- 
ing to Dick Woestendieck, presi- 
dent, and W. T. Kelam, sales 
manager. 

Installation of electric heaters, 
involving in many instances a 
220-volt line and some alteration 
to the house-wiring current, etc., 
has been a serious problem with 
many homeowners, Mr. Kelan 
pointed out. 

The result has been that often 
the customer who would other- 
wise buy the reliable electric 
model has to switch to gas be- 
cause of the lack of personnel to 
install electric heaters. 

Upon finding that many sales 
had fallen through because of the 
installation problem, Mr. Kelam 
hit upon the “free installation” 
plan, which each time has shown 
an increase over the first such 
promotion. 

Free installation of the heaters 
was the theme of a concentrated 
promotional campaign, for ex- 
ample, which was run during 
June. 

Hampton Electric utilized 
newspaper, radio, and television 
advertising, all well timed to 
reach most of the city’s house- 
wives, during the campaign 
month. The various media were 
alternated daily until the firm 
was sure that the average house- 


by Frank Adams 


wife was well aware of the ad- 


‘vantages of permanent all-elec- 
'tric water heating, and that a 


considerable saving could be hers 


+threugh ordering installation dur- 


ing the month. 

Naturally, the use of so many 
advertising media was expen- 
sive,” Mr. Kelam said. “But we 


Promotion upped sales figures for usually slack period 


found it well worth while in that 
the promotion kept our sales fig- 
ures up during what would nor- 
mally be a slack period of the 
year for water heaters. And it 
gave our salesmen a real incen- 
tive to go out and make calls 
during the summer months.” 
The offer was featured daily on 
television station KSD in St. 
Louis, along with a demonstra- 
(Continued on page 103) 


How to save time and money 
for the freezer owner 


PREPARATION and_ packaging 
methods which will save the 
freezer owner both time and 
money have been outlined by Dr. 
J. G. Woodroof, noted food tech- 
nologist and pioneer in frozen 
food research, through a West- 
inghouse home service confer- 
ence. 

Dr. Woodroof divided foods in- 
to three general categories ac- 
cording to their suitability for 
freezing. Tomatoes and salad 
greens were listed as unsuitable, 
while snap beans, squash, car- 
rots, and beets were termed 
questionable. Best bets are meats, 
spinach, corn, limas, peas, and 
berries. 

To utilize freezer storage space 
to best advantage, he suggested 
subdividing the storage area — 
alloting one-half to meats, and 
the other half to vegetables and 
fruits. He recommended a syste- 
matic turnover of foods three 
times a year. “The freezer should 


be used as a checking account, 
not as a savings account,” Dr. 
Woodroof stated. 

To prevent dehydration and 
lost flavor, careful attention 
should be given to packaging ma- 
terials, he continued. For wrap- 
ping meats, he advised aluminum 
foil, polyethylene and cellophane. 
Polyethylene or cellophane-lined 
bags were recommended for the 
packaging of vegetables and 
aluminum cartons for semi-li- 
quids. 

He stressed the importance of 
removing as much air as possible 
before sealing the package to re- 
duce evaporation, and added it 
is advisable to cut excess fat from 
meats to lessen the danger of 
rancidity. 

With proper care and use, Dr. 
Woodroof concluded, the home 
freezer will pay for itself and 
yield a rich harvest of dividends 
in a very short time. 


ELECTRICAL SOUTH for SEPTEMBER, 1951 





SALES INCENTIVES 


How to keep salesmen interested 


— — Plus advertising to back them up 


@ DiscouRAGING SETBACKS and 
lack of income are two reasons 
why badly needed specialty sales- 
men look for greener pastures. 

Patrick & Silk, appliance deal- 
ership of Newport News, Va., 
have waged a constant fight 
against these two aspects of pres- 
ent-day appliance selling. The re- 
sult has been that the firm is con- 
stantly besieged with employment 
applications from salesmen. 

Robert Silk is head of the firm 
which, despite its small floor size 
of 20 feet wide by 100 feet long, 
dones a volume of better than 
$500,000 every year. 

Mr. Silk has been aggressive- 
ly merchandising appliances in 
this Virginia penisula city of 40,- 
000 population for more than 18 
years. 

During that time, he has in- 
creased refrigerator volume from 
around 150 units per year to more 
than 1,000. “A good solid sales 
crew has been responsible for the 
increase,’ says Mr. Silk. 

“Salesmen turnover has always 
been a serious problem for the 
appliance dealer. This is likely 
to become more serious under 
allocation conditions which limit 
the number of appliances each 
man may sell,” Mr. Silk indicated. 

“Therefore, it is up to the deal- 
er to do everything possible to aid 
his men in earning a worth-while 
income. He must guard against 
inspiration - killing discourage- 


by Robert A. Latimer 


ment, which can only result in 
the loss of valuable men.” 

The Virginia retailer constant- 
ly stages unique contests. All are 
the product of intensive thinking 
and reward not only the salesmen 
but every other employee of the 
store. 

The Patrick & Silk organization 
operates with ten specialty sales- 


men, seven store employees, and 
eight mechanics, supervisor, 
“trouble shooters,” etc., in its 
service department. Each em- 
ployee is regularly given the op- 
portunity to share in bonuses, 
special commissions, and other 
rewards for initiative. 

Every contest is as unlike as 
possible the usual plan where- 


Small floor size has not kept Patrick & Silk, Newport News, Va., from 
doing a volume of more than $500,000 yearly. “Rewarding salesmen before 


contests is the secret,” 
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” say the owners. 
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(Top) Robert Silk, left, head of the firm, believes that every employee 
should share in commissions, reward for initiative, etc. (Bottom) The front 
of the Virginia store, which serves a city of 40,000. 


by salesmen make their quotas, 
are rewarded for particularly 
large volumes sold, etc. 

Typical of the clever stunts 
which keep salesmen’s applica- 
tions coming in is a program 
which was run recently. Mr. Silk 
followed a theory of rewarding 
the salesmen in advance, which 
he believes produces the best 
contest results, year after year. 

Under the plan, all of the ten 
specialty salesmen were taken to 
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Newport News’ leading depart- 
ment store and outfitted with an 
expensive suit of their own choos- 
ing, from the best lines in stock. 
The enthusiastic salesmen were 
then told that they might pay for 
the suits by earning a set dollar 
credit on every appliance sold 
during the next 30 days. 

Quotas set were entirely rea- 
sonable, and the only require- 
ment which Mr. Silk made was 
that each salesman should wear 


his new suit, as soon as possible, 
during the month. 

Thus, “enveloped” in the prize 
which was to be theirs for ad- 
ditional selling effort, Patrick & 
Silk’s ten men, followed up on 
every possible prospect. They 
closed sales which had been pend- 
ing and earned their dollar cred- 
its. 

At the end of the month, two 
of the men had sold so many ad- 
ditional appliances that their dol- 
lar credit was actually twice the 
cost of the suit, and Patrick & 
Silk ceremoniously presented 
them with the difference in cash. 

On the other hand, a salesman 
who had failed to earn sufficient 
credits to pay for his new suit had 
to fork over the unearned portion 
in cash. 

Results of this stunt were the 
highest volume of new business 
ever sold during one promotion, 


Good men attracted 


“News of a stunt like this soon 
gets around to efficient salesmen 
in other fields, whom we would 
like to have on the staff,’ Mr. 
Silk said. “The result is that we 
have a number of applications 
from salesmen looking for an in- 
teresting, profitable job.” 

There are many other types of 
contests run at the Virginia store. 
In the majority of such contests, 
the salesman is always rewarded 
in advance where it is at all prac- 
ticable. He earns the prize after 
already receiving it. “The incen- 
tive is much stronger, inasmuch 
as everybody wins,” Mr. Silk in- 
dicated. 

Good will is automatically built 
for salesmen every month. Each 
purchaser of a major appliance 
receives a free gift every month 
thereafter. For the purchaser of 
a refrigerator for example, the 
gifts may include a can of wax; 
oil for the refrigerator mechan- 
ism, in a handy applicator can; 
plastic refrigerator dishes; a wa- 
ter cooler, etc. 

The salesman who sold the ap- 
pliance to the customer sends 
out an invitation each month, ask- 
ing his customer to drop around 
for a free gift. The relationship 
between customer and salesman 
is kept on a high personal plane. 

Patrick & Silk further simplify 

(Continued on page 102) 
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Cash discounts passed 


are profits lost 


@ A VETERAN retail dealer recent- 
ly remarked that in his estimation 
one of the most important func- 
tions of retail management is to 
take advantage of cash discounts. 

“Why, there have been years 
when my cash discount was all 
the money I made,” he added 
solemnly. “That’s why I never 
miss a cash discount. Who can 
tell? Maybe this will end up one 
of those years.” 

He went on to point out that he 
found it necessary to maintain a 
personal watch over the matter of 
zash discounts. It is necessary for 
him to personally supervise pay- 
ment of statements, for he has 
found employees not too attentive 
in this matter. 

There are no indications that 
the year 1951 will come to a close 
with cash discounts taken repre- 
senting the principal source of 
profit. But the dealer’s comment 
indicates the importance of being 
in position to take advantage of 
the discount. 

However, prevailing conditions, 
according to conversations with a 
large number of individuals, have 
thinned the ranks of those in posi- 
tion to take cash discounts regu- 
larly. 

These conversations show there 


MANAGEMENT| 


| 
' 
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Cash discounts take on added importance when it is real- 
ized that the average net profit of all appliance dealers 
for the past several years has been approximately 5 per 
cent of gross sales. Assuming a business of 2/3 major 
appliance volume and 1/3 electrical housewares, the 
average dealer will find his cash discounts amount to a 
little less than 1 per cent of gross sales. But this is 1/5 of 


are three reasons for failure of 
retailers to take advantage of cash 
discounts: 

(1) They were not originally 
and are not yet sufficiently finan- 
ced; 

(2) They have weakened their 
financial position through ex- 
tremely heavy buying; and 

(3) Carelessness and, in many 
cases, failure to realize how cash 
discount will pyramid into sub- 
stantial money within a year’s 
time. 

Current conditions have had 
little to do with the position of 
those in the first classification, 
but the same conditions have sti- 
mulated heavy buying by those in 
the second bracket. And the pic- 
ture of heavy buying squares up 
in about this manner: 

The plungers in the matter of 
inventory are, generally, the late 
comers to the business. They have 
decided that if worst comes to 
worst, it is quite possible that 
their source of supply will dry up 
in favor of the more established 
competitor. 

And they also concluded that, 
with a heavy inventory at previ- 
ously current prices, they would 
be in position to turn a nice profit 
if scarcities became general. 
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his net profit! 


At this writing, however, the 
future of supply does not look as 
bleak as it did, nor does the posi- 
tion of the extremely heavy buyer 
seem as attractive. And those 
close observers of trends in Wash- 
ington have hinted at the possi- 
bility of a cessation in government 
stockpiling. 

Quite possibly, of course, con- 
ditions could change overnight, 
enhancing the position of the 
heavy buyer. Meanwhile, the 
veteran dealer has operated on an 
even keel, fortifying his inven- 
tory, but preferring to take his 
chances in the long run—and tak- 
ing his cash discount as he goes. 

Carelessness, and failure to re- 
cognize the profit in cash dis- 
count, is probably less prevalent 
than it is supposed to be. There is, 
of course, a great amount of 
money lost to dealers in the ag- 
gregate on this score. 

A good many retailers, like the 
one cited above, make it a prac- 
tice to personally see to it that 
cash discounts are taken. Many 
others have quite dependable 
bookkeeping de partments, to 
which this function is entrusted. 

But the majority of those who 
place cash discounts high in im- 

(Continued on page 102) 
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MOBILE SELLING 


Why credit regulations haven’t slowed down this Mississippi dealer 


A trailer for the farm market 


@ “MERCHANDISING MOBILITY” in 
every phase of sales and service 
operations has made it possible 
for McDaniel’s Refrigeration 
Company, appliance dealer of 
Gulfport, Miss., to maintain sales 
effectively, despite the slow-down 
occasioned by government credit 
regulations. 

When the 1/4 down-payment 
first came along, J. M. McDaniel, 
head of the firm, faced the same 
problem as did other dealers 
throughout the nation. 

Many refrigerator sales, for ex- 
ample, which might haye,,been 
“in the bag” under normal credit 
conditions, failed to materialize. 
Even elaborate plans whereby 
prospects saved up the down-pay- 
ment, through depositing at the 
store, etc., did little to alleviate 
the situation. 

One possible solution which at- 
tracted the attention of the deal- 
er, and one with which he had 
toyed for several years, was the 
farm market. This was represent- 
ed by hundreds of highly solvent 
farm families in the Gulfport 
trading area, of 28,000 people. 

Most farmers, the Mississippi 
dealer reasoned, are not only 
well-known for their habit of pay- 
ing cash for all purchases, but to 
boot, were at an income peak— 
which meant plenty of cash on 
hand. 

Therefore, to stimulate his 
sales, Mr. McDaniel went after 
the farm market. He used a re- 
built house trailer, purchased 
from a serviceman, and complete- 
ly remodeled it to accommodate 
14 appliances. 
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Included down the length of home freezer, automatic washer, 
the four-wheel trailer are a re- automatic drier, dehumidifier, sit- 
frigerator, range, water heater, (Continued on page 101) 


(Top) This rebuilt house trailer accommodates 14 appliances. Each is 

separated by thin partitions, and can be put into operation by means of a 

200-foot electric cord. (Bottom) Interior of the attractive store of McDaniel’s 

Refrigeration Sales and Service, which serves some 28,000 people in the 
Gulfport, Miss., trading area. 
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Home freezers 


Six NEw home freezers with increas- 
ed capacities and improved engineer- 
ing and convenience features are being 
announced by Deepfreeze Home Ap- 
pliance Division of Motor Products 
Corp., North Chicago, IIl. 

Six models in four sizes comprise 
the new line, and four of these are in 
deluxe categories. The new capacities 
are 7, 13, 17, and 23 cubic feet. All 
these sizes are being made available in 
deluxe models, while the 7- and 13- 
cubic-foot freezers will also be offered 
in standard models. 


Prices on the new line range from 
$299.95, suggested retail list price for 
the 7-cubic-foot standard model to 
$639.95, suggested retail for the 23- 
cubic-foot deluxe freezer. 

Three engineering advancements are 
stand-out features: the “Silent Signal” 
electrical indicators; the “Menu-Mak- 
er,” a container combination especially 
designed for pre-cooked meals; and the 
“Handy Basket” for most-used frozen 
foods. 

Other features include the counter- 
balanced lid which stays open in any 
desired position and has a trigger-ac- 
tion handle with lock. Freezer interior 
is automatically illuminated when the 
lid is raised. 

“Sweat-proof” design prevents mois- 
ture formation on the outside of the 
cabinet under all humidity conditions. 
Hermetically sealed mechanism with a 
sealed-in, lifetime oil supply, minimizes 
service difficulties. 

A run-down of the six models shows 
these over-all capacities and food stor- 
ing facilities: 

The B-7 has a 7.22-cubic-foot storage 
capacity and holds 252 pounds of frozen 
foods. The C-7 is the same size but has 
deluxe features. The B-13 has a 12.84 
storage capacity and holds 450 pounds 
of food. The C-13 is comparably sized 
but includes the deluxe features. 

The C-17 and C-23, both with com- 


plete deluxe features, have 16.89- and 
22.52-cubic-foot capacities, respective- 
ly, and hold 590 and 788 pounds of 
frozen foods, respectively. 


© 
Sales training kit 


A NEW Low-cost “self-trainer” kit 
for appliance salesmen, part of an over- 
all merchandising program to revitalize 
dealer selling practices, is being intro- 
duced to retailers by Hotpoint, Inc., 
5600 W. Taylor St., Chicago 44, Ill. 

The sales training package consists 
of five l-p records, and five illustrated 
booklets covering all selling points of 
Hotpoint appliances for complete kit- 
chens and home laundries. The narra- 
tor refers to pictures in the manuals as 
he explains the features of each appli- 
ance. 

The audio-visual method of training 
requires no props or staging. The 
dealer can activate sales training pro- 
grams during or after working hours, 
in the store or at home. 

The package sells for $5.95, and pro- 
vides salesmen with the basic product 
knowledge on which all promotions are 
based. 


= 
Motorola TV Sets 


SIXTEEN NEW television receivers 
shown recently by Motorola Inc., 4545 
Augusta Blvd., Chicago, Ill., are priced 
from $50 to $100 lower than similar sets 
in last January’s line. The new 1952 
models are equipped with 14-, 17-, or 
20-inch black rectangular picture tubes. 

Most significant price change was 
$80 less for a 20-inch table model pro- 
vided with legs which can be attached 
to change it into an off-the-floor con- 
sole. 

An important feature of all new 
models is an exclusive “Glare-Guard” 
process, which eliminates up to 98 per 
cent of all reflected glare. 

All new Motorola sets are available 
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with built-in UHF all-channel recep- 
tion and tuner units for an additional 
$40. This unit makes it possible to re- 
ceive all of the 70 new UHF channels 
called for in the future, as well as 
existing television channels. 

Fringe-area range of the new receiv- 
ers is increased approximately ten per 
cent over previous models because of 
many exclusive new circuit changes. 

The styling of the new sets has been 
designed to cover the needs of all 
types of homes, with emphasis on sim- 
plicity of line. 

Three mahogany _ television-radio- 
phonograph combinations are being 
continued in production: two 17-inch 
sets and one a deluxe 20-inch model. 


1952 Crosley line 


NEW MODELS in the 1952 Crosley lines _ 


have been presented to distributors and 
dealers in a series of regional showings. 
The lines are especially complete. 

In addition to a complete line of ra- 
dios and refrigerators, there are nine 
electric range models, 21 television 
models, and several home freezers. 


Designed as fine furniture, the TV 
line includes a wide range of sets. The 
“Lillian Russell’ shown here has a 17- 
inch picture tube and features cabi- 
netry executed in authentic Regency 
design in mahogany veneer with con- 
trasting inlays. 

A mere touch of the hip or thigh 
against the pressure bar in the handle 
of the new 1952 custom model CDF-14 
Crosley Shelvador freezer causes the 
lid to rise automatically, thus relieving 
the homemaker of the necessity of free- 
ing one hand to open the freezer com- 
partment. 

This convenience, like the plastic 
shelves recessed into the lid of the 
freezer and which hold up to 15 meal- 
size packages of frozen food for con- 
venient selection, is a standard feature 
in all models of the completely new 
line of 1952 Crosley Shelvador freezers. 

One of the most beautiful models of 
the new line of 1952 Crosley electric 
ranges is the RD-CW, which includes, 
in addition to a king-size oven, a com- 
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plete warming oven thermostatically 
controlled to maintain fixed warming 
temperatures for food or dishes. In 
addition, the divided top is designed for 
additional work space. 

The RD-CW offers such additional 
features as push-button switches for 
automatic control of any four cooking 
operations; convenient, cluster - type 
switches which indicate cooking heat 
by number and different colored 
lights; automatic preheat for baking 
that shuts off automatically when the 
required temperature is reached, and 
quick high heat for deep-fat frying in 
the 6-quart deep-well cooker. The 
Visidor oven allows the operator to 
observe cooking progress without open- 
ing the oven door. 


* 
Corn popper 


A NEW jumbo corn popper with 4- 
quart capacity has been recently intro- 
duced by Dominion Electric Corp., 
Mansfield, Ohio. 

This new appliance is of particular 
interest because the standard-size 2- 
quart popper manufactured by Domin- 
ion has been popular during its two- 
year life to date. 

No stirring or shaking is necessary— 
just put in unsalted shortening or 
cooking oil, add the corn, and then 
watch it pop under the heat-proof, 
glass top. 

The popping bowl is separate and 
has an attractive, cool plastic handle 
so that popped corn can easily be pour- 
ed into any container. The popper is 
made of heavy polished aluminum, and 


has cool handles and feet of molded 
plastic. 

More than one use is claimed for the 
“Popper-Chef”: it heats canned soups, 
vegetables, stews, sauces; makes frost- 
ings, candies, puddings; boils potatoes 
and other vegetables; recrisps potato 
chips, cereals; and heats baby bottles. 

A Gay Nineties hostess set of four 
large 15-ounce forest-green glasses and 
four serving bowls is included at no 
extra cost with each popper 


6 
Cabinet circulator 


THe NEW Handybreeze Dial-Aire 
cabinet circulator, manufactured by 
Chicago Electric Mfg. Co., 6333 W. 65th 
St., Chicago 38, Ill., permits the user 
to dial the exact degree of air-flow he 
desires, from 1150 cfm to 1910 cfm. 

There is no direct blast of air created, 
so the fan makes an ideal bedroom cir- 
culator. The 16-inch fan blade gives 
powerful air circulation 

Cabinet design is of walnut plastic 
with white metal grillwork. The fan is 
easily portable because of its light 
weight and convenient size—23 inches 
wide, 2042 inches high, and 14% inches 
deep. 

The circulator operates at 150 watts, 
a-c, and is Underwriters’ listed. 


+ 
Frigidaire appliances 


Two new household refrigerators and 
a new electric range have been added 
to the home appliance lines of Frigi- 
daire Division of General Motors, Day- 
ton 1, Ohio. 








One of the new refrigerators is a 
porcelain-finished Master model (MO- 
81P) that features a porcelain-on-steel 
exterior as well as an acid-resisting 
porcelain interior. It has a capacity 
of 8.1 cubic feet and will store up to 
41 pounds of frozen food in the full- 
width Super-Freezer Chest. 

The other new refrigerator is an 1l- 
cubic-foot Standard model (SO-110) 
with approximately 21 square feet of 
shelf space. It features a full-length 
door with vertical latch; large Super- 
Freezer with 29 pounds of frozen-food 
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capacity; and four full-width shelves 
including two half shelves and a swing- 
down utility shelf. 

The new electric range (Model RO- 
20) has many of the features of the 
more expensive 40-inch models, but is 
designed for smaller family budgets. It 
has the slanted front and one-piece 
flowing top with cooking top lamp. 
Like all Frigidaire ranges, it is porce- 
lain finished inside and out. 

Other features include a new twin- 
unit even-heat oven; two 6-inch and 
one 8-inch radiantube cooking units; 
Cook-Master and Simpli-Matic oven 
controls, which allow automatic cook- 
ing, baking, and roasting in the oven; 
and large full-width and single-width 
storage drawers. 


e 
Westinghouse TV and radio 


TOP-OF-THE-LINE among the new 
Westinghouse television receivers is the 
Carlisle, model 653K24, with 24-inch 
rectangular black glass picture tube 
housed in a mahogany-finish cabinet 


with paneled half doors. The receiver 
is equipped with the electronic clari- 
fier, single dial tuning, and has a sug- 
gested retail price of $675. 

Lowest-priced receiver at $199.95 is 
the Weston, model 665T16, a_ table 
model. It utilizes a 16-inch rectangular 
viewing tube and the cabinet is of 
modern design in black plastic. 

An innovation in Westinghouse cabi- 
net styling is the French Provincial, 
model 655K17, a console in fruitwood 
veneer with full-length doors. Equip- 
ped with a 17-inch black rectangular 
video tube, the suggested retail price 
is $399.95. 

In addition, there are five other 
table-model television receivers, six 
consoles with television only, and two 
console combinations with AM-FM 
radio and three-speed automatic record 
players. 

The Westinghouse clock radio fea- 
tures a sleep control which shuts off 
the radio automatically in the evening 
and turns it on in the morning. An 
automatic signal alarm can be set for 
morning rising and the radio can con- 
trol any appliance using up to 1,000 





CARL W. EVANS, Editor 


Business Manager 


Busi: 


SEPTEMBER 


BARON CREAGER, Southwestern Editor 
1305 National City Bidg., Dallas, Tex. 


T. W. McALLISTER, Vice-Pres., Editorial Director 


FRANK P. BELL Cc. M. GRAY J. A. MOODY 


4sst. Business Manager 





1951 


FRANCES J. BLACK, Assistant Editor 


Production Manager 


2 





| 


SouTHERN Power & INDUSTRY 





L. B. CHAPPELL, 427 W. 5th St., Los Angeles, Calif. Tel. Mich. 9849 
Joun C. Cook, 333 N. Michigan Ave., Chicago 1, Ill. Tel. Central 6-4131 
Gerard TEASDALE, 78 Manhattan uN. ¥. T 
University 4-2087 
W. C. RuTLANpD, Post Office Box 
W. G. SHEEHAN, 2516 Gasser Blvd., Rocky River Station, Cleveland 16, 
Ohio. Tel. Edison 1-0856 


ve., New 


Published Monthly by 
W. R. C. SMITH PUBLISHING COMPANY 
Editorial and Business Offices 
806 Peachtree Street, N. E., Atlanta 5, Georgia 


Publishers Also of 
TextTitg INDUSTRIES 
SouTHERN AUTOMOTIVE JOURNAL 


York 25, el. 


102, Gastonia, N. C. Tel. 7995 


SouTHERN BUILDING SUPPLIES 
SouTHERN HARDWARE 








watts of current. The clock radios are 
available in maroon plastic cabinet, 
model 355T5, and ivory cabinet, 356T6, 
at suggested retail prices of $36.95. 

Other new radios include three AM 
table models, two AM-FM table mod- 
els, and two portable models, each 
priced at $49.95. 

The new combination AM-FM con- 
sole with three-way automatic record 
player is the 354C7 priced at $229.95. 


Thor automatic washer 


THor Corporation, Chicago 50, IIL., 
has added an automatic washer to its 
product line. They now maké and sell 
a full line of washirig machines: an 
automatic, a semi-automatic, and con- 
ventional wringer models. 

The new washer, to be known sim- 
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ply as the Thor Automatic, will be 
priced at $299.50 and will first go on 
sale late in September in the Chicago 
market area. National distribution is 
not expected to be reached until spring 
of 1952. 

The new machine bears a close re- 
semblance to the Spinner Washer, 
which will remain in production. Ex- 
ceptions in appearance are a mod- 
ernistic plastic escutcheon on the ma- 
chine front, a single-knob control at 
the right rear corner of the top, and 
a hinged, top-opening cover. 

The machine measures 36 inches 
high, 25 inches deep, and 24 inches 
wide. The skirt is finished in baked 
enamel, inside and out. The tub and 
clothes basket are porcelain enameled 
inside and out. 

The machine has a manual fill to 
permit varying amounts of water in 
keeping with varying load sizes. Once 
filled, the machine goes into com- 
pletely automatic operation or, should 
the homemaker desire, any cycle can 
be altered or skipped entirely 

The most noteworthy feature of the 
unit is a new gyro balancer-clutch 
combination. With the new design, 
even the most off-center loads will not 
cause excessive vibration, nor will they 
cause the machine, which is not bolted 
to the floor, to “walk.” 

The washer will operate on a min- 
imum of 15 pounds of flowing water 
pressure. The average home has pres- 
sure ranging from 20 to 40 pounds. As 
a safety factor, the machine is designed 
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to take pressure up to 120 pounds. 
To install the unit, two separate 

threaded faucets (hot and cold) are 

required, instead of a mixing faucet. 


a 
Lonergan dehumidifier 


THe Lonergan Mfg. Co., Albion, 
Mich., has recently added a new de- 
humidifier to their line. 

The unit is 225 inches high, 16 
inches long, and 12% inches wide, and 
weighs 62 pounds. Ample space is pro- 
vided in the cabinet to hold a stand- 
ard 10-quart condensation bucket, and 
the unit is equipped with an 8-inch- 
blade aluminum intake fan. 





The unit is suited for home use to 
eliminate damp walls and clammy air 
in basements, recreation rooms, etc., 
as well as being adaptable for use in 
libraries, hotels, candy stores, elec- 
tronic laboratories, or any other place 
where considerable moisture is pre- 
valent. 

The unit effectively controls exces- 
sive humidity and efficiently reduces 
corrosion and rust where moisture pre- 
vails. The dehumidifier is constructed 
to capably dehumidify space up to 8,- 
000 cubic feet. 


+ 
Scott TV chassis 


THE NEW “Silver Anniversary” tele- 
vision chassis and Model 510 and Model 
310 radio chassis, manufactured by 
Scott Radio Laboratories, Chicago, are 
now being made available to dealers 
for custom or built-in installations. 

The “Silver Anniversary” TV chassis 
features circuit improvements that give 
super-sensitivity and greater range. It 
also includes the exclusive Scott high- 
light control that permits intensifica- 
tion of light and dark portions of the 
picture as desired by the viewer. 

Model 720A has a 17-inch rectangu- 
lar picture tube; Model 920A is equip- 
ped with a 20-inch rectangular picture. 
Both models include control cover, 
knobs, and mounting bolts. 

The Model 310 custom radio chassis 
is a complete mono-unit FM-AM radio 
tuner with high-fidelity push-pull 6V6 
power output and 12-inch wide-range 
heavy-duty speaker. 
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In the Model 510 custom radio chas- 
sis, the FM-AM radio tuner and the 
high-fidelity amplifier and power sup- 
ply are separate units. 

Also included is a two-unit co-axial 
speaker specially designed for use with 
the Scott chassis. The speaker has 
plug-in connections for record player 
and television. 

s 


Space-saver freezer 


Tue Coolerator Co., Duluth 1, Minn., 
has unveiled a new space-saver freezer 
that provides more than 13 cubic feet 
of capacity in a 55-inch cabinet com- 
parable to present-day 10-cubic-foot 
cabinets. 

This new freezer will store over 450 
pounds of frozen foods in the regular 
storage compartment and the special 
quick-freeze section. 

Convenient storage is provided in two 
deluxe unichrome wire baskets plus 
the handy exclusive “Port-A-Tray,” a 
shallow tray which helps the home- 
maker take foods to and from the 
freezer. It also offers extra shelf stor- 
age in the fast-freeze section or the 
storage compartment. 

The F-1130 is illuminated by a lid- 
mounted light, which is operated by 
an automatic mercury switch. The lid 
is counterbalanced to prevent accidents. 


~ ~The new freezer is backed by the us- 


ual Coolerator five-year warranty on 
the freezing unit, plus a free five-year 
food-protection policy up to $175 for 
complete insurance against food loss. 


Hunter window fan 


A new 30-inch window fan has been 
developed by Hunter Fan and Ventilat- 
ing Company that will cool four to six 
rooms at a time. 

This quiet belt-driven fan delivers 
7000 cfm to produce a complete change 
of air every minute in a good-sized 
home or large apartment. It is elec- 
trically reversible so that it can be used 
as a circulating fan in the daytime, as 
well as for ventilation and exhaust at 
night. 

This new window fan is constructed 
of heavy-gauge steel with a durable 
baked-enamel finish in light ivory. It 


is easily installed in the upper or lower 
sash of any standard window. 

Protective mesh guard, finished to 
match the cabinet, can be mounted on 
the front or rear of the fan. There is a 
five-year guarantee on the fan, and one 
year on the motor. 

The new fan is priced to retail at 
$99.95 plus $10 for the guard. 

Literature is available from Hunter 
Fan and Ventilating Co., Box 2858-E, 
Memphis 2, Tenn 

& 
Color TV unit 

DELIVERIES OF an accessory color tele- 
vision unit for use with present black- 
and-white sets will begin in August, 
according to John Meck Industries, Inc., 
Chicago, Ill. 

The new “Add-a-Color” unit will 
have a 14-inch picture tube. Price of 
the color unit has not yet been set, 
pending final engineering specifica- 
tions, but it will probably retail at less 
than $150. 

All Meck sets made since January 
1 are equipped for instant plug-in con- 
nection of the Meck “Add-a-Color” 
unit. The unit is also adaptable to 
other makes of black-and-white re- 
ceivers after a suitable connector socket 
has been installed and certain wiring 
changes made in the receivers. 


e 
Casement window fan 


A new Shovelaire casement window 
fan with two 15-inch blades, four for- 
ward speeds, both fans operating at the 
same time, has been announced by C 
& H Air Conditioning Fan Co., Inc., 
1591-1623 DeKalb Ave., N. E., Atlanta 
6, Ga. 

Designated Model 415-4CW, the new 


fan can be used in both 36-inch and 
48-inch casement windows, and moves 
2709 cfm. 

This fan has been designed for sim- 
ple operation by removing the screen 
and installing the fan with the same 
hangers in the same position that the 
screen was originally mounted. 
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Timely items relating to dealers, light and 


power company sales departments, electrical 


wholesalers, manufacturers and their agents. 


Baltimore uncovers 
interesting TV facts 


@ SIXTEEN- AND 17-inch TV sets 
are the popular screen sizes in 
Baltimore and approximately 75 
per cent of the receivers there are 
covered by service contracts, ac- 
cording to figures released recent- 
ly by the Television Company of 
Maryland, Du Mont television 
dealers of 115 W. Fayette St., 
Baltimore. The independent sur- 
vey covered 6,823 families in all 
areas of the city. 

Equally interesting is the TV 
Company of Maryland’s finding 
that of the 4,744 respondents who 
owned television receivers, 2,940, 
or more than 60 per cent, answer- 
ed that they had purchased them 
within the past year. 

The survey, under the direction 
of Milton Rabovsky, president of 
the company, and one of the na- 
tion’s ‘outstanding television re- 
tailers, was part of Rabovsky’s 
“Golden Key” promotion cover- 
ing all of his five stores in the 
Baltimore area. Specially trained 
personnel conducted the survey 
over a period of several months 
in Baltimore. 

Of the 6,923 persons contacted. 
there were 4,744 set owners and 
2,179 non-set owners. Results 
showed that of the set owners, 2,- 
940 had their sets less than a year; 
1,302 had them less than two 
years; and 502 had them less than 
three years. 

Figures on the service contracts 
showed 3,539 owners with con- 
tracts and 1,205 sets without. 

Only about 5 per cent of the set 
owners polled had 19-inch receiv- 
ers or larger. Among those pol- 
led, there were 244 19-inch sets; 
1,773 sets with 16- or 17-inch 
screens; 1,543 with 12- and 14- 
inch screens; 1,020 sets with 10- 
inch screens; and 164 sets with 
7-inch screens. 


The ‘Golden Key” promotion, 
of which the survey was an im- 
portant part, was built around the 
DuMont 19-inch Mount Vernon 
receiver. 

After making their survey calls, 
interviewers presented respon- 
dents with a golden key and invit- 
ed them to take it to their nearest 
Television Company of Maryland 
store and try it in the golden lock 
placed on the Mount Vernon re- 
ceiver. If the key opened the lock, 
the set was delivered and instal- 
led free in the home of the lucky 
key holder. 

The promotion, according to 
Rabovsky, was a distinct success 
with gratifying results. Store traf- 
fic was increased, prospect lists 
built up, and there was consider- 
able favorable local publicity and 
good will engendered for the 
Television Company of Maryland 
through this promotional-survey 
effort. 


Training program for 
refrigerator salesmen 


@ AN EXTENSIVE retail sales 
training program, designed to ex- 
pound the fundamentals of re- 
frigerator selling to more than 
30,000 dealers’ salesmen through- 
out the United States, has been 
launched by the International 
Harvester Co. 

Seeking to give the salesmen 
some real and practical help in 
doing a record-breaking job of 
selling International Harvester 
refrigerators, the program is de- 
signed to give them confidence in 
their product; skill in demonstra- 
tions; personalize their selling; 
and stress the importance of stay- 
ing with prospects until they are 
sold. 

All of these sales tips are out- 
lined in an 82-page Instructor’s 
Manual, which gives a condensed 
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description of the training pro- 
gram, lists the physical materials 
furnished, suggests techniques of 
instruction, gives suggestions for 
scheduling meetings, and de- 
scribes the instructor’s part in the 
proceedings including verbatim 
speeches for every part of the 
training program. 

J. H. Coats, sales promotion 
manager, refrigeration sales, dem- 
onstrated the program to regional 
managers, refrigeration represen- 
tatives, and home economists in a 
special meeting. These officials, 
upon return to their regions, will 
put on the same demonstration 
for district office and distributor 
personnel, and they in turn will 
offer the same course to dealers’ 
salesmen. 

Materials to be used include 
two sound slide films, two film 
strips, 18 pages of charts, felt- 
board cut-outs, a parts catalog, a 
spring scale, flashlight, sales 
handbook, cue sheets, and keno 
cards and chips. The latter are 
for a special keno-type game for 
testing participants’ knowledge of 
the product. 

Materials to be distributed to 
salesmen who take the course in- 
clude printed texts of the sound 
slide films, demonstration guides, 
data pamphlets, and “diplomas” 
for those who complete the 
course. 


Crosley names 
division managers 


@ THE APPOINTMENTS oF M. R. 
Rodger, T. H. Mason, and E. W. 
Gaughan as divisional sales man- 
agers of the Crosley Division, 
Avco Manufacturing Corp., have 
been announced by W. A. Blees, 
Avco vice-president and Crosley 
general sales manager. 

In making the appointments, 
Mr. Blees also announced the or- 
ganization of the country into 21 
zones as a part of a carefully plan- 
ned, expanded factory field or- 
ganization designed to bring clos- 
er co-ordination between Crosley 
wholesale personnel and distribu- 
tors, dealers, and salesmen in the 
retail field. 

Mr. Blees explained that under 
this arrangement each three or 
four distributors will have a Cros- 
ley zone manager to work exclu- 
sively with them in their distribu- 
torships and to maintain constant 
contact with them, spending the 
major part of their time in dis- 
tributor cities. 
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M. R. Rodger 


In addition, each division will 
have a complete staff of special- 
ists on advertising and sales pro- 
motion, finance, builder sales, 
home economics, and service to 
further aid the zone managers in 
working directly with the distri- 


E. W. Gaughan 


butors, dealers, and retail organi- 
zations. 

Mr. Rodger, for the last two 
years assistant general sales man- 
ager, will become manager of the 
central division. Mr. Gaughan, 
who has been in charge of special 
activities for Crosley, has been 
named eastern divisional sales 
manager; and Mr. Mason, former- 


T. H. Mason 


ly sales promotion manager, will 
become western divisional sales 
manager. Their offices will be 
in Cincinnati. 

Zone managers and the distri- 
butors reporting to them include: 

Eastern division—I. G. Knae- 
bel, Jr., Pittsburgh: Roanoke and 
Baltimore; L. R. Walker, Atlanta: 
Nashville, Birmingham, Bristol, 
and Atlanta; and J. C. McDevitt, 
Jacksonville: Charlotte and Jack- 
sonville. 

Central division—F. D. O’Sul- 
livan, Jr., Cincinnati: Louisville, 
Harlan, and Cincinnati; and J. E. 
Shelton, St. Louis: Carrier Mills, 
Ill, Memphis, Jackson, Little 
Rock, and St. Louis. 

Western division—P. P. Pier- 
son, Kansas City: Omaha, Wichi- 


| ta, Fort Smith, and Kansas City; 


B. E. Densmore, Dallas: Fort 
Worth, Tulsa, and Dallas; and C. 
S. Herndon, Houston: San Anto- 
nio, Shreveport, New Orleans, 
and Houston. 


| Louisville site of 


_G. E. Appliance Park 


@ THE GENERAL Electric Com- 
pany will start construction of the 
first buildings in its proposed Ap- 
pliance Park as soon as it takes 
title to a 700-acre tract in Bue- 
chel, near Louisville, Ky., Clar- 
ence H. Linder, general manager 
of the major appliance depart- 
ment, announced recently. 

Contractors are expected to 
start breaking ground for the first 
factory building, in which the 
company will produce component 
parts for jet engines, within sev- 
eral weeks. 

“We hope the building will be 
completed and in operation early 
next year,” Mr. Linder said. 

Ultimately, the multi-million- 
dollar park will be manufactur- 
ing, engineering, marketing, and 
administrative headquarters for 
all General Electric’s major ap- 
pliance operations. 


Distributor news 


@ THe NasH-Ketvinator Sales 
Corporation, 1600 St. Charles 
Avenue, New Orleans 13, La., has 
been appointed to distribute 
Stromberg --Carlson radio and 
television products, according to 
C. J. Hunt, radio and television 
sales manager for the Stromberg- 
Carlson Company. 

E. S. Kerr is zone manager for 
Nash-Kelvinator at New Orleans, 


and concluded the arrangements 
with Mr. Hunt. Sales manager 
for radio and television is S. M. 
Fucich. In this zone, comprising 
all of Louisiana, Alabama, the 
southern half of Mississippi, and 
western Florida, is a branch of- 
fice at Birmingham, Alabama, 
which is under Mr. Kerr’s direc- 
tion. W. A. Thompson is the 
Birmingham branch manager. 


@ ApPpoINTMENT of Paris-Dunlap 
Hardware Company, 825 South 
Bradford Street, Gainesville, Ga., 
as distributors for Laundry 
Queen washers in the Gainesville 
area was announced by Hodge C. 
Morgan, vice-president and direc- 
tor of sales at Automatic Washer 
Company, Newton, Iowa. 

A sales organization for the 
Laundry Queen line has been set 
up by T. H. Paris, president. 
James G. Dunlap is vice-president 
of the concern. Thirty-nine coun- 
ties in Georgia will be served by 
Paris-Dunlap Hardware. 

Also handled by the firm are 
A. B. Ranges, Jackson & Mission 
Water Heaters, General Mills Ap- 
pliances, and Knapp-Monarch and 
Dominion Traffic Appliances. 


News and views from 
the wholesalers 


Arthur A. Gould, president, Electrical 
Wholesalers, Inc., Raleigh, N. C.— 
“Business during the last two months 
has been spotty. However, with the 
opening of the tobacco markets and 
with the cotton crop coming in very 
soon, business should be above expec- 
iations. 

“Fans, freezers, stoves, and water 
heaters are moving very nicely. Wiring 
supplies and devices are greatly in de- 
mand for defense building when such 
supplies are available. Inventory is 
average. 

“We now have two branches in addi- 
tion to our Raleigh home office. We 
have our Greensboro, N. C., branch, 
and have recently opened up a branch 
store in Rocky Mount, N. C. Jack 
Briggs is the manager there and is 
doing a wonderful job.” 


M. Baldock, secretary. Bill Sutton’s 
Wholesale Electronics, Fort Worth, 
Texas—“Business is picking up slowly. 
Our sales manager Walter D. Logston, 
Jr., is no longer with us.” 


George D. Adair, president, Adair 
Appliance and Supply Co., Memphis, 
Tenn.—“Appliance and television busi- 
ness has been considerably off in the 
Memphis wholesale area during the 
months of May, June and July. How- 
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ever, we are glad to say that beginning 
August 1 it has taken a sharp upturn 
for the better. Apparently with the 
relaxation of Regulation “W” and the 
good crop conditions prevailing, busi- 
ness should be very good from now 
until the first of the year. 

“George D. Adair, Jr., has recently 
been promoted to vice-president and 
sales manager of this company. He 
attended school at Riverside Military 
Academy and Georgia Tech and after 
completing a tour of duty in the Air 
Force during the last World War be- 
gan working here in 1945 as a salesman. 


easy VISION 
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George D. Adair, Jr. 


“We have recently acquired the dis- 
tributorship of Hoffman Radio Corp., 
of Los Angeles, who devote their seven 
factories to the manufacture of Hoff- 
man television sets. A dealer meeting 
was held at the King Cotton Hotel Au- 
gust 16 with some 150 present. The 
Hoffman TV sets were presented by 
Dean Benton, southern sales manager. 
Henry Slavick, manager of TV Sta- 
tion WMCT also addressed the mid- 
south dealers attending the meeting.” 


D. R. Bryan, owner, Radio Service 
Supply Co., Tyler, Texas—“Business is 
slow at this time. A new addition io 
our staff is Patsy Ruth Bryan.” 


Boyd Nash, owner, Nash Electric 
Supply, Spartanburg, S. C.—“Business 
conditions last month were about the 
same as previous months of the year. 
General conditions are very good. In- 
stallation materials for electric ranges 
and hot water heaters are most active, 
along with general material for indus- 
trial plants. Inventory is larger than 
ever before.” 
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J. H. Wimberly, Jr., president, Sup- 
erior Distributing Co., Kansas City, Mo. 
—‘“Business conditions in our territory 
are fair. We have opened a similar 
distributorship in Wichita, Kansas, 
which will feature the Crosley line. It 
is known as the Superior Distributing 
Co. of Kansas, Inc., and Bob Mason is 
manager. Temporary office is located 
at 255 N. Water St.” 


New home of W. Va. Electric 


H. Colker, treasurer and sales man- 
ager, W. Va. Electric Supply Co., Hunt- 
ington, W. Va —‘“While residential 
building is starting to slow down with 
a resulting decrease in demand for 
residential supplies and fixtures, in- 
dustrial activity and expansion has 
more than made up for this decrease, 
especially in the area of 100 miles 
around Huntington, which we cover 
with 5 outside salesmen. 

“Traffic appliances have been mov- 
ing steadily, especially with the help of 
specific promotions and extra advertis- 
ing allowances from the manufacturer 
which have been used most successfully 
in TV promotion and newspaper trade- 
in type of promotion. 

“With the very hot weather this sum- 
mer, the fan business was excellent 
Approximately 90% of the business was 


Scleut 


Supply Co., at Huntington. 


in window fans 16-inches to 22-inches 
in diameter. 5% of the business was 
for industrial use, and the other 5% 
small oscillating fans, 8 inches to 16 
inches. 

“Heavy inventories of March and 
April have now been reduced, and with 
the exception of traffic appliances for 
the fall season, most of which are in 
our inventory on Dec. 10th dating, the 
inventory is balanced. There is a 
marked shortage of copper wire, from 
not enough in the small sizes to noth- 
ing at all of the large sizes. 

“When fire destroyed our building 
a year ago, we moved into the new 
building shown in the accompanying 
illustration, where we now have 25,200 
square feet of floor space. We specialize 
in electrical supplies, fixtures, and traf- 
fic appliances.” 





General Electric — 
Promotional calendar 


A PROMOTIONAL CALENDAR which mer- 
chandises seven selling periods for the 
automatic blanket has been prepared 
by the General Electric Co. 

The calendar is designed to fit into 
the headboard of a display fixture hold- 
ing three blankets. Printed in six col- 
ors, it combines attractive illustrations 
with brief copy to tell a sales story. 

Included are selling suggestions such 
as “Tomorrow is Someone’s Birthday,” 
June Bride, Layaway, Back to School, 
Christmas, and a winter scene. 

Each calendar sheet is perforated at 
the top so that it is not necessary to 
remove the unit from the display when 
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changing to a new page. Instructions 
on the back tell when to remove each 
sheet to get the most effect out of the 
calendar. 

Designated Pub. No. 11-270, the pro- 
motion piece is being offered free of 
charge from General Electric Co., 1285 
Boston Ave., Bridgeport 2, Conn 


Admiral — 
Motion displays 


A NOVEL DISPLAY designed to be placed 
alongside any Admiral TV model is 
the new “Moving Man.” 

In the new traffic display, a man in 
a double-breasted blue suit swings 
from the waist (small a-c plug-in mo- 
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The new Admiral “Moving Man” 

traffic display illustrates admiration 

of any Admiral TV set from any 
and every angle in a room. 


tor) to peer closer at an Admiral TV. 

His head (on a free-swinging pivot) 
swings with the body. Then the body 
and head swing back to the left, away 
from the set, to admire the set in per- 
spective. 

The eight-color lithographed card- 
ooard is in three separate parts and can 
be assembled in less than 3 minutes. 
Set up it measures 30 by 56 inches, 
and folded for shipping it condenses in- 
to a 30- by 30-inch carton. 


Markstone — 
Fluorescent display 


A compact, two-color, lighted resi- 
dential fluorescent fixture display de- 
signated as the “Markstone Automatic 
Salesman,” has been announced by 
Markstone Manufacturing Co., 2460 W. 
George, Chicago, IIl. 

The display features four fast-selling 
“bread-and-butter” items, and is 24 








inches wide, ideal for store-counter, 
wall, or show-window use. 

Markstone designed the display to be 
a brilliantly lighted traffic stopper, and 
to definitely increase over-the-counter 
sales of packaged ready-to-hang resi- 
dential fluorescent fixtures. The lamps 
are complete with all wiring arrange- 
ments and lamps, ready to light up and 
go to work. 
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D. C. Spooner, Jr., has been appoint- 
ed assistant to the general manager of 
the General Electric Company’s traffic 
appliance department, and R. O. Fickes 
and M. M. Wheeler have been ap- 
pointed managers of the automatic 
blanket division and clock division, re- 
spectively, it has been announced by 
Charles K. Rieger, general manager. 

Also announced are the appointments 
of C. R. McLean and A. H. Heitzler as 
sales managers of the automatic blanket 
and clock divisions, respectively. 

Mr. Spooner has been manager of 
the blanket division since 1940. Mr. 
Fickes was appointed manager of the 
clock division in 1944. Mr. Wheeler be- 
came sales manager of the automatic 
blanket division in 1949. 

Mr. McLean was appointed sales 
manager of the clock division last May. 
Mr. Heitzler was named assistant sales 
clock division, at 
Bridgeport, in June of this year. 


George T. Sanders, former sales sup- 
ervisor for Winchester, Va. and the 
Southern district, has been named gen- 
eral merchandise manager for the Poto- 
mac Edison System. 


George T. Sanders 


Mr. Sanders has been with the PE 
sales force since 1934. He will be re- 
placing L. S. Knight, who resigned. 


Marvel Metal Products Co., Chicago 
24, Ill., has announced the appoint- 
ment of Jack Reid, P. O. Box 6531, 
Dallas, as southwestern representative 
for their wall and kitchen cabinets. 


The Kalamazoo Stove & Furnace 
Company has announced the appoint- 
ment of Russell F. Ekrut as general 
service manager. 

Mr. Ekrut was formerly associated 
with Whirlpool Corporation as assistant 
to director of service. He is widely 
known for the work done during the 


past eight years in helping to develop 
the service department of that organi- 
zation. 

eo 


Clifford H. Spath has been appoint- 
ed assistant to the director of sales at 
Automatic Washer Co., Newton, Iowa, 
it was announced recently by Hodge 
C. Morgan, vice-president and director 
of sales of the washer firm. 


Clifford H. Spath 


Mr. Spath was formerly a Chicago 
district manager for the Laundry 
Queen washer line with headquarters 
in The American Furniture Mart in 
Chicago. 
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J. W. MeNairy has been appointed 
manager of the General Electric Com- 
pany’s Appliance Park project at Louis- 
ville, Ky., it has been announced by 
Clarence H. Linder, general manager 
of the major appliance department. 

Mr. McNairy, who was formerly 
manager of engineering and manufac- 
turing of the major appliance depart- 
ment, has been in charge of preliminary 
work on the multi-million-dollar park. 

In his.new capacity he will be re- 
sponsible for the building planning and 
construction program, procurement of 
new manufacturing equipment, the 
transfer of facilities from their present 
locations to the park, and the initial 
operations of the plant services within 
the park. 

e 


Several personnel changes in the 
sales divisions of Arvin Industries, Inc., 
have been announced by Raymond P. 
Spellman, sales manager of Arvin’s 
television and radio division, and Gor- 
don T. Ritter, director of sales, electric 
housewares division. 

Thomas E. Davis, former district 
manager for the housewares division 
in the southeastern states, with head- 
quarters in Atlanta, has been transfer- 
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red to the television and radio division 
as district manager for the states of 
Indiana and Michigan, with headquar- 
ters in Columbus. 

Replacing Mr. Davis in the southeast- 
ern territory on housewares, and cover- 
ing eastern Tennessee and the states of 
Alabama, Georgia, North and South 
Carolina, and Florida, is John W. 
French, formerly in the television and 
radio division, with headquarters in 
Chattanooga. 


Ted A. Glockner, territory salesman 
for Raybro Electric Supplies, Inc., out 
of their Jacksonville Branch, died sud- 
denly of a heart attack on July 12. 

Mr. Glockner was’ well-known 
throughout the electrical trade and 
north Florida and covered several ter- 
ritories for Raybro from time to time. 


J. B. Farr has been appointed man- 
ager of sales training for the General 
Electric Company’s receiver depart- 
ment, and R. M. Lutz has been named 
supervisor of co-operative advertising. 
This has been announced by S. M. 
Fassler, manager of advertising and 
sales promotion for the department. 

The post of sales training manager 
is Mr. Farr’s first with General Elec- 
tric. He most recently served as an 
account executive for Tradeways, Inc. 


Mr. Lutz was assistant supervisor 
in the department’s cost section before 
assuming his new duties. He has been 
with General Electric three years. 


O. Earl Findling is new Southwestern 
electric manager for Knapp-Monarch 
Co., with headquarters in Dallas. Mr. 
Findling will be traveling Northern 
Texas and the states of Oklahoma and 
Arkansas. He joined Knapp-Monarch 
in April, 1950, in their Mid-South dis- 
trict. 

Jim Culp, who was Southwestern 
district manager prior to Mr. Find- 
ling’s appointment, has been promoted 
to the position of national sales man- 
ager for Knapp-Monarch. 


The farm market 
(Continued from page 92) 


down ironer, range, etc. 

Each of these is more or less 
in a separate room. Thin parti- 
tions were built between each dis- 
play, along the wall of the trailer, 
to keep the prospect’s attention 
on a single appliance at a time. 

While expensive to build, the 
trailer almost immediately justi- 
fied its cost. Through the use of 


a 200-foot electric cord, allowing 
any appliance to be readily hook- 
ed up and put into operation out 
in the country, it induced many 
farm wives to buy who might 
never have operated the appli- 
ances. 

A crew of two salesmen have 
used the trailer almost constant- 
ly since its completion. When 
the trailer is not in use on mobile 
demonstrations, it is exhibited at 
street corners in small hamlets 
surrounding the Gulport-Biloxi 
area. Signs are hung out to per- 
suade passerbys to “Come on in 
and watch their favorite appli- 
ance operate.” 

Although total sales were 
slightly less than anticipated, use 
of the trailer has been responsible 
for restoring volume lost through 
Regulation W. But most impor- 
tant, the trailer is helping to sell 
a bracket of customers whom the 
store had little opportunity to 
contact in the past. 

Mail - order competition has 
been offset considerably. And the 
Mississippi dealer stated that it 





Yours FREE for the 4boking 
A GUIDE TO QUICK HEATING 


Choose the Right HEETAIRE 
for Every Purpose! 


Look at thir “able of Coutents 


How to Select the Right HEETAIRE The Principles of HEETAIRES Types and Sizes 
__ bee Beary Ponpene te THERMOSTATIC tk Series 210 HEETAIRES . . . 
Here's the first and only complete CONTROLLED Operation Fan-Ferced Black Heat .. . 
GUIDE to the selection of electrical te Series 230 HEETAIRES 3000 to 5000 Watts 
wall-insert and wall-attachable space i F er 
Fon Forced Radiant Hee?... . sates 300 HEETAINES . . . Radient 


heaters! 1250 to 3000 Watts 

It gives all the information about de Series 250 HEETAIRES Heat . . . 1000 to 2000 Watts 
QUICK HEATING you've always Fan-Forced Black Heat . . . yx Series 240 HEETAIRES . . 
wanted — types, sizes, heating prin- 1500 to 3000 Watts Heat 


ciples, thermostatic heat controls, rec- 


ommended wattages — plus an exclus- 
ive chart based on the four factors that 

ELECTRIC PRODUCTS, Inc. 
139 SENECA STREET 





. Radiant 
- 1000 to 1500 Watts 


LA SALLE 
PRODUCTS, Inc. 
BUFFALO 3, N. Y. 


determine the selection of the correct 
HEETAIRES. 


It's yours for the asking — just drop us a card. 
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has been remarkable how the sale 
of a new electric range, for ex- 
ample, to one farm family, stim- 
ulates the desire for ownership 
in other families. 

Backing up the “rolling show- 
room” is Mr. McDaniel’s well-or- 
ganized service department, em- 
ploying eight mechanics, which 
offers 24-hour service, seven days 
a week, over its entire territory. 

The Gulfport firm provides 
maintenance on every appliance 
it sells. McDaniel’s willingly dis- 
patches a rolling shop, pick-up 
truck to any farm home in the 
area, to get an appliance back 
into service. 

The size and efficiency of the 
service department is always 
heavily emphasized in dealing 
with farm owners. The result is 
often the sale of two or three 
more appliances per customer 
within the first year. 

An unusual service feature of 
the firm is an Ercoupe airplane, 
flown by the Gulfport dealer. The 








FASTEST 


ELECTRIC CLEANING 
ACTION EVER BUILT! 





with Magic rs Broom action 


Brand new electric cleaning 
principle sweeps 3,500 
strokes per minute! Faster, 
easier cleaning at new, low 
cost! 


A PRECISION CLEANER 


Picks up hair, lint, tiny pare 
ticles better than finest vac- 
uums. New wheel-less ''Float- 
ing’ Action reaches every- 
where. Jiffy controls. 


1 
ONLY 


Built For Mass Market Sales 


Only Electro-Sweep is priced right for every 
home! Budget-minded homes can now afford 
electric cleaning. Class market homes will 
want Electro-Sweep for fast, light pickup jobs. 
DAVIS MFG. COMPANY, PLANO 1, ILL. 
sogees ep. Southwest Reo. 


“Walton Bidg., Thomas Bidg., 
Atlanta, Ga. Dallas, Tex. 
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plane is always available for ap- 
pliance repairs of any sort in out- 
lying districts. With his tools on 
the seat beside him, Mr. Mc- 
Daniel has flown to such points 
as Meridian and Hattiesburg, 
Miss., Louisiana towns near New 
Orleans, etc., to make appliance 
repairs. 

Naturally, such aerial opera- 
tions are expensive—but the pub- 
licity which the “flying service- 
man” has earned is more than 
adequate compensation. 


Cash discounts 
(Continued from page 91) 


portance in the functions of retail 
management insist that this phase 
of the business must be watched 
by top management, or discounts 
will be neglected. 

And perhaps the lack of atten- 
tion by top management in estab- 
lishments that fail to take dis- 
counts explains the carelessness 
referred to. ' 

In either case, where discounts 
are taken religiously—either be- 
cause of personal attention by the 
owner or by a dependable office 
manager—these discount-consci- 
ous operators speak with some 
disparagement of competitors who 
fail to take discounts. 

They wag their heads in feign- 
ed sorrow, assigning such com- 
petitors to failure. They cannot 
understand a man who would 
overlook such an_ opportunity. 
They insist their competitors as 
a general rule are delinquent in 
the matter, although quite able to 
take discounts. Adding all these 
competitors thus described would 
result in a majority who are eith- 
er careless or simply spurn the 
cash discount. 

That could hardly be accurate. 
Nevertheless it prevails to a de- 
gree, according to unimpeachable 
sources. But it is hard to believe 
that very many men in business 
would fail to see the cash involv- 
ed, and fail to act to collect it, be- 
ing financially able, as accused by 
those who make almost a ritual of 
guarding that discount. 

In some fields the careless busi- 
ness men are protected by their 
suppliers, and perhaps the same 
policy prevails in a great many 
instances. 

For example, the customer is 


valued and long-established. He 
pays regularly, and in due time. 
If, through personal carelessness 
or oversight of a bookkeeping de- 
partment, he pays in 10 days but 
fails to take his discount, the sup- 
plier enters proper credit in his 
behalf. 

Such errors of commission are 
not unusual, so it is possible that 
carelessness does cost many re- 
tailers much money, especially 
where suppliers would not catch 
the error, or follow such a protec- 
tive policy. 

Regardless of conditions, 
whether the year is favorable or 
otherwise, whether the careless 
ones are in majority or minority, 
they can profit through more per- 
sonal attention, or by overhauling 
policy. For as one dealer put it: 

“Failure to take the cash dis- 
count is not just losing money—it 
is one way of borrowing money!” 


How to keep salesmen 
(Continued from page 90) 
the salesman’s job by using a 

novel advertising program. 

They have discovered on what 
days a specific type of newspaper 
ad will most effectively sell a cer- 
tain appliance. 

Mr. Silk feels that close atten- 
tion to little things in promotion 
expense can save as much as 45 
per cent in a year. “We have 
learned in 16 years that a parti- 
cular type of advertising will pull 
on one day and show no results 
on the other,” he said. 

“For that reason, I began years 
ago to keep records on the type 
of advertising used on particular 
days, and the sales which result- 
ed.” 

Mr. Silk worked at the plan to 
cover every appliance in the 
store. For example, his figures 
may reveal that a half-page ad, 
accenting special features of a re- 
frigerator—frozen-foods compart- 
ment, vegetable crisper, etc.—will 
sell more effectively when run 
on a Wednesday afternoon than 
on a Saturday. 

Similarly, a one-column ad on 
mixers will sell best on a Mon- 
day instead of a Friday. 

In gathering the information 
which went into this system, Mr. 
Silk discovered that the figures 
do not hold true for each month, 
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as might be expected. 

Therefore, further analysis has 
shown that a specific day in a cer- 
tain month is considered best for 
particular types of newspaper ad- 
vertising each year. 

Mr. Silk has “pre-plotted” all 
of his newspaper, radio, and 
streetcar-card advertising on the 
strength of figures accumulated 
during the past six years. 

By checking the calendar, he is 
able to figure the exact amount 
of promotional expense, from day 
to day, which will be expended 
over a three-month period. There 
are four “plots,” each covering 
three months, and the amount of 
advertising for any one plot may 
vary from $1,700 to more than 
$12,000. 

Actual sales results prove that 
the plan is working according to 
Mr. Silk. For example, a refrig- 
erator ad which was run on May 
15, following the success of a simi- 
lar ad on May 15 the year before, 
showed exactly the same results 
per unit, although there was a 
difference in gross volume be- 
cause of taxes, increased prices, 
etc. 

“We think that pre-plotting ad- 
vertising in this way gives us 
an opportunity to determine how 
much money we will need to 
spend for a given sales volume,” 
Mr. Silk said. “And while it re- 
quires a great deal of time and 
effort, we think that the plan has 
already paid for itself.” 


Selling waterheaters 
(Continued from page 88) 


tion of the heater. Twice a day 
radio spots were used giving the 
full details. 

In addition, small one-column 
ads were used in a leading news- 
paper under a large institutional 
ad, which was contributed for the 
month of the campaign by Union 
Electric Company, local utility. 

Pointed out in all advertising 
was the long experience of Hamp- 
ton Electric Company with wa- 
ter-heater installation; the huge 
size of its crew of electricians, 
service trucks, etc., to provide 
guaranteed installation and serv- 
ice; and the wide range of sizes 
carried. 

Offered in the newspaper ad 
were sizes from 20 gallons 
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through 52 gallons, up to 66 gal- 
lons. The 52-gallon model re- 
ceived the benefit of the largest 
amount of demonstration and 
newspaper-copy space. 

“We sold more 52-gallon elec- 
tric water heaters, retailing for 
$154.95, than any other model,” 
Mr. Kelman said. “We did, how- 
ever, surprise ourselves during 
June of this year by selling 35 of 
the 66-gallon models. 

“In many instances when an 
interested housewife called in, 
we found it possible to sell her a 
larger capacity model.” 


| 

Simple demonstrations 

(Continued from page 83) 

Fingernail polish, allowed to 
dry on the enamel, can be scrap- 
ed off with a razor blade with- 
out scratching the finish. Dura- 
bility of the stainless steel racks 
could be shown by rubbing with 
a coin. Samples of clean and 
dirty oil represent the advantage 
of the sealed refrigerator unit. 

While these devices may seem 


elementary because they are so 
simple, it is this kind of basic 
selling that turns prospects into 
customers. 

The salesman who masters this 
kind of fundamental selling is the 
one who is building a profitable 
future in the appliance business. 


Factory promotions 
(Continued from page 84) 

I ever participated. Naturally, 

the 550 cards this show produced 

do not all represent prospects. 

They will have to be culled and 

classified. 

“But those cards _ represent 
enough work to keep me busy for 
some time. And the manner in 
which the show was staged got 
me more favorable publicity than 
has been directed at my business 
in some years. 

“That’s why I say factory pro- 
motions are so good for a dealer 
if he gives his cooperation and 
takes advantage of them. Chances 
are there will be many real pros- 
pects in that stock, prospects I 
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sales and keep customers. 


NEW MAGIC CIRCLE 
HEATING ELEMENT 


YOU 


HEATERS 


Your customers want a water heater which delivers plenty of 
hot water in a hurry. And State's new Magic Circle Heating 
Element means fast hot water and low electric bills 

Yet State's New Magic Circle Heating Element is just one of 
State's nine points for profits — nine sale points that create 


It will pay you to get the full 


story and complete catalogue and specifications on State 
the South's most profitable of electric water heaters 


Write 


STATE STOVE & MANUFACTURING CO. 
509 25th Avenue N. 


Nashville, Tennessee 
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have previously overlooked. 

“It will involve real work to call 
on those prospects, but my volume 
of business depends on the 
amount of work invested, any- 
how; and I can’t figure how I 
could get that many cards on any 
class of prospects by any effort 
of mine alone in one day.” 

If he did not have the help 
of factories and distributors, Ball 
believes he would do well enough 
by working diligently on users. 
In six years in business in Ter- 
rell he has never been without 
prospects to work on. He con- 
siders all who pass his store as 
prospects. 

Currently, Ball Radio and Elec- 
tric is almost a one-man institu- 
tion. Mrs. Ball looks after the 
books and one young-man em- 
ployee does service work and a 
limited amount of selling. 

“I can even get along all right 
without a salesman,” Ball com- 
mented, “and it is apparent that 
I will have to get along that way. 
Not that I don’t want a salesman. 
I know I should have one. But 


it is difficult to get the right kind 
of a man in a town this size. 

“T certainly could use a sales- 
man to help make user calls. I 
make it a rule never to let a 
month pass without a call on that 
user. It is sometimes difficult to 
abide strictly by that rule, es- 
pecially when business is good 
and factory promotions produce 
additional prospects. 

“Nevertheless, I like those fac- 
tory promotions. If a man isn’t 
diligent enough to work his users 
for prospects, a few factory pro- 
jmotions will provide plenty of in- 
centive to go after prospects re- 
sulting from such promotions.” 


Geared for allocations 
(Continued from page 81) 


Sales and installations of dish- 
‘washers and model laundries are 
catching up rapidly, Stanley in- 
dicated. 

To aid the limited - income 
“average customers” on whom the 
store depends for most of its vol- 


ume, Stanley recently came out 
with a plan. 

The appliance prospect may 
select the refrigerator, washing 
machine, or other appliance de- 
sired, and pay a small amount 
down. The appliance will then 
be put away, and the customer 
continues to make small pay- 
ments until the 25 per cent down- 
payment is accumulated. 

The huge new store, which 
opened last December, was given 
the benefit of a series of full-page 
ads that attracted more than 10,- 
000 visitors in a week’s time. 

The store is located at 5143 
Delmar Blvd. and Union Ave. in 
the central St. Louis residential 
district. Large enough to accom- 
modate over 600 appliances on 
display at a time, the store was 
completely remodeled. 

Display space of 110x70 feet is 
available, and walls are surfaced 
throughout with knotty pine, the 
former garage windows have 
been converted into shelved dis- 
play fixtures, and painted in 
modernistic flat pastels. 








Ask Your Jobber for the Best! 


Quality Fixtures by GLATTHAR 


New Fixtures to the Glatthar Line 


Promotion Ideas Wanted 


An opportunity for men in 
the appliance business who 
have developed new angles 


If you are a live-wire sales manager in 


the electrical appliance, radio and TV re- 
tail business, and have originated success- 
ful sales promotion ideas or business 
producing contests for salesmen, you can 
win valuable prizes as well as receive pay- 
ment at regular manuscript payment rates 
by writing up the details of your pro- 
motional ideas and submitting them for 
publication under your own “by-line” in 
Electrical South, Rules are simple: de- 
scribe your idea in detail; give any tangible 
results achieved; and wherever possible 
include any photographs of displays, pro- 
motional material, or individuals related 
to the promotion. 


Polka dot crimped-edge two 
light bedroom unit 12” in 
size in white, blue, rose or 


green. No. 1539 





This square kitchen un:t comes 
in two sizes. A big seller at 
a popular price. 


No. 1540—8” 
No. 1541—10” 


The fixtures shown above and other new units for 1952 are 
shown in a supplemental sheet to the Glatthar Catalog in Address all material to the Editor, 
full color. Don’t miss these new numbers. 
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THE QUALITY 
PACKAGED 
ATTIC FAN 


The quality leader in the fan field—year in and year 
out! REED attic fans are designed with the contractor 
in mind. Four stock sizes to fit every need. . 


Model RVU-24: 
Measurement A—32” 
Measurement B—32” 


Model RVU-30: 
Measurement A—36” 
Measurement B—36” 

Model RVU-36: 
Measurement A—42” 
Measurement B—42” 

Model RVU-42: 


Measurement A—48” 
Measurement B—48” 


Reed UNIT-FANS, INC. 


1001 St. Charles St., New Orleans 8, La. 
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How to Safely Install 


Television and FM Antennas 


Every television and radio dealer 


engaged in service work, including 
antenna installations, will want a copy 
of this recently issued publication of the 
Fire Protection Association. 
Written by Charles L. Smith, NEPA 


Electrical Field Engineer, it explains 


National 


exactly how to install an antenna with- 
out violating provisions of the National 
Electrical Code. A copy of this booklet 
is available with a subscription to 
ELECTRICAL SOUTH at the regular 
price of $2 for 3 years. Send your order 


to 


ELECTRICAL SOUTH 


Atlanta 5, Ga. 














R-FLO 


AUTOMATIC 


CEILING SHUTTER 
FOR ATTIC FAN 


Built so they can be installed practically 
flush with the ceiling, AISFLO Ceiling Shutters 
present a refined, finished appearance. Their 
natural aluminum color blends with any dec- 
oration, eliminating need for on, and no 
grille or winter cover is required. Furnished 
in 5 different widths, single pane! up to 73” 
long. No operating mechanism shows. Built- 
in fusible link. Meets fire underwriters re- 
quirements 


WRITE FOR ewid CATALOG 43-8 


Peuenen and details of the complete AIR- 


Air Conpitionnc Prooucts Co. 


2340 W. LAFAYETTE BLVD. + DETROIT 16, MICH. 








ee Eto entilating = 


pecialties 


Why You'll Like This 
Automatic Shutter 


Assures a snug, tight fit when 
louvers are closed, because they 
are weatherstripped on inner edge 
instead of outer edge. Unusually 
sensitive to air currents. Louver 
blades have felt silencing pads. 
Sizes from 8” to 72” square—also 
rectangular. 


Write for circular and prices. 


“Echo” Automatic Ceiling Shutters 


Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvers being operated by the suction of the fan. 


Pe ELGO SHUTTER & MFG. CO. 


ATALOG 2738 W. WARREN DETROIT 8, MICH. 
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OUT IN FRONT... 
IN SELLING NEW RANGES AND 
IN MODERNIZING OLD ONES! 
IT STANDS ALONE! 


"How about you? Want more service profits 7" 


pores. TK Monotube replacement business is good 
usiness because (1) it’s easy to get, (2) it’s easy to 
handle, (3) it opens the door to other sales, (4) it 
builds good will, and (5) it requires but minimum 
investment and inventory. ago mp need to be in 


Extra dollars—dollars you need when 2ppliance sales 
falter—are easy to corral when you really go after 
service business. Take electric ranges, for example. 
Thousands of homemakers would like to replace tired, 
worn-out surface cooking units with modern TK 
Monotubes*. But—they don’t know where to turn. 
Tell them and you'll sell em! 


It’s no trick to get an order for Monotubes. Show 
Mrs. Housewife that you handle the same units now 
used by most range manufacturers on new models... 
and the sale is half made. Then demonstrate how the 
TK Monotube’s exclusive “‘swivel action” makes for 
easiest cleaning. Explain the concealed, protected 
wiring. Show caw TK Monotubes omelie up to 
32.8 % more contact with utensils for fast, economical 
cooking. Demonstrate that there are no “hot spots” 
or “col ‘spots”,no trick switch positions to remember. 
And you've got an order! 


If you’re not already handling TK Monotubes, it 
will pay you to investigate the many ways you can 


=) @ oD 


business are just 4 basic units and 9 pans! 

And we supply a whole host of sales aids, displays, 
folders, ad mats, window streamers and other 
promotional items. 

Get the complete story! Write for 
the new TK Replacement Unit 
Manual No. 5. It’s full of tips on how 
to ring up extra profits with TK 
Monotubes and TK Water Heater 
Units. Get your free copy now! 


OMe M. Reg. U. S. Pat. Off. 


1823 N. MONITOR AVE,, CHICAGO 39, ILLINOIS (). | 
A SUBSIDIARY OF FERRO ENAMEL CORPORATION oo 
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__ MOMOTURE SURFACE UNITS « nicegr econ TK INFINITE CONTROL + + SWITCHES & SELECTORS » WATER HEATER UNITS + FLATIRON UNITS « mini oi i 
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Westinghouse 


SCORES AGAIN FOR 
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. \ From week-to-week it will 
Sadh be a Thrill-Packed Schedule 


Pome | 
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Westinghouse Named Sponsor of All College Games to be 
Televised on Inter-connected Network Sept. 22 to Nov. 24 


Thirty-eight top college teams! Twenty-four 
key games! Seven games to be telecast in each 
market during the period from Sept. 22 to 
Nov. 24. That's the program that Westinghouse 
and its retailers will present this fall as a result 
of the National Collegiate Athletic Association’s 
naming Westinghouse the exclusive sponsor of all 
Saturday games on the Inter-connected Network. 


Selling Power! You said it! Week after week, 
hard-hitting sales demonstrations of Westinghouse 
Appliances and Television Sets will be pre- 
sented to TV grid fans watching the games. 
They'll be urged to go to their Westinghouse 
retailer—-YOU—and get further details about 
these great products. Plan now for a great sell- 
ing season with Westinghouse. 


THROUGHOUT THE BIG FALL SEASON MILLIONS OF GRATEFUL FANS WILL 
REWARD WESTINGHOUSE RETAILERS WITH INCREASED SALES 


More Good News / Westinghouse 


“STUDIO ONE”, TV’s Top Dramatic Show 


Back on the Air September 17th 


ou CAN BE SURE...IF ITS 


Westinghouse 
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~« » of course, it’s electric! 
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ntrol center with main breaker, 


at left « Co 
3 combination starters 


metering ponel, 3 
and 6 branch breakers. 


at right beginning of a 
in the Fairlawn Finishing Company. 
control center, compact ond 
all automatic operations 
pellent finish on nylon. 


rocessing line 

Fairlawn, New Jersey: Square D 
out of the WY, provides control of 
in applying water-re 


ECONOMY in installation because factory assem- breaker OT switch and can be locked off with one 
bly has done most of the work of mounting and wilt- to four padlocks. 
ing individual motor starters. For easy wiring, large 
vertical and horizontal gutters are front accessible FLEXIBILITY because plug-in units 
without removing units. Economy of space because moved, added or exchanged at will. B 
standard 20”"W * 20"D x 90H sections accommo- switch and circuit breaker types are 
Flexible because standardized sections an 
plant conversion. 


date up to six combination motor starters. 
ways re-usable after 


may be re- 
oth fusible 

available. 
d units 


are al 


uare D Field Enginee™ 


= 
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SAFETY because bus structure is rigidly sUP- 

ported on porcelain insulators and is designed Your nearby Sq 

to withstand short circuits UP to 25,000 am- will give you the complete story --- or write for 

peres. Safety because dead front handle mecha- BULLETIN 8938. Address Square D Company, 
4041 North Richards Street, Milwaukee 12, Wisconsin. 


nism always indicates true position of circuit 
L pISTRIBUTOR FOR SQUARE D propDucts 


ASK YOUR ELECTRICA 


SQUARE [) COMPANY 


eek) ANGELES 








DETROIT MILWAUKEE 
SQUARE D COMPANY CANADA LTD., TORONTO « SQUARE D de MEXICO, S.A mexico Cl 
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CONSIDER THESE 


P= 4 G-E WIRING FACTS 


Si WE 


Q. HOW CAN YOU REDUCE INSTALLATION TIME FOR NEW POWER AND 
@ CONTROL CIRCUITS IN LIGHT INDUSTRIAL AND COMMERCIAL BUILDINGS? 


A. Use G-E Electrical Metallic Tubing. This lightweight, thin-wall 
tubing cuts installation time because it’s easy to handle, easy to bend, 
and easy to install. 


Q. WHAT RACEWAY WITHSTANDS MACHINE 
@ VIBRATION AND PROVIDES BOTH FLEXIBILITY AND 
PROTECTION? 


. % 
General Electric Ds A. G-E flexible steel conduit is ideal for 


Construction Materials Sis §8=6machine-wiring installations. This tough raceway 
_ can be hand-shaped around obstructions where 


Division at Bridgeport ! space is limited. It stands up under severe operat- 
- — ing conditions where motors and other equipment 
is a headquarters : — 


cause vibration. 
for wiring progress 


Through constant research and pre- 
cision manufacturing methods, the G-E 
Construction Materials Division sets 
the pace with modern and high-grade 
wiring materials. 

Through distributors in every local- A. G-E remote-control wiring system pro- 
ity and specialists in the local G-E vides control of corridor lights from central 
offices, the G-E Construction Materials locations to assist watchmen and cleaning 
Division offers you complete service crews. The small lightweight control wires can 


on any type of wiring problem. be removed easily as partitions and floor lay- 
outs change. 


Q. WHAT ARE THE ADVANTAGES OF THE G-E 
'@ REMOTE-CONTROL WIRING SYSTEM IN 
INDUSTRIAL AND COMMERCIAL BUILDINGS? 


For information on any G-E 
wiring material product, contact your 
local G-E Construction Materials dis- 
tributor, or write Section K-58-924, 
Construction Materials Division, Q. HOW CAN LAYOUT TIME BE SAVED WHEN PRESENT INDUSTRIAL 
General Electric Company, Bridgeport @ ELECTRIC POWER SYSTEMS ARE EXPANDED? 


2, Conn. A. G-E Varnished-Cambric Interlocked Armor cable—carrying its own 


flexible raceway—presents no complicated layout problems. This ready- 
to-install cable can be bent around obstructions, strung over long runs, 
laid up on existing beams, or installed on racks. 


Go can fru your confidence tn 
GENERAL ELECTRIC 
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